Read: “4000 People—$2,000—2 Days”—Page 38 


Founded 1855 $3.00 a Year 
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Reg. U. S. Pat. Off. 


The Part a Name Plays in the Sale 


The name Silver Lake “A” is indelibly stamped on every 
foot of our highest grade sash cords. 


It makes identification easy, protects dealers and custom- 
ers, carries a 20 year guarantee, inspires confidence and is re- 
sponsible for many sales. 

Silver Lake Clothes Line is another product of the same 
high quality that honors its name. It does not kink, ravel, 
stretch or splinter the hands like many lines do. 


Both products are backed by 54 years of experience and 
reputation. Write for quotations. 


Silver Lake Company, Newtonville, Mass. 


Manufacturers of Established 1869 Solid Braided Cords 
For All Purposes 





Reg. U. S. Pat. Off. 


Silver Lake 


Published Weekly by the IRON AGE PUBLISHING COQ., 239 West 39th Street New York, N. Y., U. S. A. 


Pntered as second class matter May 22, 1913, at the Post Office, at New York, under the Act of March 3, 1879 


Advertising Index, Page 110 Editorial Index, Page 35 
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RIM NIGHT LATCHES 











MILLER 
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Special Sales Push 
for September 


By a concentrated drive on Miller Locks for 
one month we plan to help you turn hundreds 
of dormant sales into actual sales. 


This ** Cash in on Miller Month” will be Sep- 
tember. It will be backed up by Saturday 
Evening Post and Country Gentleman adver- 
tising. Effective sales helps such as window 
trims, envelope stuffers, moving picture slides, 
newspaper electros, etc., will be furnished to 


help you sell. 


Are you with us. Why not trim your windows, 
replenish your stock and make some real 


Write for them. 


money with Miller Locks? 


Your jobber or his salesman can give you 
further information, or write us direct. 


MILLER LOCK COMPANY 
Philadelphia, U.S. A. 


CABINET LOCKS 


AUTO ACCESSORY PADLOCKS 
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PYREX Refrigerator Dishes not 
eB __ = only save space in the ice box 


Sd 


but in the oven too. Thus 
more food can be cooked 
and less fuel used 


i, 
1U saad stave hot Sor 0 
long time in PYREX 
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Gelatines are perfectly made 
and beautifully served in 
PYREX Refrigerator Dishes 








All square PYREX Refrigerator 
Dishes nest perfectly. These 
dishes make excellent cas- 
seroles, and puddings, meat 
pies, meat and vegetables 
may be perfectly baked 

without using the lids 
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S li? 
' Another Pyrex Innovation 


} tat reer Refrigerator Dishes—three purpose 
dishes—baking, serving and for keeping food 
in perfect condition in the refrigerator. ‘There are 
many features to be found ONLY in refrigerator 
dishes made of Transparent PYREX. Tell your 
customers about the following advantages: 

1. Made of genuine PYREX. 


Never wears out. Heat or cold 
will not break it. 








clean in the ice box, also keep food 
odors from penetrating the entire 
ice box. 


4. Acid foods are kept perfectly 


2. Fit snugly in the ice box sid 
devor emay he stacked hia, 4 —PYREX is acid proof. 


by side’ or may be stacked high 


without ‘tipping. Made _ with 5. Ideal for serving. Crystal, 
square corners utilizing EVERY clean PYREX is a part of the 
inch of refrigerator space. The table service in thousands of 


rim on lids keeps dishes from slip- 
ping when stacked. More food 
may be placed in a small refriger- 
ator. 

3. Lids keep the food fresh and 


Three useful and attractive shapes and sizes to a set with smooth top lids. 
Every woman will want a set of— 


PYREX 


Refrigerator Dishes 


Pyrex Sales Division 


CORNING GLASS WORKS, Corning, N. Y. 


World’s Larzest Makers of Technical Glassware 


homes. Food in Pyrex Refrigera- 
tor Dishes may be taken from the 
ice box, re-warmed in the oven 
and served on the table—all in the 
same dish. 











The set is composed of three 
useful and attractive shapes 
and sizes. Dishes may be 
used with or without the 

lids for baking. 








These dishes may be used as 
covered bakers or open bak- 
ing dishes for a variety 
of foods 
































A whole meal may be prepared 
in the stove at the same time 














Leftovers are stored 
in the ice box—using 
the same dishes which 











and then served in the same and clean and save 














pois 
dishes on the table IF oe refrigerator space 








Later they may be taken out of 
the ice box and rewarmed 
in the same dish 
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Radio B Batteries 


—they last longer 


No. 766 
Horizontal 
22',-volt 
large size 
“B”’ Battery 
Formerly 
$2.50 


Now $2.00 


No. 772 
Vertical 
45-volt 

large size 

“B” Battery 


Formerly 
$5.00 


Now $3.75 


GROWING popularity of radio 
—greater demand for “B” 
Batteries—installation of im- 
proved manufacturing equip- 
ment—zincreased and more 
economical production—en- 
abled us to greatly reduce 
Eveready “‘B” Battery prices 
as of August Ist. 

A special national advertis- 
ing campaign in newspapers, 
The Saturday Evening Post, 
radio and other magazines will 
announce this big reduction in 
prices to all radio users. 

As a result of these new low 
prices, the demand for Ever- 
eady “‘B”’ Batteries will be big- 
ger than ever. Your jobber has 
ample stock and will promptly 
fill your orders. Order now! 
Eveready Radio Batteries are 


Manufactured and guaranteed by 
NATIONAL CARBON COMPANY, INC. 
Headquarters for Radio Battery Information 
New York San Francisco 


ELK 
A 
SHAL 

e til 


NEW! 


No. 770 
Vertical 
45-volt 


No. 764 
Vertical - 

22'4-volt 
medium size 
“B” Battery 

Formerly 


Now $1.75 


No. 767 
Horizontal 
45-volt 
large size 
“B”’ Battery 
Formerly 
$5.00 


Now $3.75 


extra large size 
“B” Battery 
for heavy duty 
on multi-tube 
sets and 
power amplifiers 
New low price 


$4.75 
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Adkins SilverSteel Saws 


To mn Fellow Hardware Dealers” 

















teat” 


SEND US A LETTER 


Ten dollars comes in very handy at this time of year 
when vacation needs must be looked after. Each week 
we give someone a check for $10.00 for sending us a 
,| letter on the above subject. Write us one. If you have 
already sent in one, send in another. Our only require- 
ments are that the letter be written on the stationery of 
the dealer with whom you are connected, and that this 
dealer handles Atkins Silver Steel Saws. If we accept 
your letter for publication, you win $10.0u, 


i 
Gt 
‘oe 7° 


SEK ; 








WINNER THIS WEEK! 


ORA McKINLEY 
rd c/o The By-Lo Stores Co. 
MUNCIE, IND. 


HiS LETTER 
E. C. Atkins & Co. 
Indianapolis, Ind. 
Gentlemen: 


Here’s Why I Recommend Atkins Silver Steel Saws to My Fellow hardware Dealers: 

1. I have found that if a customer is once an Atkins user, he is always an Atkins booster. 
2. Atkins Saws are an asset to your business. 

3. The guarantee that the Atkins Saws carry is a wonderful protection for you. 


4. The two best finishes that can be found are found on the Atkins Saws; namely, the Damaskeen 
B and Mirror finishes. 


5. There is a perfect saw for every purpose, whether it is for the home, office, factory or for the 
very finest of work. 


6. The feeling that the Atkins Saw Handle gives is like the grip of a long lost friend. 
7. There is nothing to lose in handling the Atkins Saws, but everything to gain. 


ORR SSIS ak Sa 
i Sas 3 


* Be eS oT 
site 


Very truly yours, 
; By-Lo Stores Co., 
ORA McKINLEY 





: A FEW POINTERS ON ATKINS 
No. 25 DOVETAIL SAW 


A very handy saw which every patternmaker or carpenter should have in his kit. 
It is made for light, fine work in our Silver Steel quality only. A steel back makes 
it very rigid and strong, yet very light. It is recommended for fine cabinet work where 
a back saw is not practical. It measures 1144” under the back, 26” gauge, and is toothed 
17 points to the inch. Fitted with a hardwood polished handle. 


E. C. ATKINS & COMPANY 








i Established 1857 “The Silver Steel Saw People” 

4 Machine Knife Factory: Home Office and Factory: Canadian Factory, 

"p Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 

5 BRANCHES: 

Atlanta Minneapolis New Orleans San Francisco Seattle Paris, France 

E Chicago Memphis New York Portland Vancouver, B. C. Sydney, N. S. W. 


ATKINS ALWAYS AMSA” 
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The Longer 


Life 


It’s an undeniable fact 
that Quikwerk Tools out- 
last — considerably — 
ordinary tools. 


The extra wear in a Quik- 
werk makes it worth while 
for you to ask for Quikwerk. 


The Warren Tool & Forge Co. 
240 Griswold St., Warren, Ohio 
Sledges Picks Mattocks Bars 


Blacksmiths’ Tools Chisels Hoes 


Tongs Hammers Woodchoppers’ Tools 
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One Gem Oil Can Sells Others 


= A workman who 
Heavy Welded Steel does one thing better 
Pyramid Filler ° 
than other workmen is 
always sought after. | 
? 





An oil can that oils , 
better than other oil : 
a cans is sought after for | 
Heavy Welded Steel Tallow Pot the same reason. | 


Gem Brazed Steel 
The Gem Display | | Oil Cans have proved 


| that they DO oil right 
Stand P roves That and serve everlastingly. © 
They Sell Readily 


When the best oil cans are 
displayed in the best way—they | 
sell readily, because customer p,Welded Steet 
attention is secured immedi- 
ately. 


Now, when everything that 
requires lubrication is being 
oiled, is the logical time to dis- 
play GEM Quality Assortment 
Oil Cans and prove that: “One 
Gem Oil Can sells others.” 


The Gem Line includes oil 
cans for every requirement 
and other products of known 














quality. 
Your jobber will gladly sup- 
ly you. 
ide Quality Assortment 
4 doz. No. 1604, '4 pint. 4 in. Straight Spout 
‘ 14 doz. No. 1704, 14 pint. 4 in. Straight Spout 
Gem Manufacturing Co. \/, doz. No. 1706, Va pint, 6 in. Bent Spout 
14 doz. No. 1809, *, pint, 9 in. Bent Spout 


N. 3. FF ITTSBURGH, PENNA. All Spouts Interchangeab!e 


GEM OIL CANS 


“Where no others satisfy- Gem CAN“ 
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YOUR COUNTER OR IN YOUR WINDOW 





SET THIS CARD ON 


A New Display-with a new idea 


TAND this card on your counter This new counter card is one of a 
and lay a Walworth Stillson series of Walworth displays individu- 





wrench under the cut-out fingers of ally packed in all Walworth Stillson 
place. It will keep this indispensable Be sure you specify in cartons when 


wrench within reach of every Car- you're re-ordering 10-inch Walworth 
owner who comes in—for him to ex-  Stillsons. They sell quicker and don’t 
amine and for you to sell. cost any more than bulk wrenches. 


| 
: 
the automobilist’s hand to hold it in Cartons of 10-inch wrenches. | 
| 
: 


WALWORTH MANUFACTURING, COMPANY, Boston, Mass. 


Chicago—Cleveland—Glasgow—Kewanee, Ill.—London—New York—Philadelphia—Portland, Ore. 
San Francisco—Seattle—Youngstown. Plants at Boston, Mass., and Kewanee, Ill. 


WALWORTH INTERNATIONAL COMPANY, NEW YORK, FOREIGN REPRESENTATIVE 








Stillson Wrench 
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Push TRIMO Pipe Wrenches 
They Make You The Most Money 












[)° you fully appreciate the profit 
possibilities of TRIMO Pipe 


Wrenches? 


%, 
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In the first place, quality comes 
first with tool users. TRIMO quality 
easily overwhelms the false economy 
argument of a few cents saved by 
buying a cheaply made wrench. —a= 
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Then, by pushing the TRIMO, 
you'll not only make more sales but 
more profit per unit of sale. And you 
will strengthen the good will of your 
customers because a TRIMO con- 
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The TRIMO ; 
Monkey stantly reminds them of the worth of 
Wrench your goods. aT a 
famous “TRIMO. Pipe = 
amous = 1 pe ; ; i ‘ = = 
pa mag RN And finally, you’re cashing in on E =.0 
steel; no castings used, the most wide-spread wrench adver- = $e 
Its evident superiority ..* e = rOC= 
: makes it an immediate tising campaign ever conducted, = "% 
j reaching practically every mechanic, = 











plumber, farmer and other pipe 
wrench user in the country. They 
will all know and look for the TRIMO 
trade mark. 


| 


ae 





Sell them TRIMO. It pays. 


TRIMONT MFG. CO. 
Roxbury, Mass. 








The TRIMO 
Pipe Cutter 


The popular favorite 
of all plumbers and 
mechanics. A _ handy, 
dependable tool made 
doubly efficient by the 
new RIMO Thin 
Wheel, which means 
big sales of both cut- 
ters and wheels for 
replacement. 


Steel Handle—6”, 8”, 
ne. re, Be, 
36”, 48” sizes. 

Wood Handle — 6”, 
8”, 10”, 14” sizes. 
Drop-forged jaws and 
handle with unbreak- 





a 


able pressed steel 
frame. Strip-prooft 
threads. Nut guards. 
Insert jaw in handle. 
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Yale 44 Automatic with the 
double throw bolt 


- ; ene eneNR are mene mane 





Yale No. 92 Guard Lock with 
hook-bolts 














Yale No. 10 Guard Lock—the Steel- 
bar lock for home doors 








Yale Dead Locks 
Meet the Challenge! 


HE underworld cleverly devised a way to trick 

the spring-bolt night latch. It gives a measure 
of security— but where real burglar-proof locks are 
required — where locks are needed to foil the 
“‘trained’’ burglar—a more resistant lock should 
be provided. 

Yale has anticipated this development. Yale has 
studied the underworld methods and has provided 
the Yale series of dead locks to meet the challenge. 

Dealers should stock the dead-bolt type of lock. 

Burglars respect a good dead lock. It is the type 
of lock they haven’t mastered. 

The Yale 44 Automatic for instance! A remarkable 
Yale Lock that snaps the beveled bolt in place every 
time the door is closed—and more! When the Yale 
44 Automatic goes into action it automatically 
throws a heavy dead-bolt section into the strike— 
and holds it there—proof against end pressure, 
wedging and prying. The 44 Automatic never forgets. 

Or the Yale No. 92. The lock with massive bronze 
hook-bolts that open and wedge themselves securely 
into the strike. 

And the Yale No.9 and No.10. Locks that are 
just as impregnable. Locks that defy the jimmy 
and the saw. Locks that throw a case-hardened 
steel bar completely through the strike. Sell the 
No. 9 for wareliouse and store doors. The No. 10 
for apartments and the home. 

There is only one manufacturer of Yale Locks and 
Keys. The mark YALE means the name of the 
maker. Ask your jobber. 














The Yale & Towne Mfg. Co. 


Stamford, Conn., U.S. A. 


Canadian Branch at St. Catharines, Ont. 















Padlocks, 


Yale No. 9 Guard Lock—the Steel- 
bar lock for warehouse doors 
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YALE MADE IS YALE MARKED 
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Night Latches, Dead Locks, Builders’ Locks and Trim, 
Cabinet Locks. Trunk Locks, Door Closers, Bank Locks, Prison Locks 
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These vises stand alone—supreme in 
quality—and this is the stand they 
stand on! 





Your show-windows are rightly valued by you at 
3 thousands of dollars a year. But your displays IN- 
SIDE your store are even more important! 


PRENTISS VISES 


are sold on merit and all you need to do to sell them 
is to show them. 





Everyone is making things these days and this 





: PRENTISS DISPLAY STAND is unequaled as a 
reminder. 
a 
: While your customers are waiting for change thev 
4 catch sight of these famous vises and they tell you: 
“Put in one of those PRENTISS VISES too.” 
| 
i 
| 
This sales-making dis- 
play stand will be /oaned 
| to you without charge 
; with your order for 
| PRENTISS VISES to 
: fill it. Write today for 
; "yours. 





PRENTISS VISE COMPANY 


106-110 Lafayette Street New York City 
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IT IS SERVICE 
THAT COUNTS 








When you sell a product that 
gives long, lasting service you 


have gained the good will of 


your customers. 


We strive to make PEXTO 
Tools so that they will give 
real service to the user, thereby 





not only gaining good will for 
ourselves, but for the merchant 
who sells PEXTO products. 


Write for No. 20 catalogue. 


The Peck, Stow & Wilcox Co. 
Southington, Conn., U. S. A. 
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This File Means Business” 


T’S a tact---an 

ARCADE File 
“bites.” And this 
means a lot to the 
machinist who uses 
files continuously. 


The ARCADE horse- 
shoe trade mark on 
a file is more than a 
symbol of good luck. 
It stands for steady 
sales --- and profits! 


NICHOLSON FILE CO. 


ARCADE WORKS 


Anderson, Ind. 
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ARCADE FILES 
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These Things Make Them Good— 


Correct Design 
Wonderful Material—Crecoite Tool Metal 

Skilled Workmanship 
Satisfactory Service 


These Things Help Them Sell— 



























Moderate Prices 
Attractive Appearance . 

And Now— Guarantee 
Each Crecoite tool 1s Growing Reputation 
heing equipped with a 
Grady Wedge, specially 
manufactured for us. It — , 
will eliminate loose han- HREE of our leading sellers are illustrated 
dles. To tighten head, ; ° . 
simply tap the wedge below. ‘There’s a complete line of Crecoite 
yl mvery user Camp Axes, Men’s and Boys’ Axes, Hatchets 

Grady Wedge and Hammers. All offer quality tools at moderate 





prices. YOU can sell them with unusual satisfac- 
tion and profits. 












Pronounced 


CRE-CO-ITE 








If Your Jobber Can’t Sup- 
ply You Write Us Today 
for Samples or Catalog H 





MARION TOOL WORKS, Inc.. Marion, Indiana 


Subsidiary of Chicago Railway Equipment Company—30 Years of Steel Making 
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am Have you had YOUR 
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Here’s a “leader” that Ceetec 


a guaranteed 
drop-forged 


carries its own profit 2° 


HERE are plenty of “‘leaders’ that can get the customer 
into your store—but they leave it up to you or your clerks 
to sell him something else if you want to make a profit on the 


deal. 


The CeeTeeCo window display assortment includes a gross 
of pliers with display material free and complete directions for 
arrangement. Our price lets you sell this guaranteed drop- 
forged, hardened oil-tempered nickel-plated plier at 30c each, 
and also leaves you a good margin to work on. 


A lot of dealers have already cleaned up a nice profit on the 
CeeTeeCo window display assortment. Others are planning 
a CeeTeeCo sale this month. A letter or wire to your jobber 
today will bring you the assortment in time for a CeeTeeCo 
week, August | 7-23. Why not cash in on it? 


CRESCENT TOOL COMPANY 


204 Harrison Street Jamestown, N. Y. | 
Originators of the Crescent Wrench J 
. 4 ae ae Display materia 
7 ree to Dealers 


CRESCENT MOOLS 
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No. 465 
Radio-Lectric Reamer 


$40,000 in Radio Sales in 9 Months 


Ten hardware dealers were interviewed about their 
sales of Radio Equipment. ‘Their sales ran from 
$750.00 per month to $4,400 per month or $40,000 


in nine months, for the latter dealer. 


a: a (24 One hardware dealer in a little town of 4,042 people 
wa a who carries a stock close to $1,000 averages $500.00 
At f- Tal (6 in sales weekly. Another hardware dealer in a town 

of only 3,000 population carries a $1,500 Radio stock 

and “Turns” it every 25 days. | 


f . 
Ae —- — 


dV x. Wey This Fall several million people will be building 
Ges etenrea aetes «sTiomwinenoe_f sets or experimenting with those they now have. Get 
your share of this profitable business. 


i 
| 


| tt = 
Vt on 
) Ny Lp 
| 


Even if you handle no radio parts or sets you can 
add greatly to your tool business by handling Radio- 
Lectric tools. They are just what the radio enthu- 
siasts are looking for. 


The RADIO-LECTRIC Line was designed by 
men who have studied the needs of radio builders and 
is priced right for their pocketbooks. All of the tools 
are packed with attractive display cards which tell 
the whole story in a few words and sell the goods 


quickly. 





Ask your jobber for the Radio-Lectric Line. If 
he cannot supply you—then write to us. 


scape] pew] loses Booklet showing all items on request. 


} fares 
The Bridgeport Hardware Mfg. Corp. 
Bridgeport, Connecticut, U.S. A. 
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Where One 

Good Product 
Sells Another 

of the Same Make 







When a drill user gets to know GTD 
Twist Drills he has no desire to change to 
any other make. 


( uly, (ii 
dui HK 


RES Ree 


Other Products He finds them accurate, uniform, time 
Taps and Dies saving and well fitted for the job for which 
Reamers h , 
ae they are designed. 
Pipe Tools Consequently should he ever require 
“Little Giant” other tools such as Taps and Dies, Reamers, 


Pipe Wrenches 


Machine Tools Gages, Pipe Tools, Pipe Wrenches, etc., fey ft 


quite naturally he is going to ask for and use 
the same make as the drills which he found : | 
so satisfactory. 


Bie atl od se ab aa a ena vets 


And besides, there is a decided advan- 
tage for the dealer concentrating on One 
Line and buying from one source. 


Send for Catalog and Discounts. 





De - ey teen ee 
eS: 





CORPORATION 


GREENFIELD, MASSACHUSETTS 





Canadian Factory: Greenfield Tap and Die Corporation of Canada, Ltd., Galt, Ontario. 


GT D Screw plates, taps, dies, twist drills, reamers, gages, 
pipe tools, machine tools. 


New York Store—15 Warren St. 
Chicago Store—13 So. Clinton St. 
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Machine Screws 
Stove Bolts 
Tire bolts 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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You don't have to “talk up” the quality of Williams’ Improved . 


od 


“Vulcan”? Chain Pipe Wrench to your trade. They are well ac- a 
quainted with the exclusive features of this superior tool. ” 


Its strong Chain, swinging from the center, can be used on 
either side of the jaws, thus reducing the wear upon specific teeth 
to a minimum. 


Its Double-ended Reversible Jaws may be quickly changed end 
for end as the teeth wear. This feature means the service of two 
wrenches at the price of one. 


They know, too, that each Chain is ‘‘Proof-tested” to two- ‘ Ml 
thirds of its catalogued strength. Walliams’ Chain Wrenches are aT i 
the only pipe wrenches that provide this proved strength and Hill 
security. 


Why offer your customers any other ? 


Send for literature covering Williams’ complete pipe tool line. 


J. H. WILLIAMS & CO. 


“The Wrench People” 
CHICAGO 


NEW YORK : 
75-77 Spring St. BUFFALO 117 N. Jefferson St. 


OLs 





IMPROVED 
“VULCAN” DROP-FORGED 
CHAIN PIPE WRENCH 
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You, and you alone, can sell 
your locks and hardware! 


BUT if there is public acceptance 
for the brand you sell, your job is 
easier. 

Good-will for Sargent goods and 
the merchants who sell them is the 
constant aim of Sargent advertis- 
ing. It endeavors to impress upon 
architects, builders and owners 
that finer locks and hardware are 
not made—that the Sargent kinds 
are as artistic, as distinctive and as 
perfect in construction and opera- 
tion as human ingenuity and the 
best of materials can make them. 

We do not say that each adver- 
tisement or series of advertise- 


ments stampedes a crush of buyers 
to your store—but we do say that 
the many years of Sargent adver- 
tising have helped us establish our 
name firmly in the minds of hard- 
ware buyers. 


Because of this the merchant 
who handles the Sargent brand 
usually finds a more receptive 
prospect when he discusses the 
advantages of Sargent Locks and 
Hardware—and he is more apt to 
sell that prospect, whether it be 
simply a night latch for an old 
door or the complete hardware 
specifications for a new building. 


Sargent dealers are provided with free electros, cards, 
folders and every modern merchandising assistance. 
Write for our Co-operative Advertising Service Booklet. 


SARGENT & COMPANY, Hardware Manufacturers 


New Haven, Conn. 


New York: 92-98 Centre St. 


Cuicaco: 221-223 W. Randolph St. 
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There IS a difference 
in SASH CORDS 





Why You Should Avoid Sash 
Cord with a Loaded Centre 


HEN you buy sash cord with a weighted or 
doped centre you pay the price of honest cot- 
ton cord for cheap loading material, which the cord 
would be better off without. 
The loaded centre is not put into sash cord to improve 
it. It is put in to make it weigh more or to replace 
an equal weight of cotton. 
This kind of centre takes no wear, stiffens the cord. 
and makes it far less durable. Even our Sachem 
quality will wear several times as long in running 
over pulleys as the best cord with loaded centre. 








These Cords are Not Loaded 


SAMSON SPOT SASH CORD 





(jas rr 


Trade Mark Reg. U. S. Pat. Off. 


The most durable and economical. Made of extra quality stock, care- 
fully inspected and guaranteed free from imperfections of braid or 
finish. Can be distinguished at a glance by our trade mark, the Col- 
ored Spots. Known favorably to architects and builders for thirty 
years and advertised to them constantly. 


PHOENIX SASH CORD 
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Braided hard and glazed like Samson Spot Cord, but made of less ex- 
pensive materials to sell at a low price. It is smoother, more uniform 
in quality and freer from imperfections than ordinary low priced 
cord. Hanks are guaranteed full length and one piece. 


SACHEM SASH CORD 


Made of a little cheaper stock than the Phoenix, but is a 
good, uniform cord at a low price. 








ACH of our different grades of sash cord is 
known to the trade as the best of its kind. Net 
weights guaranteed. 
We make all kinds of braided cord, including clothes 
lines, masons’ line, awning line, shade cord, dumb- 
waiter rope, etc., also cotton twines. 


Send for catalogue and samples 


SAMSON CORDAGE WORKS, BOSTON, MASS. 


Mills at Shirley, Mass. and Anniston, Alabama 
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Ravel the end 
and look at 
the centre! 


Are you paying 
for this extra weight? 


? 
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STANDARDIZE ON WHITCO HARDWARE FOR CASEMENTS AND TRANSOMS 


























HITLD 


HARDWARE 











Whitco Hardware takes the place 
of butts and adjusters for swinging 
and controlling casement windows 
or transoms. 


The hardware parts used at the top and 
bottom of a casement sash (or at the 
sides of a transom) are identical except 
that one is the reverse of the other. 
Thus, any set may be used on either 
a right hand or a left hand sash. 


The installation is simple. The hard- 
ware is first housed into the bottom and 
top of the sash. The sash plate is then 
attached to the sash at‘both top and 
bottom. 


Then, after turning the hardware at 
right angles to the sash, the sash is set 
into the opening, the sill plate attached 

















to both head and sill, and the installation 
is complete. 


There you are—you have a casement 
sash which is absolutely self-adjusting, 
which will stay in position in any wind, 
which cannot rattle, which insures better 
ventilation, and both sides of which can 
be easily and safely cleaned from the 
inside of the room. 


The hardware is entirely concealed. 
Neither butts nor adjusters are vsed. 
One size fits all sash—no special sash or 
frame detail is required. 


Whitco Hardware can be applied either 
to old or new sash, to a single sash, a 
pair of sash, or to multiple sash in wide 
opening without mullions. 


Whitco is ideal equipment for transoms. 


We shall be glad to send full information regarding Whitco Hardware on request. 


ari" $2.25 


Western Distributors: 


mpc oe $1.95 


Eastern Distributors: 


VINCENT WHITNEY CoO. H. E. HOLBROOK Co. 


365 Market St., San Francisco 444-447 Mass. Tr. Bldg., Boston 
Send all inquiries to nearest Distributor. 


We protect you absolutely. 


Whitco Hardware is only sold 
through retail dealers in 
builders’ hardware. 
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: RO L L ER | - SIDE PLATE 
BEARING | 

|. TRACTION | 
WHEELS 


The Hercules is the first and only 
hand operated lawn mower to be 
manufactured with traction wheels 
that run on alloy steel anti-friction 
bearings. 


Friction in the wheels is reduced to 
the vanishing point, and wear is prac- 
tically eliminated. Consequently, 
the wheels run true, the gears mesh 
properly and replacements are un- 
necessary. 


You will readily see that the Her- 
cules is very easy to push and ex- 
tremely durable. 


Here is a thoroughly distinctive 
lawn mower for you to sell. We sug- 
gest that you write for prices and 
order samples now. 








| 























Hercules Styles and Sizes 











9 Inch Wheels 5 Drawcut Wiper Blades 
9 Inch Wheels 4 Drawcut Wiper Blades 
Sizes: 14 Inches, 16 Inches, 18 Inches. , 
20 Inches Patent Applied For 


BLAIR MANUFACTURING COMPANY 


ESTABLISHED 1879 
SPRINGFIELD, MASSACHUSETTS 


-DRAWCUT: 














HARDWARE AGE 


August 7, 


ACCO'CHAINS 


Blow Profits 








Summer and Winter, ACCO 
Chains bring a current of 
welcome profits to your till. 
The active demand for these 
chains is due not only to 
their adaptability for every 
conceivable purpose, but 
also to their absolute trust- 
worthiness. We are listing 
only a few of the many 
types of ACCO Chains in 


great demand. 


“You don’t ‘carry’ ACCO 
Chains—you sell them.” 











American Chain Company, Inc. 
Bridgeport, Connecticut 


In Canada: DOMINION CHAIN 
LIMITED 
Niagara Falls, Ontario 
District Sales Offices: 
= Boston Chicago New York Philadelphia 
Pittsburgh San Francisco 


Largest Manufacturers of Welded and Weldless Chain 
for All Purposes and Makers of the Famous Weed 
Automobile Accessories 





A Few 
More ACCO Chains 


Plumbers Chain 
Wagon Chains 
Harness Chains 


Coil Chain (All Sizes 
and Patterns) 


Chandelier Chain 
Porch Swing Chains 
Hammock Chains 


Write for illustrated 
literature. 
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Zine {nsulated 


TRADE MARK 


Fences 


Extra INSULATED AGAINST RUST 
(Yale 40% TO 100% MORE ZINC 


AMERICAN, ANTHONY, NATIONAL, ELLWOOD, ROYAL, U. S. 


MORE THAN DOUBLE HEAT TREATMENT in zinc bath, the only proper way to 
give thicker coating, in connection with 


PERFECTED DRAWING THROUCH OUR DIES BY THE MOST SKILLED WIRE 
DRAWERS IN THE WORLD, PRODUCING SMOOTH, ROUND SURFACE WITH- 
OUT RIDCES, TO WHICH ZINC IS EVENLY AND INSEPARABLY APPLIED. 


Reduces fence cost per year. Absolute security against hardest use. 


THE ZINC INSULATED PROCESS ADVANCES QUALITY TO THE LIMIT OF 
FENCE ENDURANCE POSSIBLE TO ATTAIN BY PRESENT KNOWN METHODS. 


“og WIDEST ADVERTISED AND BEST SELLING 
FENCES ON THE MARKET 
jae 


Write us for selling details 


si ARROW STEEL FENCE POST 


Built like a railroad rail. Remarkable stiffness and durability. 
ai 
























Has sprung into immediate popularity. Extensively advertised. 
Write us for selling plans and literature. 








WwW i }? a Nails, spikes, tacks. 


Barbed—our celebrated 
brands Ellwood Glidden 

Every kind for every pur- 

pose, in every form and 








American Glidden 
American Special 
Waukegan Lyman 





Ellwood Junior 
Baker Perfect 
Bale Ties. Telephone. Reinforcement. 
WE STAND BEHIND DEALERS FOR PROMPT QUALITY SERVICE. 


AMERICAN STEEL & WIRE COMPANY 


Chicago, New York, Boston, Cleveland, Pittsburgh, Denver, Dallas 
U. S. Steel Products Co., San Francisco, Los Angeles, 
Portland, Seattle 


every finish. 








Arrow Steel Post 
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LANTERNS 


Send for Dietz New WINDOW DISPLAY! 
—Jt Sells Lanterns— 


VERY Summer Cottager, Camper and Hiker needs a Lantern. 
Every motorist on a camping tour should have a suitable Dietz 
Lantern along. | 
A good window display of Dietz Lanterns NOW will remind 
vacationists that they need lanterns and sell many that might other- 
wise not be sold at all. 
Dietz New Window Display will swell your Summer Sales of 
Lanterns. Please use coupon below! 


R. E. DIETZ COMPANY - NEW YORK 


LARGEST MAKERS OF LANTERNS IN THE WORLD — FOUNDED 1840 
OUTPUT DISTRIBUTED EXCLUSIVELY THROUGH THE JOBBING TRADE 


gale Cut Out the Coupon and Mail Before You Forget It 


R. E. DIETZ COMPANY, 60 LAIGHT STREET, NEW YORK 
Please send us Without Charge One Dietz Window Display. 


Address 
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Showing how easily our sample 
assortment of cold pack racks, 
rubbish burners, dish drainers, 
and other high grade goods may 
be made to increase your sales 
when properly displayed. 
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* 
Write for ‘‘Hardware 
Catalog No. 424.”’ It 
illustrates and describes 
our complete high grade 
line. 
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ONE PIECE 


FOLD! 


ADJUSTABL = 





No. 8 Rack folds compactly all in one 
piece. No extra parts to wisplac 










This Free Window Display Will 
Boost Your Canning Rack Sales 


= Urge yOu to write us about ovr simple ae at py 

plan “How to Display and Sell UNION lineal aaa 
All-Purpose Baskets, Racks, and Other Hard- 
ware Goods.” 


Our entire hardware line is a splendid piece of 
merchandise. We make canning racks, dish 
drainers, cooking and blanching baskets, rub- 
bish burners, truck casters, etc. 


No. 10 Sure Grip 







Jar Lifter. 


Easily lifts the 





heaviest jar. 


£ SSS _ e e 
SZ canal With our window display plan 


you can easily sell our high 


Vt )inioransave till grade goods. You will be put 
MONI to no extra expense or rear- 
| rangement. Requires a very 

{|i vivennsm ena iff]! little of your time, and it will 


nC | | sell. We have tried it. 


RH We will appreciate the oppor- 
Ht | tunity of giving you full infor- 














mation. 





All size jars cook easily together. The 
adjustable rods do it. 





“Largest Rack Factory in the World’’ 


UNION All-Purpose Baskets 
have dozens of uses and the 
demand is universal. Show 
them and you'll aell_ them. 


UNION STEEL PRODUCTS C0. Ltd. 


ALBION, MICH. U.S.A. 
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Lawn Cleaner and Rake 


You can sell this device to practically all your big cus- 
tomers who have none. It saves so much time and labor on 


large lawns, golf courses, parks and cemeteries. 


One man using this cleaner can clear away all cut grass, 
leaves and other litter in less time than four men with hand 


rakes. 


The revolving wire-tooth rakes benefit the turf. Also 
furnished with brushes to remove worms from putting 


greens. 
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Here Is ONE lest 
of a Good Sprayer | 
































Pick up a sprayer, set your 
ai thumbs in position and give it } 
= ae all you got. If the tin caves in, 1 

i, ~ A dents—it is not a Lowell Sprayer. 4 


You cannot dent a | 
LOWELL SPRAYER | 
with your thumbs 


or nants Se AR-y arent 


i ge q This fact means that the basic element, | 
i ‘<= . wi weight, enough weight, never less than f 

a Nee : 107 lb. base, is one of the reasons why | 
jobbers and manufacturers know that i 
Lowell Sprayers are right. 


A cheaper price means cheaper quality | 
—it can’t be done otherwise. And 4 
Lowell Sprayers—every single one is | 
double-tested—air and water test—they 
cannot leak. 


Say to your jobber 
‘*T want Lowell Sprayers’’ 


To Our 


Jobber and look for the label 1 
Friends LOWELL SPECIALTY COMPANY 1 
We are going to edu- Largest manufacturers of Sprayers in the world ft 
cate the dealer as to LOWELL, MICHIGAN ig 
the differences in y 


Sprayers. Our policy 
of jobber distribution 
has always been a 
fixed policy and our 
service has won us 
splendid connections. 
We realize the dif- 
ficulty of working out 
a real plan that will 
actually increase the 
jobbers’ business, but 
we really have a plan 
so simple you could 
easily cooperate. Drop 
us a line—see what 
you think of it. 


’ 
ull 


CARPE A ET OM Pe SS t Poe tateep 
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1. 107 lb. base tinned. 
2. Guaranteed against leakage. 


prayers 
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Wake Up with a Smile! 


THE NEW HAVEN CLOCK CO.’S 


“True ‘Jime Tellers 


NEW LINE of improved thin model alarms, with convex glass and new dependable 


movements of simple construction: each a tested TRUE TIME TELLER before it 
leaves our factory. 


Ti-Tan . . . $6.00 Tom-Tom . . $3.50 
kn tin Tat-Too $3.00 
Tidy-Tot . . . $3.50 ol ap a % 
3:9 lick-Tock Octagon $2.75 
Tat-Too Jr. . . $3.00 Tell-Tale . . . $2.00 
Also furnished with Radium Dial $1.00 extra 


A set of artistic figures of the True Time Tellers Family are reproduced in colors on the 
clock boxes and can be used in making very attractive window displays. Each clock is 
tagged with resale price. 





Ti-Tan, Radium Tat-Too Jr. Tat-Too 


The New Haven Clock Co., New Haven, Conn. 


BRANCHES: 
New York San Francisco 
Toronto, Canada 


_ 
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44 
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Copper is heaviest 
where the wear is greatest 











Extremely low prices 
“COPPER CITY” COPPER BOILERS 


Made in ‘‘Rome’’ Standard 
No. 8 and No. 9 capacities 


Sales right now at the present time are what you want and 
what we want. To stimulate such sales we have designed a 
special Copper Boiler, a strictly ROME product, embodying 
certain economies without detracting from the wearing quali- 
ties necessary in a good wash boiler. 


These boilers, in two sizes, Nos. 8 and 9, are practically the 
same as our standard high grade 14 oz. Nos. 148 and 149. 
The heavy copper is retained where the wear is greatest—on 
the bottom. The sides are slightly lighter, but this is com- 
pensated for by an extra heavy swage as shown by the illus- 
tration. In every detail these boilers are made to the ROME 
high standard, 


“Copper City” Boilers are packed 1% dozen to a crate, or % 
dozen each No. 8 and No. 9 nested to a crate. (The latter 
method provides a saving in weight and cost of packing, 
which, of course, lowers cost to you.) 


These boilers provide quick, profitable turnover—exceptional 
items for special sale. Ask your jobber or write us. 


ROME MANUFACTURING COMPANY 
Offices and factories: ROME, NEW YORK 


BRANCHES: 
NEW YORK, 342 MADISON AVE. BOSTON, 60 INDIA STREET 
CHICAGO, 1431 LYTTON BLDG. SEATTLE, 302 PIONEER BLDG. 
SAN FRANCISCO, 610-614 WELLS FARGO BUILDING 











COPPER. & ALUMINUM UTENSILS 
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The owners of The Chicago Tribune were 
in a position to publish any kind of a national 
weekly they wanted. 


They decided to publish one for you— 
for jobbers and retailers, as well as for the 
public. 


They have long led the world in publish- 
ing a newspaper that understands the 
problems of wholesalers and retailers—that 
co-operates with merchants— that translates 
advertising in terms of turnover for dealers. 


They now apply this experience and the 
same basic principles to their new 5c 
national weekly, Liberty. 


To do this they did not imitate other maga- 
zines, but made Liberty altogether different, 
because selling conditions are changing, 
competition daily becomes keener; people 
—their habits and thinking—are changing. 


The publishers of Liberty are merchant- 
minded as well as editorial-minded. 






Turnover for 
Jobbers and Retailers 


When a manufacturer advertises in Liberty he is giving you the 
most effective and modern sales support in your own selling radius. 














Liberty makes these three definite contri- 
butions to business: 


1. For the first time advertisements are 
placed on an equal footing with editorial 
content due to the original makeup of 
Liberty. This gives greater visibility to 
advertisements, because they are divided 
throughout the book and not herded to- 
gether at the back. 


2. Each issue of Liberty has from six to 
eight pages of current news-photographs of 
world events. This feature, together with 
special articles and fiction appealing to every 
member of the family, insures more efficient 
selling. Advertisements are seen by the 
buying unit—the whole family. Every mer- 
chant knows the necessity of this. 


3. Liberty circulation is directed, actually 
merchandised, through a vast organization 
of 3,000 wholesalers, 35,000 retailers and 
100,000 boys. It is sold to the places that 
will do you the most good. 


Make the advertising pages of Liberty your buying guide. 





Liberty 


cA Weekly fer Everybody 


Fiction - Articles - Advertising - News-Pictures « Fashions - Patterns - Sports 


Buy Liberty every Wednesday 
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“We Could Not Improve 
the Roller Brush—so We 


Improved the Case!”’ 


T. C. Ingram, auto supply dealer at Wagram, : \) fp 
N. C., gave us the above slogan. He also OE A'S 
writes: “Your new timer is the best thing ever 
put on a Ford.” 


No wonder! The famous, dependable old Mil- 


waukee Timer is now Bakelite-cased! KY 







PRO we oe ae we 


Short-circuit-proof. Longer lasting. Finer 
looking. Same old price. Advertised every- 
where, more than ever. 


This is the Milwaukee Timer’s greatest year. 
Dealers are doubling and tripling timer sales. 
There are some good timer months ahead. Fea- 
ture the Milwaukee in window and counter. 
Push it—it’s a volume seller at a real profit. 
If not already stocked, order from your jobber 


today. 


Milwaukee Motor Products, Inc. 
Milwaukee Wisconsin 


MILWAUKEE 
TIMER] 


Bone-hard fiber race pressed to a tight fit in | 


— No 
77 increase . 
yin price. 
Retails at 


4 

ii 

3 

4 

2 | 
4 


We ($2.75 in 
2 Canada) 











the Bakelite case. Remains satin-smooth for 
thousands of miles. 


Locked in position. Extra thick throughout 


Fine steel contact points with welded stems. 
for longest life. 


Makes the Milwaukee absolutely ‘‘short- 
proof.”” Puts it in a class with high-priced 


Only Bakelite case on a Ford-type timer. | 
ignition units. 


Two bronze castings, fitted and gauged for 
accurate alignment. Hardened steel roller, 


Famous Milwaukee Timer brush assembly. | 
finished like a ball bearing. 





Display Cut-out—Free! Three-color Window and Counter display. 


Holds a Milwaukee Timer from stock. New 
process—oil colors, extra brilliant, washable. Sent free, postpaid. Write us direct. 
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== 2 inches- 
24 inches- 
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And 4 Sizes in Between 


TARRETT now offers your customers a new and 
complete line of Micrometers having a total measuring 
range of from 2 to 24 inches. Interchangeable anvils 
make it possible to cover this range with only six micro- 
meters. Here’s a marked saving in tool equipment that will 
be appreciated. 
Write for Catalog No. 23A 


THE L. S. STARRETT CO. 


The World's Greatest Toolmakers 
Manufacturers of Hacksaws Unexcelled 
ATHOL, MASS. 


Starrett No. 22 
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No. 800 H — Garage Set. 
Neatly packed one Set Com- 
plete in Wooden Box. 
Weight 8” Hinge—21¥% Ibs. 
Weight 10” Hinge—26 Ibs. 














The Highways Are Alive With Prospects— 


The endless stream of automobiles dotting Mai n Street, side streets and the important highways 
of the country represents a broad field of live prospects. A great many of the motor car owners 
are laying plans for private garages. Are you cu Itivating that trade? 


NATIONAL value and economy is an ideal combination that establishes a permanent contact 
which turns these highways into “avenues of profit.” 


NATIONAL Garage Sets present an opportunity to Let us send you a copy of the National catalog. 
— your sales among the automobile owners and Select, or we will recommend, one or two striking 
ome builders, who appreceate the advantages of designs in garage sets for your stock. Judge for 
private garages. These customers will depend upon ei ee gee . 

yourself the distinctive features—their simplicity otf 


your suggestions. Their confidence emphasizes the , — 
importance of a reputation for handling quality operation, artistic designs and excellent quality. 


products. 
Your order can be shipped the day it is received. 
of direct Dealer contact means a real saving and hearty cooperation. 





We have no jobbing connections. Our policy 


Write us for complete details and prices. 


NATIONAL MFG. CO. Sterling, 














No. 801AH Garage Set 


PERV ORE Serial : No. 800 AH Garage Set 
Packed One Set Complete 
in Wooden Box. 


Same as Set No. 800 H 
except No. 841 Offset 
Garage Hinges are fur- 
nished. 


Weight Set—23'4 Ibs. 
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(TRADE AT HOME) 


ATTALLA BUSINESS MEN’S CLUB 


Attalla, Alabama 
Dear Madam: , 


We, the members of the Business Men’s Club are trying to do what we think best | 
for the upbuilding of Attalla, but we can hardly accomplish what we want to, without the 
aid and co-operation of our women folks. 

We realize the fact that to have a strong town here we must have strong merchants. 
Our merchants have all agreed to work together for a bigger and better Attalla; to trade 


with each other and to buy nothing out of town that can be secured locally. This is the first 


Va PLR OT RG 7 Stee SMB ie ETB nc hs ie 


step taken. We are also quite aware of the fact that our women folk purchase about 

80% of the merchandise that is sold and if our good women will agree to give their home 
merchant an opportunity to sell them whatever their requirements might be and if the 
home merchant hasn't got it in stock, let him order it for you, this town will blossom 

like a rose, and our money will be kept at home. 


If you own your home or other property it means that you are working to enhance 


pe ee ee ee ele eae ry 


this property by every dollar you spend in Attalla. It is a fact that without strong 

merchants in a town property values go down. If you do not own any property in 
Attalla, wouldn't it still be better to buy your goods from the men who are working : 
to make Attalla a more attractive place in which to live, who support your churches and 


charitable organizations. 


Hoping that you will give this letter your most thoughtful 
consideration, we are, 
Most sincerely, 
BUSINESS MEN’S CLUB, 
of Attalla, Ala. 


Peeters WEG RG SL EAN A RS Ot LP wise 


R. O. Noojin, former president of the Southeastern 
Retail Hardware Association and one of the organizers 
of the Attalla Business Men’s Club and one of the fore- 
most merchants in the south, originated this idea. This 
letter was sent to the customers of all club members as : 
part of the publicity work in the “Trade at Home” cam- : 
paign. It is a notable example of what can be done by : 
merchants who co-operate for their mutual benefit and 
for community development. 
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R. O. NOOJIN 
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F catalog houses did not get 
more business out of the farm- 
ing communities throughout the 

country, than they do around West 
Plains, Mo., they would have to shut 
up shop. The reason West Plains is 
poor mail-order territory, although 
in the middle of a rich country, is 
because the hardware dealer there is 
a merchandiser. 

The one big sales policy of the Aid 
Hardware Co., West Plains, is to 
furnish merchandise—quality for 
quality — at the same price or 
cheaper than the catalog house. 
There is not a single hand bill or ad. 
in the local papers that does not 
point out the difference between 
prices offered by Aid’s and the 
mail order houses. Several years 
of this kind of advertising has 
proved to the company that it pays. 
It pays principally because it keeps 
a lot of money at home and brings 
more people to town. The other mer- 
chants in the town get the benefit 
of this too. 

But, the master strokes are pulled 
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in the spring of the year. Just about 
the time the official calender shows 
that spring has arrived the Aid 
Hardware Co., circularizes the com- 
munity with big broadside announce- 
ments of a sale and demonstration 
to last for two days. Sometimes the 
festival is spoken of as the Ameri- 
can Fence and the Oliver Plow Days. 
At least these two items are always 


August 7, 1924 


( People Spent 


genuine bargains that will make any 
pocket book yawn. One of the first 
items was a spark plug like “Henry” 
uses on his own “Tin Lizzie.” This 
was such a good bargain that they 
would not sell one man enough for 
his car—he had to be satisfied with 
three only. Another good number 
was 25-lb. and 10-lb., packages of 
mixed wire nails for repair jobs. 





(} . . 
AID’S 
PRICE 
60c. 
10c. 


38c. 
25e. 





Yellow collar pads, 18-24 in.....6lc., 66c., 70c., 74c. 
12-in. wrecking bar 

14c. to 30c. Horse shoes, No. 1-5........... 
Government shovel ($1.00 value). 
Aluminum tea spoons, per dozen. 


CATALOG 
HOUSE 
PRICE 


17c. 
17c. to 37c. 
49c. 
39c. 








empahsized and officials of these The price Aid quoted these was less 


companies never miss these two days 


in West Plains. 


The broadsides are chuck full of 


than the f.o.b. Chicago price of the 


catalog houses. 
The population of the town is 
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$2,000 in Two 


less than 4000, but Aid Hardware 
Co., reports that on the first day the 
crowd was only normal, but on the 
second day a Saturday from 3000 
to 3500 people visited the store. The 
cash receipts, and there were no 
charge sales, for the two days were 
$2,000. The cost of this sale, in- 
cluding advertising, extra help, etc., 


was $75. 


considers that nearly 4000 people 
registered and this is about the of- 
ficial figure on the population of the 
town. 

A remarkable feature of these 
sales is that no “after effect” is felt. 
Many merchants try to get away 
from big days of this kind because 
they say it slows up business after- 
wards. The Aid Hardware Co. has 








} — 
| CATALOG 
( AID’S HOUSE 
PRICE PRICE 3) 
70c. Cast iron skillets, polished inside.............. 89c. 
No. 8 size 
15c. 8-inch mill file, reputable brand named........ Ise. 
(Their own brand) 
) 79c. 10-qt. aluminum dish pan................+.-: $1.49 
BOR BGG. ROUNO TORD sn. oi nc ciccccccccccecesooscces Joe. | 
et, ee I MR, co ences ebe daeeeeees 6c. ) 








This was the sixteenth annual sale 
held by this firm; consequently it has 
become an institution in that section 
cf the country, especially when one 


gone on record by saying, “There is 
not enough of a dull period after 
the sale to mention.” 

It is an achievement to get 4000 








people into a store to register in two 
days time. A large number of hand- 
kerchiéfs were given away by the 
American Steel Wire Co. You can 
see the men wearing them around 
their necks in the pictures. Then, 
of course, there was a large variety 
of prizes. Besides the officials of 
the Oliver Plow Co., the American 
Steel and Wire Co., was represented 
by J. L. Lane and J. P. Simon and 
“Billy” Cook, held down the honors 
for the Shapleigh Hardware Co., St. 
Louis. Everybody had a wonderful 
time and Aid Hardware dealt an- 
other body blow to mail order houses 
besides taking in $2,000 in cash for 
two days work in a town of less than 
4000 people, in fact the average sale 
was about 50 c. for every person. 

A few more Aids around the coun- 
try would soon change the tune of 
some houses who take large amounts 
of money out of rural’ communities. 
At any rate $75 for an accurate 
mailing list of 4000 names is cheap 
at half the price. 
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Selecting Hardwaretfor the House 


By W. N. THOMAS 





Se 


This is one of the most difficult problems that the home owner 
brings to the hardware merchant for advice. To be able to help 
him out here satisfactorily is to win his gratitude and future 
In this article Mr. Thomas discusses some of the 


patronage. 


problems that confront the hardware dealer, daily. 
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HE selection of appropriate hardware for any 
"| buitaing is a matter deserving careful consider- 

ation for the pleasure and contentment of the 
user of the building will be affected by the result of 
the choice. In a successfully made selection the ele- 
ments of suitability, durability and simplicity must 
each receive a considerable share of study for these 
are the three important points in any selection, be it 
clothes, an automobile, a home, hardware or anything 
else. If these three points are really satisfied the 
selection will be a success. Suppose we think of each 
of these in turn. 

Suitable hardware must be particularly well adapted 
to the purpose for which it is to be used. Hardware 
suitable for a small cottage would be quite out of 
place on a large and expensive dwelling. Hardware 
suitable for a factory building would not be proper 
to use on a church. Hardware suitable for a hotel 
would not fill the requirements for an office building, 
and we might continue, but this will be enough to 
illustrate the point. The various types of buildings 
are designed to be used in different ways, and the 
way the building is to be used very much affects the 
selection of hardware that will be suitable. 

While the functions required of the hardware for 
a small cottage are the same as those for the more 
elaborate dwelling, it would be quite out of place to 
have the quality the same. It would be proper to 
make the choice for the cottage from the less expensive 
kinds but for the better building the hardware should 
be of quality equal to the other materials used, or it 
would not be in harmony with its surroundings. One 
has a right to expect to find high quality hardware 
in company with plate glass windows, hardwood floors 
and mahogany doors. . 

For a factory building the hardware should be 
strong and durable, but the material of which it is 
made and the finish need not be expensive. Service 
should be the main consideration. 

For a church the design and finish of the hardware 
are important and should be in harmony with the 
building. 

The office building and the hotel are usually well 
built of high-grade materials so the hardware should 
be well made of first-class materials. In such build- 
ings one expects to find cylinder locks with functions 
well adapted to the use of the building, bronze metal 





HTM LHL POC 


butts, bolts and window hardware of a quality and 
weight that will stand the wear that it will surely get. 

Most buildings are expected to render their service 
for many years, and most of them do. As hardware 
is an important part of the building it, too, should 
faithfully render its service in keeping with the other 
materials used. To do this the factor of durability 
must be given its due share of consideration when 
the selection is being made. Cheap flimsy goods of 
any kind are usually expensive and unsatisfactory at 
any price. | 

Simplicity in hardware, as in other things, is one 
of the principal marks of good taste. It has a service 
to perform and should not be made an object of too 
much display. It should be a permanent expression 
of the good taste and good judgment of the owner of 
the building. Of course, hardware will show, but the 
show should be of a satisfying sort—a show that 
compels admiration for its fitness, rather than attract 
attention by much display. In fact, doors are not made 
for display boards. Hardware is intended for a useful 
purpose, and should be convenient, strong, well pro- 
portioned, not too conspicuous, and the most efficient 
for the purpose. 

It cannot be too strongly urged to make the selec- 
tions from goods of standard make, goods that have 
earned a reputation for quality. Keep away from 
specially designed devices as much as possible, there 
are enough kinds of hardware regularly made to meet 
most requirements. Special pattern work is expensive 
and the result is not always satisfactory. Locks de- 
signed with special functions for particular jobs are 
much more apt to give trouble than those that are 
regularly made and have been proved satisfactory. 

Again, it is better to use hardware of one maker 
on a job—the chance for harmony of design and finish 
is much better than if goods of several makers are 
hashed together. 7 

With the discussion of the several items of hard- 
ware in the preceding articles and with the above 
general remarks regarding selection, it will be in 
keeping to take up in detail the selection of suitable 
hardware for the small house, the plans of which were 
considered in the two preceding articles. 





(Continued on page 86) 
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What is the Biggest. 
Merchandising Problem Today? 








R. H. Young, The Stanley Works, New 
Britain, Conn.--“When you put such a 
question as what is the greatest problem 
in merchandising today to anyone, you 
have given them something to answer. 

“In general, there is one paramount 
problem that every live manufacturer sees 
and has to solve, and that is: 

“To keep your name and product first 
in the minds of your particular field. 

“In order to do this, of course, salesmen 
and advertising of all sorts must play 
their part. 

“T have listened to our salesmen talk 
after coming in from a trip and the thing 
that always bothers them and probably 
always will is—what can we do to keep a 
certain dealer thinking about us between 
calls of the salesmen? Their story is that 
competitive salesmen come in at the psy- 


chological moment and get a bill of goods, 
unless the dealer was so firmly sold on 
you and your products that he will not 
listen to a competitor salesman. This 
ofttimes means the dealer must have a 
strong mind, because it is quite natural 
that the competitor might offer the same 
merchandise at a lower price. 

“T think the idea outlined above is not 
peculiar to any one concern, but to prac- 
tically all, as in any line of business there 
are many manufacturers striving to place 
their merchandise through their source 
to the ultimate consumer. This source, 
whether he be dealer, jobber, commission 
man, or all, must be firmly sold by the 
manufacturer and on the products he 
makes. 

“And it is truly quite a problem to keep 
customers sold after the initial order.” 


W. J. Pettee, Pettee’s, Oklahoma City, 
Okla.—“‘John Wanamaker and Marshall 
Field would have been pikers in compari- 
son to the man who could properly answer 
your question, ‘What is the greatest prob- 
lem in merchandising today?’ However, 
since you request my suggestions, I would 
say that overhead and turnover are the 
greatest problems in merchandising. 

““As to overhead, in order to reduce this 
to the lowest figure, salesmen’s salaries 
should be based on earning capacity. In 
my own business we know exactly how 
many people each salesman waits on, how 
many sales they make, and what each sale 
amounts to. Therefore, we can determine 
what the percentage of cost of each sales- 
man is and their salaries are based 
thereon. In this manner we endeavor to 
keep this part of our overhead at the low- 
est possible cost. 

“We have also found in our business 
that by keeping a very close check on the 
general overhead expense we are able to 
eliminate a great deal of unnecessary and 
useless expense. This being largely a 
matter of detail, I cannot go into it here, 
but overhead that reaches more than 20 
per cent of the sales is too much for any 





retail hardware business to be successful. 

“The special sale problem now in vogue, 
which used to be confined to dry goods 
and dress stores only, but is now used by 
almost every retail merchant, has caused 
the elimination of that per cent of profit 
that we used to consider essential to profit 
showing and requires that overhead be 


very carefully watched and ‘kept as low as 


possible. A 

“As to turnover, the retail merchant 
who buys in small quantities and turns it 
over often can hardly help making a suc- 
cess in the hardware business. 

“The hardware business is one of com- 
paratively slow turnover, but it should 
turn at least three times a year, and ean 
be if merchandise is carefully bought. 
The 21% or 5 per cent for large purchases 
is a snare and delusion. If a merchant 
will strain every point to keep overhead 
expenses down, increase turnover, spend 
from 3 per cent to 5 per cent of sales in 
newspaper advertising, sell good merchan- 
dise and give customers first-class service, 
I feel that he will have done his full share 
toward solving your perplexing question: 
What is the greatest problem in merchan- 
dising today?” 








Cost 
of 
Overhead 








@ Watch for Special Article on This Subject—NEXT WEEK 
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What te sell, and Where bo Sell St 


tc DON’T know where I’m going, but I’m on my 
way.” Every little while some rattle-headed 
individua] springs that time-worn “gag,” and 
spoils a perfectly good day for me. It reminds me of 
what the old negro mammy said about the merry-go- 
round. . 

“No, Sah,” she exclaimed, “Ah ain’t got no use foh 
dem machines. Ah done see Rastus Johnson spend 
thirty-five cents foh seben trips on one of dem things, 
and every time he got off right whar he started. An 
Ah said to him, ‘Rastus, you done spent your money, 
but whar yuh bin?’” 


- Dinah was right. The retail salesman who doesn’t 
know where he’s going might as well be on a train 
with a ticket that reads “Nowhere.” He hasn’t even 
a 10 per cent chance to make good, and unless he 
changes his attitude he will never be anything but a 
low-salaried clerk. 


The successful man behind a retail hardware counter 
must have a definite destination in view, and must 
know where he is going all the time. 

His object is to sell merchandise to customers who 
need that merchandise and can use it to advantage. 
To know where he is going means that he must not 
only know the merchandise and its uses, but he must 
also know the different classes of customers and the 
goods which they should have. This gives him pros- 
pect lists for large quantities of products and greatly 
increases his opportunities for selling. 


For example, the salesman in a farming community 
should have as definite a list as he can obtain of the 
tools a farmer should have. The same; thing is true 
with regard to carpenters, mechanics, electricians, 
motorists, etc. 

Have you ever tried to compile a list of the tools 
that should be on the average farm? Here is one 





compiled by the agricultural engineer of a Middle 
West agricultural college: 
One grindstone, 1 tool grinder, 2 claw ham- 
mers, 1 sledge hammer, 1 wood mallet, 1 maul, 

1 mattock, 1 hatchet, 1 auger handle, 6 auger bits, 

1 brace and set of bits, 4 wood chisels, 2 cold 

chisels, 6 files (2 flat, 1 round, 2 taper, 1 half 

round), 1 pair carpenter’s pincers, 1 pair pliers, 

1 pair nippers, 1 rasp, 2 punches, 1 scratch awl, 

2 screw drivers, 1 bench screw, 1 vise (4 in., 

jaws), 1 crowbar, 1 hand saw, 1 rip saw, 1 com- 

pass saw, 1 butcher’s saw, 1 hack saw, 1 crosscut 
saw, 1 buck saw, 1 draw knife, 1 pair dividers 

(compass), 1 jack pldne, 1 bevel square, 1 try 

square, 1 steel square, 2 whetstones, 1 steel tape, 

1 cloth tape, 1 pipe wrench (14 in.), 2 monkey 

wrenches (8 in. and 15 in.), 1 wire stretcher, 1 

axe, 1 harness awl, 1 pocket rule, 1 Crescent ad- 

justable wrench (8 in.), 1 assortment S wrenches, 

1 set socket wrenches, 1 oil stone, 1 ball pein ham- 

mer, 1 jack screw, 1 tinner’s snips, 1 blow torch, 

1 soldering iron, 1 set taps and dies (for bolts), 

1 hoisting block (for % in. rope), 1 portable 

forge, 1 steel faced anvil (100 Ib.). 

Even this list is not complete, and you can undoubt- 
edly add other items to it. However, it does form a 
basis for many tool sales to farmers which are or- 
dinarily overlooked. It is a list which allows you to 
know where you are going when a farmer customer 
enters the store. Other lists will act as road signs 
for sales to customers in other vocations. 

When you know where you are going it’s easy to be 
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Salesmen on a Commission Basis 
By the Sales Manager 
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basis of a flat salary. This week we will chat 
about the commission basis. 

When salesmen are employed on commission, usually, 
these commissions are paid after the end of the month 
when goods have been shipped and billed. If a sales- 
man sells goods for future shipment he does not re- 
ceive his commission until after these goods are 
shipped. When salesmen travel on commission usually 
their commissions are adjusted, not only to cover 
their compensation, but also to cover the necessary 
traveling expenses. So, in the sense of the commission 
basis, the salesman finances his own expenses. 

Now what are the advantages and disadvantages 
of the commission system when worked out in actual 
experience? From the standpoint of the house the 
imaginary advantage of the commission system is 
that the house only pays for what it gets. The house 
flatter themselves with the commission basis—they 
know exactly what their sales cost. If a salesman 
is sick, if he takes a vacation or if he loafs on the 
job, then the house figures that he does all of these 
things at his own expense. 

The house also believes that as a salesman only 
receives a commission on his sales and, as his in- 
come will be regulated entirely by the volume of his 
figures that, naturally, the salesman will work harder, 
will not waste time and will not be extravagant in 
his expenses as he pays them himself. 

The above, I believe, is a fair, general statement 
of the advantage of the commission system as seen 
by the house or the employer. 

Now, right in the beginning, it must be admitted 
that there are certain sales organizations and certain 
men who work in a very satisfactory manner on a 
commission basis. Such organizations and such men, 
as a rule, have accumulated a certain amount of capi- 
tal and they are in a position to finance themselves 
while they are waiting for commissions on future 
sales and over dull periods. The individual salesman 
who makes a success on a commission basis has 
qualities that make him an exception. He is usually 
a very careful, conservative man who carefully figures 
out his budget for the future and regulates his affairs 
so that he can meet his budget. Unfortunately, how- 
ever, the great majority of salesmen are not built 
along these lines. The average salesman, even very 
good salesmen, are proverbially careless in the manage- 
ment of their own financial affairs. They frequently 
get up against it. They do not calculate upon or 
provide for rainy days. Now, allow me to state some 


| AST week we discussed employing salesmen on the 
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Note: This is a controversial subject and HARDWARE AGE 
publishes this article without assuming responsibility for any 
of the Sales Manager’s opinions. We would, however, appre- 
ciate letters from any of our readers who are interested in 
discussing the several points raised in this article. 
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of the objections I have found in the commission 
system! 


Objections to Commission Basis 


First, and foremost, the sales organization or in- 
‘dividual salesmen selling your line on a straight com- 
mission basis do not feel that they are a part of 
your business. The man who works on a commission 
will not say “we” in talking about the business of 
the concern like the man working on a salary. The 
commission basis does not breed the same loyalty as 
a regular salary arrangement. This intangible mental 
state, on the part of the salesmen, to my mind, is the 
greatest and most serious objection to the commission 
basis of compensation. | 

All good salesmen are optimistic. When they enter 
into a commission arrangement they see the future 
through rosy spectacles. As commissions are paid by 
the month and, as the average salesman usually spends 
all the money that he can get his hands on, we find 
the average salesman who works on a commission 
living a precarious “hand to mouth” existence. If 
he does well one month he is “flush” and feels that 
he can keep up the same rate of sales and so maintain 
the same rate of income. Unfortunately, however, 
he runs into dull times. He has not provided for 
these times. Then, he either lets up in his efforts or 
he appeals to his house for cash advances against 
future commission. If the house make these cash 
advances then their whole scheme of selling goods on 
a commission basis is put out of gear. Again, if the 
salesman has a bad month and he is short of cash 
then, he attempts to sell goods without travelling. 
He tries to save travelling expense; he writes letters 
and begs for mail orders, instead of visiting custo- 
mers; he uses the telephone. 

Another objection to the commission system is that, 
when a territory is assigned to a salesman on a com- 
mission basis, he immediately works all the cream 
on the territory; in other words, the best and easiest 
trade so he can get quick results. He pursues the 
course of least selling resistance. He leaves the hard 
customers to the last and, usually when a territory 
is checked up after it has been worked on a com- 
mission basis, it will be found that a salesman has 
discontinued calling on many good merchants on the 
theory that he has wasted his own time trying to sell 
them. 

In all selling there must always be a certain amount 








(Continued on page 82) 
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Doing the [mpossible 





VERY so often somebody comes 
K along and does the impossible. 

That is why all fables and le- 
gends are studded with the names of 
heroes and giant killers whose deeds 
of valor and of wonder are made for- 
ever lustrous by the sifting sands 
of time. Whenever a dragon-headed 
“im” is severed from the gigantic 
body of the possible, another name 
is added to the immortal scrolls of 
achievement. 

And so from among the names of 
the moderns we venture to propose 
that of William J. Haussler as one 
who did the impossible. This man 
was confronted, about two years ago, 
with the problem of increasing the 
popularity and the sales volume of 
harmonicas. That is something 
which one would ordinarily say 
couldn’t be done. Yet this man 
Haussler did it, and he did it so thor- 
oughly and with so much scope that 
today the harmonica, the humble 
mouth organ of the ragged urchin. is 
more popular and more extensively 
and better played than ever before 
in its history. The public schools, 
the Boy Scouts, the theaters, the 


radio, various orchestras and nu- 
merous celebrities in all walks of 
life have taken it up with an interest 
and a gusto that is extraordinary 
even in America. 





Wm. J. Haussler 


With Harmonicas 


This popularity is the direct re- 
sult of one of the greatest educa- 
tional and sales campaigns ever at- 
tempted in this country. The whole 
thing *was started by William J. 
Haussler, vice-president and gen- 
eral manager of M. Hohner, manu- 
facturer of harmonicas and accor- 
dions, 114 East Sixteenth Street, 
New York City,*in connection with 
work that he was doing for the Na- 
tional Bureau for the Advancement 
of Music. 

About two years ago Mr. Haussler 
was active in boys’ club work, and 
the principal of one of the large 
junior high schools in New York 
City called him on the telephone one 
day and asked him to visit the school 
and discuss ways and means of bet- 
tering the school spirit and increas- 
ing the pupils’ interest in music. A 
few days later Mr. Haussler visited 
the school and after a short talk with 
the principal he developed the idea 
that school spirit and an interest in 
music could be aroused to a higher 
pitch by getting the pupils inter- 
ested in harmonica playing. 

“Can you play ?” asked the principal 
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“Well, I’m not a virtuoso, but I 
can get music out of it,” Mr. Hauss- 
ler replied. 

“Could you’teach the boys in this 
school how to play?” 

“I’ve taught quite a number of 
boys in various places.” 

“That’s just what I want. Come 
along and we’ll see what we can do,” 
said the principal. 

They walked down a long corridor 
and the principal opened a door, and 
before he realized it Mr. Haussler 
found himself on the platform of the 
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form, which he distributes to clubs, 
organizations and individuals inter- 
ested. Many of the school orchestras 
have been so successful that they 
have given concerts before business 
organizations and clubs, and some 
have even gone into vaudeville and 
jazz orchestras. 

In connection with the plan to pop- 
ularize the harmonica, numerous 
contests between school orchestras 
and boys’ organizations have been 
held, the prizes being musical instru- 
ments. At these contests prominent 
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school auditorium facing 3000 boys 
and girls. The principal introduced 
him, Mr. Haussler got up and played 
the harmonica and then attempted to 
tell the youngsters how he did it. 

It wasn’t as much of a success as 
had been expected. But that after- 
noon and evening Mr. Haussler 
turned the matter over in his mind 
and decided that the only way young- 
sters could be taught how to play the 
harmonica would be by using dia- 
grams showing how the _ tongue 
should be used. 

So he had diagrams made from 
rough drawings that he drew, and 
with the aid of these he began to 
make progress. Finally it was de- 
cided to organize a harmonica or- 
chestra for the school. It was suc- 
cessful from the start, and now gives 
regular concerts under the direction 
of a teacher assigned to instruct and 
carry on the work. _ 

The fame of this school orchestra 
spread rapidly, and inquiries began 
trickling in to the school principal 
and to Mr. Haussler from all over, 
with the result that harmonica or- 
chestras have been organized by 
schools in all sections of the coun- 
try, by boys’ clubs and by Boy Scout 
companies. 

Mr. Haussler has had his charts 


and diagrams printed in_ booklet 
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thing that was less than a musical 
instrument, a part of a boy’s equip- 
ment of toys, or something of little 
or no importance. 

“Since my conversion to the cause 
of the harmonica I have experi- 
mented very extensively with this in- 
strument to establish its value as a 
therapeutic agent. I have ascer- 
tained that the harmonica is a most 
effective agent in developing the 
chest and respiratory organs, and in 
anaemic children and adults a pro- 
gram of regular practice with the 





men and women have been judges 
and have lent their aid to help stim- 
ulate interest. 

Throughout this campaign the cen- 
tral idea has never been lost, which 
probably accounts, in a large meas- 
ure, for the success of this under- 
taking. The central idea was to make 
music more popular. The harmonica 
being easy to learn, easy to carry, 
inexpensive and accurate im pitch 
and tonal qualities, lends itself as the 
more practical and natural first in- 
strument for a boy or a girl who 
craves self-expression through mu- 
sic. This has been the reasoning that 
Mr. Haussler and his associates have 
followed with such remarkable suc- 
cess. 

Besides all this the harmonica has 
been hailed at a health giving in- 
strument. Dr. Paul V. Winslow, a 
famous ear, nose and throat special- 
ist and the president of the National 
Round Table for Speech Improve- 
ment, says in reference to the har- 
monica: 

“There is a certain part the har- 
monica can play in this drama of 
therapeutic achievement that we 
cannot afford to consider with any- 
thing but a spirit of genuine sin- 
cerity. Most people have always 
considered this midget member of 
the musical instrument family some- 


f the Nixon School, New York City 


mouth organ, which develops breath- 
ing, results in aeration of the blood 
and tones the system generally. The 
development of the breathing power, 
which can be obtained most effect- 
ively through the harmonica, ‘is an 
important factor in building up the 
body. In practically every form of 
exercise deep inhaling and exhaling 
are striven for, and this is exactly 
what you get in playing the har- 
monica. Therefore the hygienic re- 
sults are most satisfactory. 

“With music intelligently and 
happily taught in the _ schools 
through the medium of the har- 
monica practically every child be- 
comes a singing child; every singing 
child becomes a singing adult and a 
patron of music.” 

One word more. You hardware 
men who read this, especially you 
who handle toys and sporting goods, 
could add this line with virtually lit- 
tle expense, and open up a new ave- 
nue of sales and profits for your- 
selves. The hardware dealer who or- 
ganizes the first harmonica club in 
his town, if there is none now, will 
attract customers to his store that 
he does not know about now. There 
is, without doubt, an opportunity 
here for the wide awake merchant if 
he gets in on it now. The unusual 
and the novel are always popular. 
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The three best harmonica players in Greater New York and the three judges of the recent Boys’ Greater New York harmonica carnival. 
Left to right (with hats) Borrah Minevitch, concert player; Dr. Huae 


William J. Haussler has 
set the country humming 
with harmonicas by his 
ability to get all kinds of 
persons interested in the 
humble mouth organ as 
the most practical musi- 
cal instrument for arous- 
ing the instinct of self- 
ex pression in youngsters. 


At the right: F. D. Galla- 
tin, commissioner’ of 
parks, New York City, 
told the Follies Girls at 
their May Day fete about 
the possibilities of the 
harmonica. 


Below: The Boy Scouts’ 
Harmonica Orchestra of 
St. Louis, Mo., gives con- 
certs before business 
clubs in various parts of 
the State. 


writer 


Reisenfeld, 


musical director, 


and Irving 


Berlin, 
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SERIES of Articles on Cutlery Merchandising under the title “Observations 
of a Cutlery Salesman.” 


These articles are being specially written for HARDWARE AGE readers by 
a man who knows cutlery from all angles. A man who has been a cutlery sales- 
man, a sales manager and a cutlery manufacturer. A man who has personally 
visited thousands of retail hardware stores—talked with the merchants, analyzed 
their stocks and their systems. 


He has made cutlery, distributed cutlery and sold cutlery. He is active in the 
cutlery field today, and what he has to say will be up-to-the-minute and hot-off- 
the-bat. It will be practical—not theoretical. 


The articles will be written in your language. They will be as interesting as 
Norvell’s “Forty Years of Hardware,” as practical as Thomas’ “Builders’ Hard- 
ware from the Ground Up,” as full of ideas as Mappes’ “Store Arrangement and 
Store Management,” and as understandable as Llew Soule’s “Selling Tips for 
Retail Salesmen.”’ 


The series will start with the first issue in September. Each article will be 
complete in itself. The series will form a text book on profitable cutlery mer- 
chandising. 
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Selling Factory ‘Tools by ’Phone 





Special tool display trimmed by James H. Kennedy 


ANTON, Ohio, is a good indus- 
trial city with factories mak- 
ing varied products. Tools are 

needed and W. A. Kennedy Hard- 
ware Co., carries an average stock 
valued at $8,000 to fulfill the tool 
demand of local plants. This is said 
to be the largest retail tool stock 
found between the cities of Pitts- 
burgh and Cleveland. 

This hardware firm was founded 
twenty-five years ago. One of the 
first intensive solicitations was made 
among local factories for their tool 
business. This tool demand has 
grown with the city and its indus- 
tries and Kennedy’s tool sales have 
kept pace. Twenty-five unsolicited 
tool orders by phone is not a rare 
occasion on a busy day. The aver- 
age number of phoned orders varies 
from fifteen to twenty per day. 

W. A. Kennedy founder, and 
proprietor has made a policy of 
treating his factory trade with 
courtesy. He has given service, sold 
only the best quality of tools and has 
asked fair prices. Much of his pres- 
ent day sales work in this depart- 
ment is done by telephone. The busi- 
ness has so developed that today 75 


per cent of his orders are given with- 
out request for a quotation. Canton 
factories know from experience that 
Kennedy’s tools are the best to be 
had, his dealing fair and prices 
right. 


Phone Calls Efficient 


In the past there have been spe- 
cial outside sales campaign circu- 
larizing and follow up letters. Now 
that the business has developed the 
calls are not so frequent. Mr. 
Kennedy finds that phoned solicita- 
tions are very effective. He says on 
this—“If you call at the plant you 
may find the purchasing agent indis- 
posed, busy in a conference of ‘not 
to be disturbed.’ If you phone him 
you get action, immediate contact, 
save his time and your own and can 
make delivery on his needs in the 
same time it would take you to call 
on him. The purchasing agent 
being a very busy man himself ap- 
preciates the phoned solicitations 
and we find them very successful. 
This does not mean that we do not 
maintain our acquaintance among 
purchasing agents, for we do, but 
we do not make personal routine 
calls as frequently as we did. 


“Of course we could never think 
of phoning for business twenty-five 
years ago. My advice to retail hard- 
ware dealers who are situated in in- 
dustrial towns, is that they solicit 
personally (not by proxy) all fac- 
tory purchasing agents. Cultivate 
these men, study their needs, become 
a necessary service in their business, 
play fair on price and quality, and 
when you have their confidence re- 
spect it. The time will come when 
you can handle much of the routine 
follow up by phone—calling in per- 
son once a month perhaps and phon- 
ing once a week. In this way you 
will maintain that very desirable 
personal contact without undue 
strain on the buyer’s valuable time 
and good nature.” 

Factory tool trade means volume 
business, increasing your aggregate 
profits, and your purchasing power. 
This field is worthy of your earnest 
attention. Survey it locally and see 
what you can do with it. If Kennedy 
can afford to maintain an $8,000 tool 
stock in Canton there must be some- 
thing in this class of business which 
is very desirable to the retail mer- 
chant of every city. 
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“Crowned with a real crown, dressed him in a real 
ermine robe” 


S my mind goes back over the list of house em- 
\ plovees and salesmen in the Norvell-Shapleigh 
days, I often think of Stanley Duisenberry. I re- 
member him first as a stock clerk. He was always a 
quick, quiet, diligent worker. I put him on the road 
in Illinois and he made a success immediately. Stan- 
ley today is one of the sales managers of The Shap- 
leigh Hardware Company. His success has been the 
result of intelligent, strict attention to business. 
Another salesman who always interested me very 
much was Mont. B. Fairfield, who travels in southwest 
Missouri, making his headquarters at Carthage, 
“Mont.” came to St. Louis on his honeymoon and I gave 
the happy couple a luncheon. The last time Mr. and 
Mrs. Fairfield visited me in New York they had a big, 
strapping son with them. How time does pass! 
“Mont.” is one of those salesmen who never lost his 
hold on the trade and he never let up in his energy. 
From reports I hear, he is just as good and better, 
today than he was twenty-five years ago. The sere 
and yellow of advancing years has not put chalk in 
his bones! 


Some of the Boys 


Another good salesman with an exceedingly pleas- 
ant personality, who I hear is still going strong with 
The Shapleigh Hardware Company, is J. H. Allison. I 
remember Allison as an especially attractive-looking 
young man. He had a splendid face and with this he 
also enjoyed the gift of very pleasant manners. It 
was easy for Allison to make friends. 

J. W. Turner was another strong, effective worker. 
He traveled in the oil region of Oklahoma and rolled 
up great sales. It was a pleasure to see him wort. 

A. L. Gray of Texas was one of the “wheel horses.” 
He has traveled on the same territory for more than 


a quarter of a century and is going just as strong to- 
day as ever. I still remember when salesmen first 
wanted automobiles. At that time the automobile was 
not the finished mechanical contrivance it is today. 
Gray persuaded me to help him finance his automobile. 
It was somewhat disastrous—not the financing—but 
the working of his machine. I have heard that he 
spent a large part of his time on the western plains 
of Texas lying on his back gazing up into the interior 
mechanism of that automobile when he might have 
been selling goods! I wonder what kind of machine 
A. L. is’ driving today! 

A. B. Thompson was another of the Norvell-Shap- 
leigh boys who made good. 

P. J. Cooney today is one of their leading city sales- 
men. I first knew Cooney as a stock clerk. I sent him 
down to join Mr. Graves in Mississippi as an assistant. 
I think this trip lasted about thirty days. Mr. Graves 
sent Cooney ‘back home with a letter to me in which he 
stated that Providence in its wisdom had never in- 
tended Mr. Cooney for a salesman. Mr. Graves sug- 
gested that he was conscientious and meant right but 
he thought his future would be best served by return- 
ing him to stock. If I had taken the word of Mr. 
Graves, Mr. Cooney would have been branded a failure 
as far as salesmanship goes. However, I was not en- 
tirely satisfied and so I sent Mr. Cooney out into the 
city. Strange to relate, he was immediately successful. 

Another very thorough worker who comes to my 
mind was Dave Utiger, who traveled in Alabama. 
Dave was an exceedingly hard worker. He attended 
to all the details of his work very carefully. His or- 
ders were always well written up and if you wrote 
him a letter, you could count upon a reply by return 
mail. Afterward we brought him into the house and 
placed him in charge of our Mail Order Department. 
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He is in charge of that department to this day and I 
am sure is doing very well indeed. Dave was always 
reliable and dependable. When he took on a job, you 
could just rest assured that job was as good as done 
and done right, too. 

This reminds me of a joke the boys used to have in 
those days. I had a habit of training young men in 
our City Department. I sent them there frequently 
for certain periods of probation. One day I happened 
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“Every customer would be sure to see the padlock” 


to hear one of our boys in the washroom say to an- 
other—“Look out, Jim. If you are not careful, the 
‘old man’ will give you thirty days in the City Depart- 
ment!” 

On another occasion when I was making my daily 
rounds of the house, I paused in the wash room and 
listened to two youngsters talk as they splashed with 
their heads almost buried in the wash bowls. One of 
these kids said to the other—‘“Say, Billy, if you don’t 
get down on time in the morning, you will get a can 
tied to your tail.”’ The other kid, spluttering, answered 
—“T would like to know how a feller can get down on 
time in the morning when he lies awake all night 
thinking about the interests of the house.” I marked 
that boy for a salesman. Afterward I put him on 
the road and he made a great success. 


To Interest the Salesmen 


In those days we developed all kinds of sales 
schemes to interest the salesmen. We believed in 
competition. We believed in playing business like 
a game. We organized horse races, automobile races 
and balloon races. The speed of the salesmen in these 
races was regulated by the volume of their sales. 
Every week we would send out large sheets with 


' pictures showing the progress of the race. Each sales- 


man had a number and he was shown on his horse 
or in his car or in his balloon in his proper place in 
the race. It was a lot of fun for all of us and it 
helped sales mightily. 

Then, realizing that personal recognition is worth 
a great deal more to the average man even than dollars, 
we organized orders of nobility among our salesmen. 
We had a King of Diamonds. The most successful sales- 
man for a certain year was made King of Diamonds. 
At the end of the year we gave a banquet to all of 
our salesmen and at this banquet we crowned this 
salesman with a real crown, dressed him in real ermine 


HARDWARE AGE 51 


robes and had him take his place on the throne at 
the head of the table. 

We not only paid the successful salesmen honor in 
this way but there were substantial rewards in the 
way of money and real diamonds—in the way of 
large solitaire diamond rings—diamond watch charms 
and medals incrusted with diamonds. 

Afterward, when we filled up on Kings, we arranged 
a line of Emperors and also, I think, there has since 
been a line of Czars. 

Our salesmen’s banquets at the end of the year 
were always an interesting feature. As our force of 
salesmen grew, these banquets became more inter- 
esting. The plan we followed was to have very short 
speeches on the part of the officers of our company. 
Then the meetings were turned over to the salesmen. 
We let our salesmen do the talking and some of the 
addresses made at these banquets I shall never forget. 

The ten top salesmen every year were known as 
“The Upper Ten.” We issued solid gold, diamond- 
shaped buttons to these salesmen with the words 
“Upper Ten” in gold letters. 

On one occasion, in order to remind our salesmen 
of a certain sales idea, I presented every one of them 
(some 250) with a solid gold ring. 

On another occasion I gave each salesman a hand- 
some sealskin pocketbook and this pocketbook was 
inscribed in gold letters with the quotation from the 
beloved Robert Louis Stevenson: 

“Little do ye know your own blessedness; for to 
travel hopefully is a better thing than to arrive, and 
the true success is to labour.” 

Twenty years after presenting these pocketbooks, 





“The little fellow asked if I could fix his wagon” 


one of our former salesmen called on me here in New 
York and, reaching into his pocket, took out this 
pocketbook and told me he had carried it all these 
years. I myself had completely forgotten the incident. 
I wish I could write about each and every one of 
these salesmen by name. I think I remember every 
one clearly today. I am afraid, however, if I went 
down the list and made remarks about each one that 
I would receive a call-down from my publishers. 
Nevertheless, I feel inclined to take the risk. 
Another little selling experience we had comes to 
mind. I once dropped in to see Henry R. Towne of 
The Yale & Towne Manufacturing Company, in their 
New York office and sample room. He was busy when 
I called and while waiting, I was given a seat near 
a table on which there were a number of padlocks. 
secede iaeidedial I picked up these —— mal ex- 
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Control of House by Insurgents Is 
Likely to End Soon 


Way to Be Cleared for Enactment of Important Business 
Measures—Canadian Protectionists Complain 
of U. S. Tariff Laws 


By W. L. CROUNSE 


WASHINGTON, AUG. 4, 1924. 


r NHE champions of certain important legislation of 
great significance to the business community are 
now carefully canvassing the outlook to determine 

the prospects as to whether in the new Congress to be 

elected in November control of the House and Senate by 
balance of power is likely again to be in the hands of so- 
called insurgents. The legislative measures referred to 
include the price protection bills, a comprehensive mis- 
branding measure grouped with several collateral bills, 

a so-called honest paint measure, and certain railroad 

legislation formulated along conservative lines. 

The conclusion arrived at is that whatever may be the 
strength in the new Congress of the extreme radicals who 
made up the little insurgent army during the last ses- 
sion it will no longer control the House of Representatives. 
The tail will probably cease to wag the dog. 


Responsible, but Impotent 


The predicament of the majority leaders during the 
past session—and the one they will probably occupy next 
winter—was humiliating to the verge of pathos. With a 
nominal majority of comfortable propertions, they were 
unable to frame a comprehensive legislative program, and 
they were so fearful as to what the insurgents would do 
with numerous measures of great importance to the busi- 
ness community that they did not dare bring them forward 
even for committee hearings. 

The House Committee on Interstate and Foreign Com- 
merce in this connection suffered more at the hands of 
the insurgents than any other important committee. 
Pledges given by Chairman Winslow not only for hearings, 
but for the early consideration of important measures, 
went unredeemed, and the committee’s docket of unful- 
filled promises is far too full to be cleaned up next winter 
even assuming that the legislative track is freed of all 
obstructions. 

I am no pessimist, but, looking at the situation dis- 
passionately and from a standpoint of some forty years’ 
experience in this field, I do not look for the enactment 
of any important business legislation at the coming short 
session. Of course, an effort may be made, but in view 
of the fact that absolutely nothing was done last winter 
with price protection, misbranding, paint and railroad 
legislation, it is too much to expect that any of these 
measures can be brought out of the House Committee, 
adopted by the House, favorably acted upon by the Senate 
Committee and passed by the Senate, all in the short 
space of three months minus a fortnight’s holiday recess. 


Cannot Pass at Short Session 


Though personally a strong advocate of the enactment 
of a well balanced price protection measure, I do not 
believe that a bill dealing with this subject can be put 
through both houses during the fifty legislative days that 
will constitute the working time of the coming session. 
It will be quite possible, however, for the Committee on 
Interstate and Foreign Commerce to hold exhaustive hear- 


ings on the pending bills, report favorably a satisfactory 
measure, and put it through the House before adjourn- 
ment on March 4. 

This would mean very substantial progress, for the 
favorable action of the committee and of the House in 
the present Congress would make merely perfunctory 
the preliminary steps in enacting a price protection law 
in the Sixty-Ninth Congress. Thus the entire time of 
Congress could be devoted to the consideration of this 
legislation by the Senate. 

The prediction now freely made that the radicals wlil 
lose their balance of power in the Sixty-Ninth Congress to 
be elected next November is not predicated upon the con- 
tinued success of the Republican party; on the contrary, 
it is figured that a Democratic victory at the polls is 
just as certain to sweep the insurgents out of power as 
the continued supremacy of the Republicans in the House. 


Complexion of House 


At the close of the recent session the House was offi- 
cially made up of 225 Republicans, 206 Democrats, one 
independent, one farmer-laborite and one socialist, with 
a single existing vacancy. Since adjournment two Re- 
publican members have resigned to accept Federal ap- 
pointments and a third has died. 

While apparently the Republicans had a plurality of 
nineteen in the House throughout the last session, as a 
matter of fact the actual control of the party was exer- 
cised by a contingent of radical Republican insurgents 
who mustered from sixteen to twenty votes on all impor- 
tant measures. This left the reliable Republican strength 
about equal to the Democrats and made the La Follette 
faction the masters of the situation. 

The reelection of President Coolidge would undoubtedly 
sweep into office a score or more additional Republican 
members and thus leave the small insurgent wing abso- 
lutely impotent. On the other hand, should ‘the Demo- 
cratic Presidential candidate win in November, a substan- 
tial number of seats now held by Republicans would be 
captured by Democrats and thus the present minority 
would be put in command of the House in the new 
Congress. 

Outlook Is Encouraging 


So far as the House is concerned, therefore, the legis- 
lative outlook for the new Congress is much more satis- 
factory than at present, for, regardless of the party 
winning control, it is conceded that more business and 
better business will be done if the obligations and respon- 
sibilities for legislation rest upon one of the big parties 
rather than upon a small contingent temporarily holding 
balance of power. Experience has proven this a score of 
times during the present Congress. 

In the Senate the situation is quite different. In that 
body the balance of power promises to remain with the 


‘insurgents throughout the Sixty-Ninth Congress. 


While the entire membership of the House will stand 
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Demonstrate Canning Goods—NOW! 


The Loyhed open 
table display 
attracts customers 


and sells goods 


not miss the mark to forecast 

a very heavy canning program 
on the part of the housewife during 
the next two months. Each year an 
increasing number of thrifty house- 
wives are putting vegetables and 
fruits into cans to be served during 
the winter. The farm papers, home 
journals, farm associations and even 
the department of agriculture have 
all been urging an increased-canning 
program for several years. State 
and county agencies have conducted 
schools for this purpose and people 
are beginning to see the wisdom of 
the work. 

In the first place, canned fruits 
and vegetables help to reduce the 
cost of living. Secondly, they pro- 
vide certain elements totally lacking 
in winter foods which are very essen- 
tial to health. These two points can 
be borne in mind when advocating 
canning. Another argument which 
appeals is the economy of canning 
fruits and vegetables. The economy 
of canning fruits and vegetables as 
a means of reducing living costs will 
appeal very widely this summer. 


: 5 at by conditions it will 


Displays Attract Women 


E. H. Loyhed & Son, Faribault, 
Minn., never lose the opportunity of 
providing a fine canning display for 
their customers. The women folk 
like to trade at Loyhed’s because 
there are attractive dishes and glass 
ware right at the front door. One 
whole side of the store belongs to the 
housewife and right at the back of 
it is a large toy department which 
is the delight of the youngsters. 
Toys are an all-year proposition with 
this firm. 

The housewife finds all of the 





canning supplies she will need on a 
white covered table within a few feet 


of the front door of the store. The 
accompanying illustration shows 
how easy it is to make such a 
display. Everything is there from 
the jelly glass to the wire racks for 
hot and cold pack processes. The 
thing that would appeal to most 
women in a display of this kind is 
the assortment of small priced items 
needed for her work. She does not 
have to “count up” to see whether 
she can afford them. They are all 
right there, and many of them are 
things she needs, but continually 
forgets to buy. The price is within 
her reach and so invariably the pur- 
chase is made. 

Every hardware store needs one of 
these canning display tables during 
the summer. The reorders for some 
of the items will surprise most deal- 
ers. If you don’t know what the 
latest things are ask the wife, the 
domestic science teacher in the high 
school, or some of the members of 
the various church organizations 
They will be happy to give you 
pointers as to what you should show 
and they will take pleasure in telling 
their friends where to buy. 


Demonstrations Successful 


The Kelley-Duluth Co., Duluth, 
Minn., holds demonstrations in 
canning during certain’ seasons. 


They were very successful with a 
steam pressure cooking demonstra- 
tion and brought in a lot of women 
folks. In addition to this they 
permitted ladies’ church societies to 
conduct Saturday cake sales in one 
section of the store. If they found 
a number of women interested they 
would have a demonstration in a 


Open displays 
make it difficult 
for dead stock to 

accumulate 


home, at the church or club, or 
wherever the ladies elected. 

An Arkansas dealer helped to 
make a community canning day a 
success. He furnished a large steam 
pressure cooker and everybody came 
and prepared their fruit or vege- 
tables using the cooker. Naturally 
he sold many cookers and increased 
the trade of the women by a large 
per centage. 

The latest figures on the buying 
power of the housewife, according to 
experts from Columbia University, 
indicate that “Women buy 48.4 per 
cent of all “merchandise for family 
use, and have an important voice in 
buying 2 per cent more—a total of 
71 per cent of all products used in the 
home. .Further, women buy: 48 per 
cent of all drugs; 96 per cent of all 
dry goods: 87 per cent of all raw and 
market foods; and 48.5 per cent of 
all hardware and household furnish- 
ings.” ° 

If the woman is nearly an equal 
buyer with the man of the merchan- 
dise carried in the hardware store, 
then certainly she needs to be con- 
sidered when it comes to canning 
supplies. 


Cleanliness Essential 


This ‘‘out-on-the-table” method is 
a sales builder. There is no expense 
to it but it certainly does pay hand- 
some returns. The table should be 
covered with white oil cloth or a 
good heavy white paint and at all 
times kept spotlessly clean. A woman 
refuses to mix dirt with her food. 
This is about the one and only re- 
quirement necessary to make this 
little sales table produce big returns 
providing the goods are all plainly 
price marked. 
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CURRENT NEWS 
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Manufacturers and Jobbers Meet 


in Convention Oct. 14 to 17 
at Atlantic City 


The American Hardware Manufac- 
turers Association and the National 
Hardware Association of the United 
States will hold their annual conven- 
tions this year at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J., 
Tuesday to Friday, Oct. 14 to 17 
inclusive. 

The opening session will be held 
Tuesday evening, Oct. 14, and the reg- 
ular sessions will follow morning and 
afternoon until Friday noon. Head- 
quarters for both associations will be 
at the Marlborough-Blenheim. 

The Automobile Accessories branch 
of the jobbers’ association will have its 
headquarters at the Shelburne Hotel, 
where its meetings will be held start- 
ing Monday morning, Oct. 13. 


The business program of the manu- 
facturers includes meetings of differ- 
ent industrial groups and several other 
special features. 

F. D. Mitchell, secretary-treasurer 
of the American Hardware Manufac- 
turers Association and T. James Fern- 
ley, secretary-treasurer of the National 
Hardware Association of the United 
States have both issued circulars to 
the members of their respective asso- 
ciations urging them to make hotel 
reservations early. Details of the con- 
vention programs are not as yet avail- 
able, but it is said that every effort 
is being made by the officers and com- 
mittees of both associations to make 
the conventions this year both enter- 
taining and constructive. 





Pittsburgh Sheet Metal Men 
Reelect Their Officers 


Retiring officers of the Sheet Metal 
Contractors Association of Pennsy]l- 
vania, were reelected at the annual con- 
vention held at the Seventh Avenue 
Hotel, Pittsburgh, July 22-25. They 
are D. E. Hoberson, Erie, president; 
Walter H. Tinney, Philadelphia, and 
George Heskey, Bethlehem, vice-presi- 
dents; W. F. Angermyer, Pittsburgh, 
secretary and G. C. Krack, Erie, treas- 
urer. New directors are Louis Luck- 





hardt, Pittsburgh, and Joseph Urban, | 


Reading. 


—_— 


Cleveland Stone Co. 
Moves Offices 


The Cleveland Stone Co. announces 
that on Aug. 1 its executive offices 
will be located on the thirteenth floor 
of the new Union Trust Building, 
Cleveland. 

This is Cleveland’s newest office 
building and is said to be one of the 
finest in the country. The grindstone, 
artificial abrasive and building stone 
departments all will be located in the 
same quarters. 





Olsen-W atts Hdwe. Co. 
Takes Over Hines Hdwe. Co. 


The Olsen-Watts Hardware Co., El 
Paso, Tex., has been organized to take 
over the business of the Hines Hard- 
ware Co. of that city. 

H. F. Olsen, who has been connected 
with the hardware business in El] Paso 
over seven years, was formerly with 
the Harper & Reynolds Hardware Co. 
of Los Angeles, Cal. C. W. Watts has 


been in El] Paso five years and was for- 











merly in the hardware business in 
Jackson, Miss. Both members of the 
firm are thoroughly familiar with the 
builders’ hardware line and _ intend 
making a specialty of this branch of 
the business, carrying also a complete 
assortment of shelf hardware, cutlery, 
etc. The new firm will continue to 
occupy the former quarters of the 
Hines Hardware Co. on North Stanton 
Street. 


100 Jobbers Attend 
Radio Convention 


More than 100 wholesale distributors 
attended the second annual, Crosley 
Radio Jobbers’ convention held in Cin- 
cinnati, July 8, 9. Alvin Plough, Cros- 
ley Radio Corp., Cincinnati, was in 
charge of all arrangements. The pro- 
gram included business sessions, sight- 
seeing trips, luncheons and an inspec- 
tion visit to the company’s broadcast- 
ing station WLW. 


Two Large Asbestos 
Firms in Merger 


A merger has been effected between 
Atlas Asbestos Co., Norristown, Pa., 
and Pennsylvania Asbestos Corp., 
North Wales, Pa. Consolidated offices 
have been established in North Wales, 
and the new company will be operated 
as the Atlas Abestos Co. fficers are 
J. C. Johnston, president and treas- 
urer; W. E. Royer, secretary, and O. 
J. McGrath, superintendent. 

The company manufactures automo- 
hile brake lining; Ford transmission 
lining; liquid asbestos roof coating; as- 
bestos roofing cement; asbestos boiler 
covering cement; asbestos furnace 
cement and kindred products. 











Hoover Sales Force 
Hold Banner Con- 
vention 


The fourth international Hoover con- 
vention was held July 8 to 19, at 
North Canton, Ohio. It was held in 
two sections, the salesmen’s division 
from July 8 to 11, and the managers 
and supervisors’ section from July 14 
to 19. The attendance included twenty- 
two men from Europe and fourteen 
from Canada in the first week and 
sixteen the second week. 


The convention opened with a parade 
followed by a picnic at which 4000 
were present. 

The convention was held on the old 
Hoover farm which has been fitted up 
as the special convention grounds, and 
which is located two miles away from 
the factory. The grounds are fitted up 
with several permanent buildings in- 
cluding an auditorium, new this year, 
which seats nearly 500 people. Morn- 
ings and afternoons were given over to 
business sessions and the evenings to 
specially arranged entertainment fea- 
tures with a business note for a back- 
ground. 

The best thoughts and methods of © 
2000 salesmen, demonstrating and sell- 
ing the Hoover, were assembled. Dis- 
trict and division eliminations had been 
held previous to the convention so that 
the three best had been selected and 
were shown to the convention by two 
demonstrators from America and one 
from England. 

Each person in attendance at both 
divisions of the convention was pres- 
ent by merit of having earned his way 
to it. This year the qualification for 
the salesmen’s section of the conven- 
tion was based upon selling twenty- 
five machines for several consecutive 
months. Included among those who 
qualified for attendance were seven 
women, one of them from England. 

The managers and supervisors’ part 
of the convention was devoted to 
presenting plans and_ discussing 
methods for conducting the numerous 
phases of supervising work which is 
necessary to achieve maximum sales. 





J. R. Walton, Sales Mer., 
Meriden Cutlery Co. 


J. R. Walton has been appointed 
sales manager of the Meriden Cutlery 
Co., Meriden, Conn. He brings to the 
service of our customers a knowledge 
and experience gained by long appren- 
ticeship in the cutlery business with 
one of the principal hardware jobbers 
of the country. 

To maintain and increase the stand- 
ard of quality, to give prompt and 
efficient service, to cordially cooperate 
with the requirements of our custom- 
ers will be the watchword of this com- 
pany under his management. 
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Walworth Opens 


Buffalo Branch 


The Walworth Mfg. Co., Boston, 
Mass., has opened a new Buffalo, N. Y. 
branch at 43 Carolina Street, Buffalo, 
N. Y., where it will use more than 
40,000 sq. ft. of floor space for stock- 
ing the Walworth product. Fred J. 
Chittenden will be in charge. 

The Buffalo branch, it is said, will 
endeavor to render Walworth service 
in New York State west of and in- 
cluding Cayuga, Tompkins and Tioga 
counties, including the cities of Oswego 
and Fulton and territory west in 
Oswego county. It will also cover a 
number of counties in Pennsylvania, 
together with a portion of Canada nat- 
urally and conveniently tributary to 
Buffalo. More than 40,000 ft. of floor 
space is available for carrying the 
stock of Walworth product, and mis- 
cellaneous mill supplies, together with 
a full line of wrought iron and steel 
pipe. A fully equipped shop for cutting 
and fitting pipe of all sizes to sketch 
will be installed. 


Fisher Hdw. Co. Moves 


The Fisher Hardware Co., Philadel- 
phia, has moved to 533 Arch Street, 
Philadelphia, where it has _ secured 
larger and more convenient quarters. 





Philadelphian Organizes 
Manufacturers’ Agency 


Fred B. Hippenstiel, a well known 
salesman in the hardware trade in 





Fred B. Hippenstiel 


Pennsylvania, has organized a manu- 
facturer’s agency at 4922 North Thir- 
teenth Street, Philadelphia. He will 
represent the following firms: Con- 
solidated Lamp Co., Toledo, Ohio; 
Coonley Mfg. Co., Cicero, Ill.; Harry 
Abraham, New York City; J. L. Pres- 
cott Co., Philadelphia; Buswell Mfg. 
Co.; Bridgeport, Conn.; Unex Mfg. Co., 
New York City; Scholler Mfg. Co., 








Buffalo, N. Y.; General Hardware Mfg. 
Co., Philadelphia; Troy Wire Goods 
Co., Troy, N. Y., and the Keystone 
Mfg. Co., New York City. 





New England Association 
in New Quarters 





EE 


Headquarters of the New England Re- | 


tail Hardware Association was recently 
moved to 80 Federal Street, Boston, 
Mass. The new quarters of the asso- 
ciation is in the new Chamber of Com- 
merce Building at Federal and Frank- 
lin Streets. A conference room has 
been added to the regular office space 
so that members visiting the offices 
may have privacy in talking over their 
problems with the association officers. 





Czecho-Slovakian Here 


to Study Ass’n Work 


Otto Ed. Mizora from Czecho-Slova- 
kia, is now in the United States, mak- 
ing a study of trade association activi- 
ties, including methods of organization 
and operation. He is particularly in- 
terested in the work of the paint and 
varnish industry of the United States 
and the Save the Surface Campaign. 
His address while in the United States 
will be: Box 294, Sunnyvale, Cal. 





Crosley Radio Corp. 
Completes New Building 


The Crosley Radio Corp., Cincinnati, 
Ohio, has recently completed a new 
building at 3401 Colerain Avenue. The 
new building will be headquarters for 
the administration and engineering de- 
partments and the experimental labora- 
tory. 


RLF. Christopher, Sales Mer., 


Mill-Rose Brush Co. 


R. F. Christopher, well known brush 
man, has become vice-president and 
salesmanager of The Mill-Rose Brush 
Co., Cleveland. Mr. Christopher was 
formerly president, Independent Brush 
Co., Cleveland; previous to that he was 
connected with the Osborn Mfg. Co., 
Cleveland, and prior to that connection 
was Cleveland branch manager for 
Pittsburgh Brush Co., Pittsburgh. 





G. W. Romweber Joins 
Ontario Knife Co. 


G. W. Romweber, Highstow, N. J., 
for the past ten years head of the de- 
partment of mathematics at Peddie 
School there, has been appointed to the 
management of the Ontario Knife 
Company, Franklinville, N. Y., effective 
at once. 








Irving 5. Kemp New 
President Evansville 


Tool Works 


Irving S. Kemp has been elected 
president of the Evansville Tool Works, 
Evansville, Ind., to succeed the late 
Frank Lohoff. Mr. Kemp was formerly 





Irving S. Kemp 


vice-president and general manager of 
the firm of which he is now the presi- 
dent and before joining the Evansville 
Tool Works staff he was sales manager 


for Vaughn & Bushnell Mfg. Co., 
Chicago. 
Mr. Kemp in a recent letter to 


HARDWARE AGE, stated that he expects 
a gradual improvement in business con- 
ditions and that he looks for good 
business next year. 

“IT don’t believe,” he said recently, 
“there,has ever been a time when both 
jobbers and dealers were buying on a 
more conservative basis. History is 
bound to repeat itself and by next 
spring there will probably be quite a 
shortage of goods, with slow deliveries 
from the factories. We are laying our 
plans now for an increasing volume of 
business at that time.” 





Glidden Co, Building 


The Glidden Co., Cleveland, paints 
and varnishes, is building a new chem- 
ical and pigment plant in Baltimore, 
Md. Five structures the largest 80 by 
100 ft., are in construction. 





New China Co. Formed 


The Sandusky China Co., Sandusky, 
Ohio, has been formed. Incorporation 
at $200,000 has been reported. 





Hobart Mfg. Co. to Build 


The Hobart Mfg. Co., Troy, Ohio, 
metal specialties and electric kitchen 
equipment, is planning on a new of- 
fice building. 





A. E. Weeden Sells Out 


A. E. Weeden, Falconer, N. Y., who 
has conducted the Weeden Hardware 
Company in that town for the past 
twelve years has disposed of his store 
to F. F. Jenkins of Falconer and 
William Jenkins of Russell, Pa., who 
will continue its operation. 


Lipscomb Atlanta Manager 
for Congoleum 
L. T. Lipscomb has recently been 


promoted to the managership of the At- | 


lanta District of Congoleum Co., Inc., 
Philadelphia. 

Mr. Lipscomb’s connection with the 
Congoleum Co. began in Cleveland, 
where he was office manager. 
after he was appointed to a similar 
position at the New York office. 
he was transferred to the executive of- 
fices at Philadelphia. Mr. Lipscomb is 


a native Southerner and a good portion | 


of his business career has been spent 
in the South. 


—_ 


New Scottsville Firm Wants 
Catalogs 


The Scottsville Hardware Co., Inc., 
Scottsville, N. Y., has been organized 
to succeed the branch store formerly 
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Coming Hardware Conventions 


MANUFACTURERS 
Atlantic City, 


AMERICAN HARDWARE 
ASSOCIATION CONVENTION, 
N. J., Oct. 14, 15, 16, 17, 1924. Hotel head- 
quarters, Marlborough-Blenheim. ae 
Mitchell, secretary-treasurer, 1819 Broad- 
way, New York City. 


ARKANSAS RETAIL HARDWARB ASSOCIA- 
TION CONVENTION, Little Rock, May, 1925. 
L. P. Biggs, secretary, 815-816 Southern 
Trust Building, Little Rock. 


CALIFORNIA RETAIL HARDWARB & IMPLE- 
MENT ASSOCIATION CONVENTION AND Ex- 
HIBITION, Civic Auditorium, San Francisco, 
March 11, 12, 13, 1925. LeRoy Smith, sec- 


retary, 112 Market Street, San Francisco. 


IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des Moines, 
Feb. 10, 11, 12, 13, 1925. A. R. Sale, secre- 
tary, Hardware Building, Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Jefferson County 
Armory, Louisville, week of Jan. 19, 20, 21, 
22, 23, 1925. J. M. Stone, secretary- 
treasurer, 200 Republic Building, Louisville. 


MICHIGAN RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Grand Rapids, 
Feb. 24, 25, 26, 1925. Karl S. Judson, 
248 Morris Avenue, Grand Rapids, manager 
of exhibits. A. J. Scott, secretary, Marine 
City. 

MINNESOTA RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, St. Paul Auditorium, St. 
Paul, Feb. 17, 18, 19, 20, 1925. CC. H. Casey, 
secretary, Nicollet Avenue and Twenty- 
fourth Street, Minneapolis. 

MONTANA IMPLEMENT AND HARDWARB 
ASSOCIATION CONVENTION, Helena, Feb. 13, 
14, 1925. A. C. Talmage, secretary-treas- 
urer, Bozeman. 


ios 
27, 
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operated by Bowerman & Murrell, Inc. 
George J. Rosenworth is president and 


_ general manager, Chester J. Harmon, 
treasurer and Frederick Y. Ebsary, 


secretary. The firm requests catalogs 
on the following lines: builders’ hard- 
ware; tools and cutlery; roofing ma- 
terial; sporting goods; enamel and tin- 
ware; plumbing and heating; fencing; 
general hardware and electrical goods. 


New England Dealers Pass 





Shortly | 
Later | 


Up Annual Outing 


The New England Hardware Dealers’ 
_Association, for the first time in years, 
will pass up the annual outing. Many 
of the members took the Chamber of 
|Commerce trip to California and some 
_of them remained there for a few weeks, 
‘which is the chief reason for the doing 
away with the outing. It is planned to 
hold a big get-together meeting in Bos- 
_ton around the middle of Septen.ber. 


New Store in Quincy 


_. The Anderson Hardware Co., 536 
| Washington Street, Quincy, Mass., this 
week will open for business with a 


‘small line of general hardware and 


_paints. Mr. Anderson for the past four 
or five years has been employed in one 
|of the leading Quincy hardware scores. 
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NATIONAL HARDWARE ASSOCIATION CON- 
VENTION, Atlantic City, N. J., Oct. 14, 15, 
16, 17, 1924. Hotel headquarters, Marl- 
borough-Blenheim. T. James Fernley, sec- 
retary-treasurer, 505 Arch Street, Phila- 
delphia, Pa. 


NATIONAL RETAIL HARDWARE 
TION CONVENTION, Philadelphia, 
1925. Herbert P. Sheets, 
urer, 130 E. Washington Street, 
apolis, Ind. 


Pa., 


NEBRASKA RETAIL HARDWARE 


1925. 
Hotel, 


Neb., Feb. 3, 4, 5, 6, 
headquarters, Rome 
City 
tary, 


414-419 Little Building, Lincoln. 


CIATION CONVENTION AND EXHIBITION. 

chanics’ Building, Boston, Mass., Feb. 
24, 25, 1925. 
High Street, Boston 9, Mass. 


NEw YorK STATE’ RETAIL 
Buffalo, Feb. 10, 11, 12, 
quarters, Hotel Statler. 
Broadway Auditorium. John 
secretary, City Bank Building, Syracuse. 


13, 1925. 


CIATION CONVENTION (place not 
lected), Feb. 11, 12, 13, 1925. 


yet 








| secretary, Grand Forks. 


OHIO HARDWARE ASSOCIATION CONVENTION 
AND EXHIBITION, Columbus, Feb. 10, 11, 12, 
13, 1925. James B. Carson, secretary, 1001 
Schwind Building, Dayton. 

OKLAHOMA HARDWARE 
ASSOCIATION CONVENTION, 
Oklahoma City, Feb. 3, 4, 


AND IMPLEMENT 
Masonic Temple, 
5, 1925. Charles 
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ASSOCIA- 
June, | 
secretary-treas- 
Indian- 





Assocta- | 
TION CONVENTION AND EXHIBITION, Omaha, 
Convention | 
Exhibition, | 
Auditorium. George H. Dietz, secre- | 


HARDWARE 
ASSOCIATION CONVENTION AND EXPOSITION, | 
Head- 
Exposition at the 
B. Foley, | 


NortH DaKoTaA RETAIL HARDWARE ASSO- | 
se- | 
C. N. Barnes, | 
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350 Attend Cleveland 
Retail Outing 


The annual picnic of the Cleveland 
Retail Hardware Association was held 
at Albers Villa near Elyria, Ohio, July 
23, and it was declared by those who 
attended to be the most enjoyable out- 
ing ever held by the association. The 
attendance was unusually large, being 
about 350, including the members’ fam- 
ilies and invited guests. The afternoon 
was devoted to a long program of sports 
and the members; their wives and chil- 
dren participated in the various con- 
tests. Valuable prizes were bestowed 
upon the winners. A dinner was served 
at the Villa and this was followed by 
dancing during the evening. 


Two Tool Firms Close 
for Vacations 


The Union Twist Drill Co. and the 
L. S. Starrett Tool Co., Athol, Mass., 
the two largest industries of that town, 
have closed for the annual two weeks’ 
vacation period. The two plants employ 
approximately 1000. The closing of 
plants for vacation periods is fast be- 
coming the vogue in New England in- 
dustries. 
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L. Unger, secretary-treasurer, Oklahoma 
City. 

PENNSYLVANIA AND ATLANTA SEABOARD 
HARDWARE ASSOCIATION CONVENTION AND 
EXHIBITION, Philadelphia Commercial Mu- 
seum, Feb. 16, 17, 18, 19, 20, 1925. Sharon 
FE. Jones, secretary, 604 Wesley Building, 


Philadelphia, Pa. 

SouTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Sioux Falls, Feb. 24, 
25, 26, 27, 1925. Charles H. Casey, man- 
ager, Nicollet Avenue at 24th Street, Min- 
neapolis, Minn. 

SOUTHBPASTERN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, Bir- 
mingham, Ala., May 12, 13, 14,1925. Walter 
Harlan, secretary-treasurer, 701 Grand 


Theater Building, Atlanta, Ga. 
NEw ENGLAND HARDWARE DEALERS’ ASSO- | 
Me- 
23. 
George A. Fiel, secretary, 19 | 


SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCTATION CONVENTION, Los Angeies, 
March, 1925. H. L. Boyd, secretary-treas- 
urer, 435 San Fernando Building, Los 


| Angeles. 


TEXAS HARDWARE AND IMPLEMENT ASSO- 
CIATION CONVENTION, Dallas, Jan. 20, 21, 
22, 1925. Dan Scoates, secretary-treasurer, 
College Station. 

WISCONSIN RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Feb. 4. 5, 6, 1925. P. J. 
Jacobs, secretary-treasurer, Stevens Point. 

WESTERN RETAIL IMPLEMENT AND HARD- 
WARE ASSOCIATION CONVENTION, Kansas 
City, Mo.. Jan. 13, 14, 15, 1935. H. J. 
Hodge, secretary, Abilene, Kan. 

WEST VIRGINIA HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Clarksburg, 
Jan. 20, 21, 22, 23, 1925. James B. Carson, 
secretary, 1001 Schwind Building, Dayton, 
Ohio. 
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General Market News 





Brisker Buying Stimulates 
Interest in Wholesale 
Hardware Markets 


M ‘rer vigorous buying is reported in most of the wholesale 


hardware centers. 


A number of small but important 


price reductions have been made, and the effect has 


stimulated buying in most places. 


Coupled with this, the healthy 


condition of crops and the report of earnings by the United States 
Steel Corporation have buttressed confidence throughout the 


general market. 


Retailers are reported to be ordering futures more liberally 
than they have since early spring. Their orders are numerous, 
but are, for the most part, small. 

Early estimates by hardware jobbers indicate that July sales 


will show a substantial gain over those of June. 


Collections are 


better, deliveries are satisfactory and the general tone of the 
market seems to have been stabilized. 


oe 





_Important Price Changes in 
Boston 


Of the most important merchandise 
on which prices have advanced th® past 
week, copper and brass goods are the 
most important, the uplift amounting 
to %c. to %c. a pound. Changes, as 
heretofore, are still mainly downward, 
the most important declines being 5 per 
cent on wire brads, 25c. per 100 sq. ft. 
on cellar window wire, lc. per ft. on 
garden hose, 5 to 7% per cent on hose 
nozzles, 10 per cent on lawn mowers, 
better than 20 per cent on brass rivets, 
5 per cent on sandpaper and emery 
cloth, wire nails 5c. to 10c. per keg, and 
a slight recession on some sizes of butts. 
Manufacturers are not so busy on price 
adjustments as they are on eliminations 
of slow selling numbers of various kinds 
of merchandise. Jobbers receive ten 
elimination notices to one price change. 





Big Price Changes 
in Chicago Market 


There is considerably more activity 
in the Chicago market both as to 
volume of sales and price fluctuations. 
Automobile tires and tubes were re- 
duced recently from 7% to 12 per cent. 
Bolts and nuts show firmer prices. 
Eaves trough, conductor pipe and 
sheets were reduced as reported last 
week. Radio B batteries were reduced. 
Rubber covered wire is strong with ad- 
vancing tendencies. Field fence is 
holding at the reduced prices an- 
nounced last week. 

New prices for lawn mowers for 
next season have been announced and 
range about 10 per cent lower than 
this season. Nails and wire were re- 
duced 10c. per 100 lb. as forecast 
in last week’s market. Linseed oil de- 
clined 2c. per gal. Rope prices are 
strong. A report of an advance of 2c. 





per lb. on sash cord has been received, 
but local prices are unchanged. Solder 
was advanced 2c. per lb. The copper 
market is very active. Shipments of 
stove pipe and elbows for fall consump- 
tion will soon start to the trade at 
prices as last quoted, which are said to 
be favorable considering the present 
cost of sheets. No price changes are 
expected during the season, however. 


Buying Brisk in New York 


Buying is brisk with the New York 
market. A number of smal! hovse 
changes are being made by local job- 
bers. Collections are reported to be 
better. Metropolitan jobbers’ report 
that July sales are 8 to 10 per cent bet- 
ter than those of June, these figures 
being based on estimates. Fall inquiries 
are said to be increasing. 


Pittsburgh More Confident 


About Future 


Business in the Pittsburgh district is 
more active, although there is no large, 
substantial volume. Shelf hardware 
and builders’ supplies are in good de- 
mand. Seasonable goods are_ slow. 
Futures arouse only passive interest, 
but more inquiries are reported than 
two weeks ago. More confidence in the 
future is being expressed. 








Cleveland Jobbers Report 
Satisfactory Trade 


Wholesale hardware sales continue to 
be satisfactory in the Cleveland terri- 
tory. Retail business is running fair. 
Rural districts are buying more freely. 
Prices are firm. Average retail stock 
is light. Mill supply trade is better. 
Dealers in country districts look for 
better business due to advance in grain 
prices, 


| 
| 
| 
| 
| 








Trade Improvement 
Likely to Be Slow 
Says Authority 


“Not all the promises held forth for 
the business revival in the coming fall 
are taken at full value in business cir- 
cles. A moderate expansion from the 
present depressed state of many indus- 
tries is about all that conservative ex- 
ecutives are looking for,” writes C. F. 
Hughes. 

“Even this expansion, it is figured, 
is quite liable to be restricted in its 
scope to lines which will benefit through 
improved agricultural conditions. The 
textile industries are prominently men- 
tioned in this respect because the cloth- 
ing and house furnishing requirements 
of farmers will probably come in for 
first consideration. 

“On the other hand, the steel indus- 
try cannot expect the benefit except 
through a somewhat better demand for 
machinery products and_ possibly 
through larger sales of automobiles. 
The chief consumers of steel, which are 
the railroad and construction interests, 
are not likely to prove such active pur- 
chasers as they have been. 

“As far as the individual consumer 
is concerned, the rise in farm products 
is bound to be reflected in higher food 
costs. Food is the largest item in the 
average budget, and the increase may 
more than wipe out any benefit derived 
from lower rents that are in prospect. 
An expansion, according to speculative 
fancy, which would bring along a cor- 
responding rise in prices, would find 
small welcome and might very well lead 
to restricted consumption.” 





Trade Prospects Good 
in Northwest 


Almost every day there is a new evi- 
dence of better prospects for a good in- 
crease in trade for the last part of the 
year. Crop reports,continue to be most 
encouraging in the Northwestern sec- 
tion of the country. There is every in- 
dication that business will be back at a 
normal rate before the close of the year. 
Tourist trade is at a high point, for the 
tourist travel has increased rapidly in 
the last few weeks. 





Prices Stronger 


The closer balance that now exists 
between production and consumption, 
due to the prolonged curtailment of 
output, is reflected in the stronger 
undertone of prices and Dun’s list of 
wholesale quotations for the third con- 
secutive week discloses a large excess 
of advances. This trend contrasts 
sharply with that of a year ago when 
declines predominated and the present 
expansion of business and rise of 
prices mark an exception to the condi- 
tions which usually prevail at this sea- 
son. This week 74 advances were re- 
ported as against 12 declines. 
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Vigorous Trading in Chicago Market 
—Nails, Wire, Accessories and Oil Reduced 


(Chicago office of HARDWARE AGB) remain somewhat weak, and it is difficult to say whether 
the bottom has been reached, but in view of the better 


HE past week saw considerable improvement in : , ; os 
| . . . . demand, particularly from the agricultural sections, it is 
the hardware business of this section. Mail orders not believed that prices can go much lower. 


were larger in number and heavier in volume. ; ; : 
Road orders continue to show improvement. A better Fiche tiny! agg —, yee sng ec gl read 
feeling exists in both retail and wholesale circles as to not showing advances. Some of the prices are 10 per 


gar sea scrng ay = protege ou Seemed cent lower while others are holding at the last year’s 
; level. 


declines were announced and some advances were reported. The recent publicity on the improved corn and wheat 
While some few lines show firm price levels, and even have P ga ‘ Nate 

seg al : prices, as well as certain kinds of livestock, is having its 
advancing tendencies, it is felt that these particular lines effect on general business. It has spread a much better 
went influenced by circumstances which do not affect the feeling throughout the country, and if the present crop 
majority of lines and all the advances have been due to conditions continue favorable, a very decided improvement 
exceptional circumstances rather than to any general is looked for in the last half of the present quarter with 
firmness of the entire market. Price levels, as a whole, a continuance through the last quarter of the year. 


AUTOMOBILE ACCESSORIES. — CHAIN.—Heavy chain products are FILES.—-Good sales are reported. 


Prices recently reduced 7% to 12 per still sluggish, but activity is normal on . We quote from jobbers’ stocks, 
; : o.b. Chicago: merican es 
cent. . light chains. per cent off list; Nicholson files, 
We quote from jobbers’ stocks, We quote from _ jobbers’ stocks, per cent off list; Disston files, 50-10 
f.o.b. Chicago: f.o.b. Chicago: %-in. proof coil chain, per cent off list; Black Diamond files, 
Sparks Plugs.—Splitdorf, 50c. each; ag 100 s x t emenel = chains, 40-10-5 per cent off list. 
tegular, 4lc. each; Champion Blue o per cen iscoun vO. 
Box line, 53c. each; A. C. Titan. eRe. electric welded cow ties, $2.75 p er FRUIT PRESSES AND CIDER 
eoch; lots of 100, 56c. each; A. C. doz. MILLS.—An increased demand is re- 
Special Ford, 44c. each. orted 
_ Spot Lighte.— Anderson, No. 3280, COPPER RIVETS AND BURRS.—The P e " Chi ; fruit 
; tha ae Same. price level is still undisturbed, although ca. ee Rg i Kh aes aman 
orns.—if.. A. Clectric (Ford), $4 the co k t . . A 12- t $5 ~— h: E t 7 ic N 6. 
each. pper market is active. good 2-qt., $5.79 each; Enterprise, No. 6, 
; 2 . d d . $5.50 each; No. 12, $7.30 each; Junior, 
+ agg p ng ty 8 gg ele The oer We quote from jobbers’ stocks, $i8geach; extra large, $28 each. 
No 2] "$1.20 rome Dy aaeeeamiennine f.o.b. Chicago: Copper rivets and Cider Mills.—Junior, $21.75 each; 
, : P = burrs, 40-10 per cent discount. medium, $25.50 each; senior, $38 
A ee Rose 1\-in. cylinder, each; self feed, $16 each. 
vo eacn. y 
Chains.—Non-skid, dozen pair lots, . EAVES TROUGH AND CONDUCTOR GALVANIZED AND TIN WARE.— 
33% per cent discount; 50 pair lots, PIPE.—Lower prices were announced Some jobbers are running summer spe- 
per cen iscount, ‘ . ° . ° 
A 0 e last week, Manufacturers announce ¢cjals on certain items of these lines, 
cere tires, $10.45 each; regular cord, an improvement in business. Manufacturers’ prices as a whole are 
8 each; gray inner tubes, 30 x 3%, We quote from jobbers’ stocks, ini 
$1.50 each. f.o.b. Chicago: Single bead lap joint ennai firm. 
a gutter, 5-in., $4.50 per 100 ft.; C We quote from jobbers’ stocks, 
AXES.—Sales are only moderate, ex- rugated conductor pipe, 3-in., $4. name eoneo: Pg songene Sava: 

; . per 10 t.: Plain ridge roll, 6-in. anized after made water pails, not 
cept on the lower priced grades. No $3.80 per 100 ft.;: Corrugated con- made of galvanized sheets’ with 
price changes expected during 1924. ductor elbows, 3-in., $1.36 doz. seamis cemented, 8-qt., $1.95 doz.; 

We quote from jobbers’ stocks 1g o — a oo 
f.0.b. Chieago: First quality single ELECTRICAL AND RADIO MER- = tint'’né 1, $6.35 doz; No. 2, $7 = 
Se, eens Se, © bg a3" — CHANDISE.—Radio B batteries were No. 3, $8 doz.; 5-gal. galvanized 
no se; le itted, OZ. . . kerosene cans (galvanized breast), 
vase; good quality black Ln gy reduced. Rubber covered wire is strong, $7 doz.: 1-bu. galvanized baskets, 
axes, same weight, single bitted, $13 ; ; ; 5 / 
ioe tanat Gee WAGE teamaled Gonee. with advancing tendencies. Irons, fans $6.75 doz. 


$15 to $22 per doz., according to qual- and percolators are selling briskly. GARDEN HOSE AND LAWN 
7 on ees: Se eee We quote from jobbers’ stocks, | SPRINKLERS.—The August hot and 


BOLTS AND NUTS.—A _ decidedly f.0.b. Catcago: . dry spells are expected to move con- 


: : “ ee : Electrical Merchandise.—No. 14 : : . . 
firmer tone is manifest, with indication rubber covered wire, $7.25 per 1000 siderable of this material, which has 
that present low prices will be with- cond. Sia te phy 7: — oe moved somewhat slowly up to this time. 
drawn Aug. 1 by all makers. lots,’ $13.75: %-in. brush brass key We quote from jobbers’ stocks, 

We quote nd jobbers’ stocks sockets, 200. ‘each: two-way plugs, f.o.b. Chicago: Garden hose, good 
£.0.b. Chicago: Carriage bolths. cut 60c. each; in lots of 10, 52¢. each; quality, molded hose, %-in., 10%c. 
thread, 50-5 per cont dinsemee: aaah one-piece attachment piugs, — 13c. per ft.; %-in., 13c. per ft.; 3- ply, 
carriage bolts, rolled thread, 50-1015 each; two-piece attachment plugs, good quality, wrapped %-in., 10c. 
Sar Salk Uiniamieass aman talien. aaak 12c. each: dry cells, boxes of 50, per ft.; %-in., 12c. per ft.; 4-ply, 
thread, 50-1015 per cent discount ot ng ee ee ee a — ee in. ite, pet —_ 5 Dyy. 
small ‘machine bolts, rolled thread, — .- re See 
60-5 per cent discount; all stove bolts, Radio Supplies._-Radio B batteries, ee Te ee te es >. Io 
75-5 per cent discount; lag screws No. 766, $1.40 each; No. 767, $2.62 . oe Wee eee eo. enone 
Aaa ome: aan , enais lers, Rain King, $28 doz.; original 

Dp scount,. ° fountain sprinkler, $8 doz.; Rainbow, 


BUILDERS’ HARDWARE.—Sales are EYE HAMMERS AND SLEDGES.— _*9"™ Pgh, $24 doz, } 
showing improvement now. Prices are holding and demand is good. GLASS AND PUTTY.—Some little 


We quote from jobbers’ stocks, We quote from jobbers’ stocks, improvement has been noted. 

f.o.b. Chicago: 3% x 3% steel butts, f.o.b. Chicago: Striking or black- We quote from jobbers’ stocks, 
old copper and dull brass finish, $3.66 smiths’ sledges, 5-lb. and heavier, f.o.b. Chicago: Single strength A, 25- 
per doz. pair; 4 x 4 steel butts, old 10c. per Ib. in. brackets, 85 per cent discount: 
copper oy — _ oo. —_ = — strength A, 34 to 40-in. brack- 
oz. pair; eavy stee evel inside ail ; et, 4 per cent discount; single 
sets, case lots, $7.80 doz.;: steel bit- FIELD FENCE. There -” mind further strength A, all other brackets, e3 
keyed, front door sets, $1.90 p er set; reduction anticipated. Business is light, per cent discount; double strength 
wroug rass -keye ront door ; ; A, all sizes, 84 per cent discount. 
sets, $3.25 per set; cylinder front _ Sarmere — engaged oo sometaing Putty—Pure grades, $3,50 per 100 
door sets, $7.50 per set. more interesting— Harvesting Wheat. lb.; commercial, $3.20 per 100 Ib. 
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A man who fails to do 
5 his Christmas shopping 
: early has a bit of a’ guilty 
: feeling. McKinney adver- | 
f tising is working to produce 
i this same urge for early 
hardware shopping. To 
; obtain the greatest bene- 
° fits from this educational 
" work, let it be known you 
é are a McKinney house. 

















McKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 
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HATCHETS.—Demand is rather quiet 
better on the popular priced grades. 
No — price changes. 


quote from jobbers’ stocks, 
f.o. hg Chicago: First quality hatchets, 
No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ay hatchets, No. 2) broad, $10.50 
oz. 


HANDLED HAMMERS.—Sales_ con- 
tinue in moderate volume. Prices are 
considered reasonable, being 20 per 
cent to 25 per cent below prices at this 
time in 1923. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: First quality, 16-oz. 
nail hammers, $10.50 doz.; first qual- 
ity, 16-oz. machinist hammers, $7.85 
doz.; medium quality, 16-oz. nail 
hammers, $6 doz. 
HANDLES, TOOL.—Demand is fair 
with firm prices. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handies.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.:;: finest selected sec- 
ond growth hickory, $6 doz. 

Hatchet and Hammer WHandiles.— 


No. 1, 90c. doz.: finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL.—The 
good volume of sales continues. 


We quote from _ jobbers’ 
f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4%- 


stocks, 


ft., $4.50 doz.; 5- ft., $5.50 doz.: XX 
41% - ft., $4 doz.: 5-ft., $4.80 doz.: X 
416 -ft.. $2.40 doz.: 5-ft., $2.80 doz. 


Hay Fork Handles.—Bent, chucked 
and bored, best grade with strap, 
ferrule and cap, 414-ft., $7.50 doz.: 
$8.50 doz.; XX bent, with strap, 
ferrule and cap.4-ft., $5.50 doz.; 
ft.. $5.75 doz.: XX bent, 4% -ft., 
doz.: 5-ft., $5.50 doz.: X bent, 
ft., $3 doz.; 5-ft., $3.40 doz. 

Manure Fork Handles.—Bent, best 


4%- 


grade, 4-ft., $4.75 doz.; 4%-ft., $5.10 
doz.; XX bent -ft., $4.15 doz.; 4%- 
* " od doz.; X bent, 4-ft., $2.60 
doz.: -ft., $2.95 doz 

tlt Hoe tg oR 41, -ft., 
$3.45 doz.; X 4%-ft., $2.40 doz. 

Garden Rake Handies.—XX 5'-ft., 
on ~ doz.; X 5%-ft., $3.25 doz. 

ovel ‘Handles. ey ar patiere, 

xx 4%- ft., $5.90 doz.: X 4%-ft., $3.90 
doz. ; D-handles, best grade, $7.95 
doz.: X grade, $6 doz. 


Spade Handles. — D-handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES.—Satisfactory sales are re- 
ported. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.26; 5-in., $1.74; 
G-in., $2.12; 8-in., $3.54; 10-in., $5.43 
per doz. pairs; extra heavy T hinges, 


in bundles, 4-in., $1.90: 5-in., $2.01: 
6-in., $2.52; 8-in., $4.30; 10-in., $6.13 
per doz. pairs. 


ICE CREAM FREEZERS.—Sales have 
been reported to be improving. 





We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1-qt., 
£4.85 list: 2-a* $5.65 list: 3-qat., 
$6.75 list: 4- -qt., at 25 list: 6-qt., 
$10.45 list; 8§-qt., 3.50 list; 10-qt., 
18 list; 12-qt., sor 55 list; 15-qt., 
25.60 list; 20-qt., $33.20 list: 25-qt., 
$42.60 list. Arctic 1-qt., $4 list; 2-qt., 
$4.60 list: 3-qt., $5.55 list: 4-qt., 
$6.80 list; 6-qt., $8.60 list; 8-qt., $11.10 
list. All the above less 50 per cent 
discount. Auto Vacuum freezers 
1-qt., $3.30 each; 2-qt., $4 each; 3-qt., 
$5.30 each; 4-qt., $6.65 each. 

LAWN MOWERS AND GRASS 


CATCHERS.—Prices for next season 
have now been made and are 10 per 
cent lower on most grades. 


We quote from jobbers’ 
f.0.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, 1l-in. wheels, $12.35 each; 
16-in., ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in. plain bear- 
ing, 4-knife, 10%-in. wheels, $8.65 


stocks, 


Reading matter continued on page 62 
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each; 16-in. ball bearing, 4-knife, 
9-in. wheels, $8.85 each; 16-in. plain 
bearing, 4-knife, 9-in. wheels, $7.35 
each; 16-in. ball bearing, 4-knife, 
S8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each. 

Grass Catchers.—Galvanized bot- 
tom, for 14 to 16-in. mowers, full 


packages, $8.80 doz.;: galvanized bot- 
tom, for 18 to 21-in. mowers, full 
packages, $9.60 doz.; plain bottom, 
canvas, for 18 to 21-in. mowers, 
$7.60 doz.; plain bottom canvas, for 
12 to 16-in. mowers, $5.90 doz. 


NAILS.—Nails were reduced 10 cents 
per 100 lb. locally. The new price seems 
to have put some pep in the business. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.55 per keg base; cement coated, 
$2.80 per keg base. The extra for 
galvanized nails is now $2.25 for 1- 
in. and longer; $2.50 for shorter than 


1-in., 
OIL STOVES.—Sales are showing an 
improvement, due to the warm weather. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list: 
3-burner, $22 each list: 4-burner, $28 
each list: new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner 
$28.50 each list: 4-burner. $35 each 
list: Superfex 2-burner, $36 each list; 
3-burner, $45 each list: 4-burner, 
$58.50 each list. All subject to 30 
per cent discount. Lots of ten or 
more are subject to 30-5 per cent 
discount. 


PAINTS AND OILS.—Linseed oil de- 
clined 2 cents per gallon. 
We quote from jobbers’ 
f.o.b. Chicago: 
Linseed Oil.—Raw, 
$1. - per gal., 
gal. 
Linseed Oil.—Boiled, 
$1.18 per gal.; 
gal. 


stocks, 


barrel lots, 
5-barrel lots, $1.11 per 


barrel lots, 
5-barrel lots, $1.13 per 


ficial, lots, 94c. per 
al. 

Denatured Alicohol.—Barrel lots, 
55c. per gal. 

White Lead.—100-lb. kegs, $14.50; 
50-lb. kegs, $7.50; 25-lb. kegs, $3.80; 
12%-lb. kegs, , 

Dry Paste.—Barrel lots, 6c. per Ib. 

Shellac.—(4-lb. goods), white, $3.50 


per gal.; orange, $3.25 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


ROOFING AND PAPER.—The active 
sales continue. Increasing costs on raw 
materials may change prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 


faced prepared roofing, $1.95 per 
square; best talc surfaced, $2.35 per 
square; medium talc surfaced, $1.65 


per square; light tale surfaced, 95c. 
per square; red rosin sheathing, $58 
per ton. 


ROPE.—Rope is in unusually good de- 
mand for this season, due to the greater 
farm and building activities. Prices 
are firm, with no changes, though 
manila hemp is higher. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila, stand- 
ard brands, 17% 
No. 2 


No. 2 By "18% to 15%6c. per lb 
SASH CORD.—An advance of 2 cents 
per pound is reported, although local 
prices are unchanged. 

We quote from jobbers’ 

f.o.b. Chicago: 


$10.30 per doz. hanks; 

per doz. hanks. 
SASH PULLEYS.—Fair demand con- 
tinues to be reported. 

We quote from jobbers’ 
f.o.b. Chicago: Common 
leys, 50c. doz.; barrels, 
Common Sense, 2-in., 
rels, 54c. doz.; No. 
barrels, 48c. doz. 


SCREEN DOORS.—Pick-up business is 
about all that is left now. 


stocks, 
No. 7 standard brands, 
No. 8, $11.75 


stocks, 
sash pul- 
54c. doz.; 
Oc. doz.; bar- 
105, 52c. doz.; 
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stocks, 


6-8, 
$28. 20 


sss. *$5, 30 


We quote from jobbers’ 


Ss = | 
ee - ag No. 296, ‘2-8 x 
; No. ‘$11, 2- 8 x 6-8, 0 
w Screen 
een: _ % 2433, $6. 50 ry 
SCREWS.—A nice steady business is 
reported. Manufacturers claim that 
prices have reached bottom. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head, bright 
screws, 80-5 per cent new list; round 
head blued, 78-5 per cent new list; 
flat head brass, 76-5 per cent new 
list: round head brass, 74-5 per cent 
<hg list; japanned, 74-5 per cent new 
ist. 

SOLDER AND BABBITT METAL.— 
Sales are quite active, with tin still 
higher and solder prices up another 2 
cents per pound, 


We _. tes, jobbers’ stocks, 
f.o.b. Chic Warranted, 50-50 
solder, $34 ner “100 lb.; medium, 45- 
55 solder, $33 per 100 lb.; tinners’, 
40-60 solder, $32 per 100 Ib.; high 
speed babbitt metal, $20 per 100 lb.; 
iam. No. 4 babbitt metal, $11 per 


STEEL SHEETS.—Local prices are 
very low and demand continues fair. 
Many larger firms consider present 
prices too low to be long continued. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.60 per 100 Ilb.; 28-gage 
black sheets, $4.50 per 100 Ib. 
STOVE PIPE, ETC.—Prices are the 
same as last reported and, compared to 
the cost of sheet steel, are relatively 
lower than 1923 prices. No changes 
are looked for during the coming sea- 
son. Active fall shipments will start 
soon. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best full gauge Dine. 


30 gauge, 13c.; 28 gauge, lic.; 2 
gauge, 17c. per joint. Corrugated 
Elbows, 30 gauge, $1.35; gauge, 


$1.50 doz.; Galvanized coal hods, 17- 


in., $5 doz. 


WHEELBARROWS.—A moderate vol- 
ume of business is reported. No recent 
price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $4.25 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—Wire prices reduced 
10 cents per 100 pounds. Demand is 
fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black ——* 
wire $3.45 per 100 Ib.; No. 
galvanized plain wire, $3. 90 per 100 
Ib.; Catch weight spool galvanized 
cattle or hog wire, $4.25 per 100 Ib.; 
80-rod spool galvanized hog wire, 
$3.67 per spool. Polished fence 
staples, $4 per 100 lb.; 12-mesh black 
wire cloth, $2.10 per 100 sq. ft.; 12- 
mesh galvanized wire cloth, $2.45 
per 100 sq. ft.; 14-mesh bronze wire 
$6.20 per 100 sq. ft.; Gal- 
vanized before poultry netting, 45-10 
per cent discount; galvanized after 
poultry netting, 45 per cent discount. 


WRENCHES.—Sales continue to show 
a fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent discount: Coes’ wrenches, 
40-10 per cent discount; engineers’ 
wrenches, 25 per cent discount; Still- 
son, 70 per cent discount; Trimo, 
65-10 per cent discount. 


Snap-On Wrenches. — Radio and 
electrical set, $4: No. 101 Master 
Service set, $15.25; No. 202 Heavy 
Duty set, $8.80; No. 303 Ford Mas- 
ter Service set, $14.85; No. 404, gy 
versal Socket set, 0. 5605-B 
Screw Driver set, $3. 40; No. 900 
Square Socket set, $3.70. All Snap- 
On wrenches less 40 per cent dis- 
count. 
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WQVALITY LEAVES ITS IMPRINT 
























Slidetite Garage 
Door Hardware 









assures freedom 
from slamming, 
banging doors. 
The doors slide 
inside, away 
from wind, ice 
and snow. 
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A BarnIs No Better 
than Its Doors 


The frequent use and general abuse accorded 
the doors of any barn make it vitally necessary 
to give careful consideration to their con- 
struction and equipment. 


R-W Barn Door Hangers have proved their 
worth for quality, service and satisfaction to 
such an extent that the R-W trade mark is now 
accepted as the symbol of the universal standard. 


The R-W line of barn door hangers is unusually 
complete, including a style and price to suit 
every demand. These hangers are extremely 
durable and are specially designed to assure 
smooth, free operation at all times. 




















| Above: R-W 

I) Vanishing Door 
} ardware for the 
| il|, modern home. 


‘Left R-W Ideal 
| Elevator Door 
: |Hardw rare for 
H isimplicity, si- 
 ilence and safety. 


Write to Department A for catalog describing a 
R-W Barn Door Hangers. We also manufac- Aa: Meg 0 


the largest ver- 


ture hangers for use on garages, on elevators, on tel and hor. | I 
factories and in the home, complete descriptions 7 
of which will be gladly sent on request. = 
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Hopeful Expectations Held in Pittsburgh 
Regarding Fall Business Prospects 


(Pittsburgh office of HARDWARE AGE) 


HE hardware trade here looks forward hopefully 

to the fall. Already there is evidence that the ad- 

vice of Secretary of Commerce Hoover as to fall 
and winter house building is being heeded, for several 
attractive specifications for builders’ hardware have lately 
been presented jobbers here for bids. It now looks as 
though the fall business in this particular line would vie 
with the spring in point of brisk demand. In other direc- 
tions, too, hopes of good business run strong. House 
building cannot be heavy without a good demand for 
paints, varnishes and brushes, to say nothing of the 
glass for windows, etc. 

The farmers had a soul-trying spring, in which they 
planted and planted, and then planted again because 
rain came so regularly once the seed had been laid, 
but there has been a generous measure of compensa- 
tion in the fine growing weather that has prevailed over 
the past five or six weeks, and in view of the good 
prices which rule for farm products generally, the agri- 
cultural sections are expected to furnish a good deal 
more business than they have been wont to in recent 
years and as the prospect indicated only a short time 
ago. The steel business is looking up in the Pittsburgh 
district, and with plant operations again showing a ten- 
dency to increase there is the prospect of more constant 
work for the men, and that means buying power, which 
as is quite patent in periods of low plant operations, is 
much impaired. It would be idle to attempt to conceal 
the fact that sentiment in this part of the country is 
much more cheerful than it has been and, while the ma- 
jority opinion is against the notion that boom times are 
ahead, at least a very good business is probable. 

In retrospect, hardware business in this district this 
year to date has been better than it appeared to be while 
passing. There is still too strong a tendency in business 
comparisons to contrast the current business with that of 
record periods of former years. There was phenomenal 
activity in the war period and just after the war and 
having mounted to dizzy heights once, there is a tendency 
to regard that as the ordinary and to make that the basis 
of comparison. 

The wise statistician knows that conditions created by a 
war are impermanent and provide a poor yardstick with 
which to measure the business of normal times. The 
complaint has often been heard that June was not as 
good this year in point of business as was that month in 
1923. With many jobbers here, June, 1923, was a record 
business month and with one large house slightly more 
than 10 per cent of the entire year’s business was done in 
that month. Naturally, June this year, which was some- 
what below the average for a number of years, suffered 
severely by comparison with June, 1923. Pittsburgh dis- 
trict has done a very fair hardware business this year, 
and those who study their sales sheets and watch their 
finances are free to state that business has suffered only 
to the extent of the loss of the business ordinarily fur- 
nished by the coal mining industry, which, as is well 
known, has been going through a very severe depression 
this year. 

June hardware business as disclosed by the monthly 
report of the Federal Reserve Bank for the district which 
embraces Pittsburgh shows a loss as compared with last 


year of 14 per cent. May business was off in the same 
district about 15 per cent as compared with the same 
month in 1923. There are some jobbers here whose June 
business was much less than 14 per cent below the same 
month last year. 


Very few important price changes are noted in hard- 
ware items in the week under review. High price of 
cotton has been followed by a sharp advance in prices of 
cotton sash cord. It looks as though products of copper 
would soon be seeking higher levels in view of the ad- 
vancing tendency in that metal. Metals generally are 
strong, and if there is a favorable issue to the repara- 
tions conference now in progress Germany will be financed 
and Europe generally will be financially able to assist in 
continuing that tendency. 

Unemployment in the coal industry and the lack of full 
employment in the steel industry has not been an un- 
mixed evil as it pertains to the hardware business. It 
has been pointed out that demand for wire screens and 
screen windows has. been subnormal, the common esti- 
mate being that business has not been over 65 per cent 
of that of last year, but little has been said of the demand 
for wire cloth. That commodity has been selling with 
unusual freedom because men had time to repair window 
screens and screen doors and did that instead of buying 
new ones. Talk with any paint man and he will tell you 
that this year’s sales have smashed all previous records; 
the answer is found chiefly in the fact that the men had 
time away from their regular occupations to do much 
painting. 

The steel industry gives definite signs that it has passed 
the low point of demand and of production. Every week 
in the past three, the report has been that sales showed 
a gain over those of the previous week. Confident forward 
buying has not yet developed, probably because produc- 
ers still are eager enough for orders to make prices low 
enough to secure them, and so long as the price tendency 
is down, buyers naturally are afraid they will supply 
themselves above the low point. Such a tendency is as 
common as the ebb and flow of the tide. But actual needs 
are growing and this has produced a condition where 
mill stocks no longer are sufficient and increased produc- 
tion is the rule all through this and nearby districts. 
Consumption evidently went beyond the recent rate of 
production. 

Mills are not increasing their schedules without orders 
to justify such a course. Costs are high even at the 
higher rate of operation and one of these days the mills 
will make a stand on prices. When they do, a really 
good business is probable, because there is not much ques- 
tion that the railroads, the farmers and the automotive 
industry are going to need much more steel later than 
they are taking just now. The railroads now are holding 
back because the result of the coming national election is 
not clear. Increased farm products prices should increase 
the buying power of the farmers, and because unfavorable 
weather defeated the plan of the automobile makers to 
be well prepared for the spring demand this year it is 
not regarded as likely to prevent a repetition of the plan 
for the 1925 season. If this premise is sound, the auto- 
motive industry will be a good buyer of steel for the last 
quarter of this year. 


Automobile Accessories.— Fair busi- activity is expected over the remainder skid chains. Present prices of alcohol 
ness still is reported in tires, but in of the year except in those lines which are high compared with those of a year 
all other products under this heading are seasonal to the Fall and Winter ago; then the jobbers were selling to 
seasonal dullness is the rule. No real months. These include alcohol and anti- retailers at 42c. per gal., while the 
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ODAY or tomorrow, 
perhaps, you will 
buy a saw. 


Before you buy, you: 


will want to know the 
story of “The Saw Most 
Carpenters Use.” 


In 1840 Henry Disston 
opened his own saw 
shop, in a cellar in 
Philadelphia. Carpenters 
then wanted foreign- 
made saws. Henry 
Disston knew he had to 
make saws better than 
any made before. 

He himself fired his 
furnace, tempered his 
saws, smithed, ground, 
set and filed them. 

Around him he gath- 
ered men and trained 
themin hisown methods. 
First he made saws with 
his own hands; then he 
made saw makers. 

Carpenters—the men 
who make their living by 
using saws—told one 


HARDWARE 


How Henry Disston Made 


he Saw Most Carpenters Use’’ 


another to get a saw with 
Disston’s name on it. 
Before long, even Europe 
was sending to Disston 
for saws. 

Finer workmanship 
was impossible, but 
better steel for saws was 
possible. 

So Disston in 1855 
made his own steel—the 
first crucible saw steel 
ever made in America. 

And Disston Saws of 
Disston steel won the 
world! The Disston 
Hand Saw everywhere 
is “The Saw Most 


Carpenters Use.” 
Henry Disston’s spirit 


AGE 


lives on in the Disston 
Saw Works. 

First his sons and then 
his grandsons served 
apprenticeships in the 
shops. They worked side 
by side with the sons and 
grandsons of the men 
who learned saw-making 
from Henry Disston him- 
self. 

The Disstons make 


saws today after the’ 


ideals set by Henry 
Disston. As long as there 
is a Disston left, Disston 
standards will be main- 
tained. 

For the Disston Hand 
Saw that you buy must 








To the hardware merchant 
and hardware salesman 


You know that the Disston Saw is “The Saw Most 
Carpenters Use.” But do you know why? 


This story is being told to your customers in the 
leading magazines. You, too, will find it interesting. 


Henry Disston & Sons, Inc., Philadelphia, U.S. A. 








run true, cut clean and 
fast, and stay sharp. It 
must have the proper 
hang and balance. It 
must give you a lifetime 
of faithful service. 

Now you can realize 
why Henry Disston’s 
little shop grew to be 
the largest saw works in 
the world—65 acres, 68 
buildings, 3,600 crafts- 
men. 

You can realize why 
carpenters write letters 
like these: 


“*I bought my first Disston when I 
learned my trade. For 44 years 1 have 
made my living with it, and when 
hang it up | will have finished my 


work,.”’ 
— A. H. Koehler, Lebanon, Pa. 


“Tam still usinga Disston Saw that 

+I bought 52 years ago. It has been 

filed down to the size of a keyhole 

saw, but my boys both want it when 
I am done with it.” 


—Fred Forbeck, Terre Haute, Ind. 
You need a good saw 


—the best you can buy. 
You need “The Saw Most 


Carpenters Use.” 





DISSTON 
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present prices to jobbers range from 
45c. to 47c. per gal. Retailers naturally 
are slow to enter contracts for Fall 
with the price so much higher than last 
year. Chain business should begin to 
develop in the next few weeks. 


Builders’ Hardware.—<Active Fall busi- 
ness is in prospect because so many 
homes will be built in this district this 
Fall and Winter, when labor conditions 
are usually better than they are in the 
Spring and Summer. The one argu- 
ment that the building trades have in 
their demands for high wages is the 
fact that they are unable to work more 
than part of the year. Given more con- 
stant employment and that argument 
falls to ground. Indications point to 
the maintenance of building hardware 
prices close to“present levels. Decline 
in raw materials, manufacturers assert, 
has not been sufficient to permit appre- 
ciable reductions in prices of finished 
products. 


Bolts, Nuts and Rivets.—It begins to 
look as though prices were scraping 
bottom. Certainly, a number of manu- 
facturers subscribe to the idea that it 
is a losing game to continue to accept 
business at prices that do not return 
the cost of the steel, not to mention the 
labor and package costs, and they are 
making a more determined effort to 
establish prices that at least represent 
factory costs. Price cutting has not 
ceased, but is not as prevalent as it 
was recently. Demands upon jobbers 
still are light, but they are able to get 
recent prices on such sales as they are 
making. 


HARDWARE AGE 


We quote out of jobbers’ stocks, 


as follows: 

Machine bolts, small rolled threads, 
60, 10 and 10 per cent off list; all sizes 
cut threads, 60 and 10 per cent off 
list; carriage bolts, small _ rolled 
threads, 60 and 10 per cent off list. 


Cotton Goods.—Advance of 4c. per lb. 
has been announced in cotton sash cord 
as a result of the recent advance in 
raw cotton. New quotations range 
from 48c. to 50c. per lb. Higher prices 
also are looked for on cotton mops and 
other lines into which cotton enters. 
Paints and Varnishes.—Phenomenal de- 
mand for paints and varnishes still 
holds and July will set a new high 
record in‘sales, just as have all prev- 
ious months this year. Varnish prices 
are off about 20 per cent from recent 
levels and white lead is easier, but 
other lines are steady in price. 
Prices to retailers: 
Ready mixed paints, 
$2.85 per gal.; lower grade, $2.25; 
white lead, 14. 50c. per Ib. in 100-Ib. 
lots; 10 per cent less in lots of 500- 
Ib. or more and an extra 5 per cent 
less for lots of a ton or more; turpen- 
tine, $1 per gal. in barrel lots; lin- 
seed oil, $1.14 per gal. in barrel lots. 
Sheets.—Large consumers still are dis- 
posed to buy in small lots and to go to 
the jobbers to avoid taking the large 
lots they would have to take to get 
orders in with the mills. Jobbing busi- 
ness consequently is good and there is 
much more firmness in jobbing prices 
than in the mill prices. 


Prices out of Pittsburgh jobbers’ 
stocks: 

Galvanized, flat base, No. 28 gage, 
$5.75 per 100 Ib.; corrugated, base, 
No. 28 gage, 2% in., $4.87 per square 
in lots of 1 to 9 bundles; one pass 
cold-rolled black, No. 28 gage, base, 


best grades, 


August 7, 1924 


$4.65 per 100 lb.; galvanized conductor 
pipe, 3 in., No. 29 gage, $4.80 per 100 
eet. 


Radio Batteries.—New prices are an- 
nounced effective Aug. 1 on Eveready 
batteries as follows: No. 763, $1.05 
each; No. 768, $1.33; No. 764, $1.22; 
No. 766, $1.40. 


Wire Products.—New method of iat 
ing woven wire fence has been gener- 
ally adopted whereby list and discount 
methods is supplanted by a delivered 
zone price per 100 rods. The new prices 
figure out at the same prices as the old 
method did. No particular change is 
noted in other wire goods prices. 


Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.20 to $3.25 base, per 
keg; galvanized ,2-point cattle wire, 
$3.15 per spool; galvanized, 2-point 
hog wire, $3.35 per spool; galvanized 
4-point cattle wire, $3.35 per spool: 
galvanized, 4-point hog wire, $3.65 
per spool; No. 9 a fence wire, 
$3.10 per 100 Ib.; 9 galvanized 
fence wire, $3.55 ane ° 400 lb.; Woven 
wire fence, 7 bar, 26 in., No. "11 gage, 
$27.12 per 100 rods; same size, all 
No. 9 gage, $36.14. 


Wire Cloth.—Experience of local job- 
bers is that sales so far this year have 
been well up to last year’s average and 
that sales of bronze cloth have almost 
doubled those of last year, this being 
explained by the desire to avoid the 
annual job of replacing rusted out 
screens or the annual job of painting. 
In this teritory, on account of the acids 
from the blast furnaces and _ steel 
works, painted and galvanized screens 
do not hold up long. Poultry netting 
sales also compare favorably with 
those of last year and that was a year 
of good business. 


Satisfactory Volume of Business 
Continues in Cleveland Market 


(Cleveland office of HARDWARE AGP) 


HH ‘etame of jobbers continue to do a “satisfactory 


volume of business” which 


among various lines of merchandise. 
mostly for immediate shipment although some future 
business is being booked in seasonable merchandise. Buy- 
ing in several summer seasonal lines has declined as the 
While retailers are not carry- 
ing heavy stocks they are keeping their stocks well as- 


season is pretty well over. 


AUTO ACCESSORIES AND TIRES.— 
With the touring season at its full 
height the demand for tires and tubes 
has improved and quite heavy. Acces- 
sories are moving in fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Cleveland: Millers Falls, No. 145 
jacks, $4.75; Reliable jacks, No. 1, 
$2.33: No. 2, $3.33, in lots of 12; Derf 
spark plugs, 96c. each for all sizes in 
lots of less than 50; Champion X 
spark plugs, 45c. each for less than 
100 and 41c. each for over 100; Cham- 
pion regular, 53c. each for less than 
100, all sizes; 50c. each for over 100; 
Reliable jacks, . 00, gti No. 1, 
$1.25; Nos. 2 and 3, $1.7 


AXES.—The Pas ste has i and 
the jobbers are placing a fair volume 
of orders for fall delivery. 


Jobbers quote f.o.b. Cleveland as 
follows: irst grade single bitted 
axes, handled, $19 per doz.;: unhan- 
dled, $14.50 per doz.; double bitted, 
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is well distributed 


Sales are 


somewhat. 


handled, $24.50 per doz.; unhandled, 
$20 per doz. 


BINDER TWINE—The demand is 
subsiding as the bulk of business for 
the year has been placed. Jobbers re- 
port that the call now is largely for 
8-lb. instead of 5-lb. bales. Prices are 
unchanged. 


Jobbers quote f.o.b. Cleveland: 
Standard, first quality binder 
twine, $5.87% per bale. White sisal, 
first quality binder twine, $5.87% 
per bale. Second grade, $5.62% per 
e. 


BOLTS AND NUTS.—Sales have been 
light but show considerable improve- 
ment. Jobbers’ prices are firm and un- 
changed. 


Jobbers quote f.o.b. Cleveland: 

Large machine bolts, cut threads, 
60 and 10 per cent off list; small 
rolled threads, 60, 10 and 10 per cent 
off list; carriage bolts, large and 


sorted by buying often but not in very large quantities. 

Retailers in the country districts are buying somewhat 
more freely than for some time. With the sharp advances 
in grain prices the outlook for the farmer has improved 
materially and merchants look for a good fall buying in 
the rural districts. 
supply business, which has been light, has picked up 
Prices on most lines are holding firm and 
few price changes are reported. 


Locally retail business is fair. Mill 


small, cut threads, 60 and 2% per 
cent off list; stove bolts, 80 per cent 
off list; hot pressed nuts, $4 off list. | 


COASTER WAGONS. — These are in 
steady demand with prices unchanged. 
Stocks are good. 


Jobbers quote f.o.b. Cleveland: 

Auto-Wheel coasters, rubber tired 
disc wheels; size 12 x 28, $5.50; size 
14 x 32, $6.43; size 14 x 34, $7 .03; 
ann 16 x 38, $7. 73; size 18 x 40, $8.33 


_ 5 Pe x grade rubber 
tires, size 1 in., roller bear- 
ing disc Bt. F, $5. 70; size 14 x 34, 
10-in. disc wheels, $6. 75; size 16 x 
38, 10-in., disc wheels, $7. i5; size 18 x 
40, 10-in. disc wheels, $7.55 each. 
ri. All-steel line, size 13 x 
oo 4.18 o. 100 loose bearings, $4.50 
15, according to quantity; No. 
200, same with self-contained bear- 
ings, according to 
quantity; same with spoke 
wheels, steel tires, $4.50 to $4.15, ac- 
cording to quantity, each 
Sherwood Spring-Coasters, rubber- 
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Is yourse adistant 
picture « can you see the 


detal ’; plete, accurate and permanent records are ob- 
tained in such form with the McCaskey that 


; you will have a clearly detailed picture of the 
Do not blind yourself to details—money business each day, week, month and year. 
actually gets away when you do not fully con- 
trol it! Cut down your present expenses with a 
Only when you see your business so closely cash register system equipment which combines 
that the details are clear to you—only when you Cash register, adding machine and permanent 
know everything about your business—do you recorder units. You will have full information 
make the money you are able to earn. at a cost so reasonable and at terms so easily 


Record every sale—cash sale or charge met that you will want to join thousands of 
sale! Do it in such a way that you can make a_ others in urging prompt installation. 


prompt separation of sales by clerks and by in- . pee 
dividual departments. Make immediate records Decide this thing now! At least g° to the 
extent of mailing this coupon and gaining a 


of paid out items and of received on account 
amounts. At once you will stop carelessness, clear understanding of the value of the system 


mistakes and losses. to you, realizing that you place yourself under 
You will save time in doing this by using 0° responsibility and that it means a business 
the McCaskey Cash Register System. Com- advance for you. 


The McCaskey Register Company 


Alliance, Ohio 
Galt, Canada Watford, England 








COUPON 


The McCaskey Register Co. 
Alliance, Ohio 


Please send me information on the 
McCaskey System. 


acCAS ES 
ODOOURDECERG Dt eOny \ , : 

For credit business [] (check 

Sy a ae — For cash business LI which ) 


NS 
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tired, ball bearing disc wheels, size 
4x 32 x 8, .55; size 14 x 34 x 10, 
$10. 40: size 16 x 30 x 10, $11.55. These 
are list prices. Cleveland jobbers of- 
fer a discount of 33% per cent. 

American National Line—American 
Boy Red Express Wagon, No. 06, 
$8.65 per doz.; No. 02, $15.80 per doz.; 
No. 4, $32 per doz. Little Toto Coaster 

agon, roller bearing, double disc 
wheels, No. 38, $2.20 each; No. 40, 
$3.65 each. American Coaster, roller 
bearing wood wheels, steel tires, No. 
41, $5.40 each; No. 43, $6.40 each. 
National Flyer Coaster, roller bear- 
ing — =n etm No. 51, $5.70 
each; , $6.9 > oe 

oe ‘Bran d. No. 11R, $8.70; 
No. 12R, $7.95; No. 13R, $7. 20 each. 


FISHING TACKLE.—Both jobbers and 
retailers have enjoyed a very good 
season’s business and are still getting 
some good pick up orders. 

FLY SWATTERS.— The demand is 
somewhat below normal. 


Jobbers quote f.o.b. Cleveland: 

Fly swatters, Swatsticka, 45c. per 
doz.; National, 60c. per doz.: Kant- 
miss, 65c. per doz.; Queen, Te. per 
doz.; Sanitary rubber, 95c. per doz. 


FREEZERS.—Hot weather has stimu- 
lated the demand, which has improved. 
Stocks are still in fair condition. Prices 
are unchanged. 


Jobbers quote f.o.b. Cleveland: 

White Mountain Freezers, triple 
action type, l1-qt. size, $2.40 each; 

2-qt. size, $2.80 each; 3- -at., size, $3.35 
each; 4-qt. size, $4. 10 each; 6-qt., size, 
$5.20 each; 8-qt. size, $6. 75 each. 

Lightning Freezers, double action 
type, 1-qt., size, $2 each; 2-qt, size, 
$2.50 each; 3-qt. size, $2.85 each: 
6-qt. size, $4.25 each; 8-qt. size, $5.60 
each, 

Auto Vacuum Freezers, 2-at. 
$6 each; 3-qt., size, $8 each; 4-qt. size, 
$10 each. These are list prices sub- 
ject to a discount of 33% per cent. 


size, 


Blizzard Freezers, single action 
type, l1-qt. size, $1.85 each; 2-qat, 
size, $2.20 each 3-qt. size, $2.60 
each; 4-qt. size, $3.20 each; 6-qt. 
size, $4 each. 

Oolar Freezers, all metal, 1-qt. 


size, $12 per doz. 
GARDEN HOSE.—Sales are fair and 


prices unchanged. 
Jobbers quote f.o.b. Cleveland: 
First quality garden hose, per foot 
as follows: 


%-in. 5g-in. %-in. 
RR ee re ae 9c. 10c. 
DGG. dcvistsendentenue nt 10c. lle. 


Nozzles.—Boston, $6 50 to $6.75 per 
doz.; Gem, $5.75 to $6 per doz. 


GUNS AND AMMUNITION.—Sales 
of shotguns and shells are fair but not 
as large as they were last year. Jobbers 
have commenced to make shipments for 
fall trade. 


HANDLES (Agricultural and Tool).— 
Sales are about normal, prices un- 
changed and stocks good. 


Jobbers quote f.o.b. Cleveland: 

Axe Handles.—No. 1 hickory, $4.25 
per doz.; No. 2, $2.90 per doz.; finest 
selected white hickory, $6 per doz.: 
special white second growth hickory, 

per doz. 

Hatchet and Hammer WHandles.— 


No. 1, 90c. per doz.;: finest growth 
hickory, $1.50. 
Hay Fork Handles. ‘Te 


exe and bored, 4% ft., B sae 
$5.50 per doz. ; XX, 4% ft., $3. 80 
— doz.; X, 4% ft., $2.40 ae doz. ; 
+ es $4. 65 per doz.; X, 5 ft.. 
$2.80 per doz. 
Hay Fork Handiles.—Bent, chucked 
ana bored, .. $7.50 per doz.; ‘ss 


- .: X bent, 4% 
$4.30 per doz.: X, bent, 4% ft., $2. 90 
per doz.: XX, bent, 5 ft., $5.25 per 
doz: X, bent, 5 ft., $3.30 per do 

Manure Fork Handles. Paes 4 ft., 
$4.75 per doz.: 4% 5.10 per age 

i. 4 Sy ‘doz.: 4% ft., 
$4.30 per doz.: X, bent, 4 ft., ‘$2 ‘60 per 
doz.; 4% ft., $2.9 90 per doz. 

Garden Hoe ‘airs KX, 41% ft., 
=. “ty per doz.; X, 4% ft., $2.40 per 


, Rake Handies.—XxX, 6 ft., 
as. 25 per doz.; X, 5% ft., $3. 25 per 
OZ. 
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Shovel Handies—Regular pattern 
XX, 4% ft., $5.90 per doz.; X, 4% ft., 
37 15 per doz.: D handle, best grade, 

7.95 per doz.: X grade, $6.25 per doz. 

Spade WHandies.—D handles, best 
grade, $7.75 per doz.; X grade, $6.25 
per doz, 


ICE SKATES. — Jobbers have com- 
menced to take orders for fall delivery 
and report quite a few sales. 
Jobbers quote f.o.b. Cleveland: 
Union Hardware Co., _ polished 
screw clamp, No. 1624, 80c. each; 
same, nickel plated, No. — $1.10 
each; hockey, screw clamp, No. bate 
$1.20 each; same, nickel plated, Oo. 
42414, $1.60; ladies’ hockey skates in 
corresponding grades, $1.45 and $1.85 
each. 
LAWN MOWERS.—Jobbers have com- 
menced to book orders for next spring 
and quite a few sales have been made 
subject to prices that will be named 


later. Lower prices are predicted. 


NAILS AND WIRE.—The demand for 
nails is still good. Regular prices are 
being generally maintained. 
eveete quote as follows, 
Nails, less than carload lots, stock 
shipments, $3.40 per keg; No. 9 ag 


vanized wire, $3.75 per 100 Ib.; No. 
annealed wire, $3.30 per 100 ib. ; 2 


Cleve- 
la 


Another Dividend 
for 

! Hardware Age Readers 

See Page 48 
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cement coated nails, $2.85 per 100 Ib.; 
polished fence staples, $3.85 per 100 
lb.; galvanized fence staples, $4.30 


per 100 Ib. Miscellaneous nails, 7 
per cent off list. Cut nails, $3.50 
per keg 


. Wire os 70 and 10 per cent off 
ist. 

Barbed wire, 100 Ib. spools, galv., 
$4.30; Lyman 4 point cattle wire, 80- 


rod ‘spools, $3.64: same, hog wire, 
$3.92. American special, hog wire, 
$2.73 Prices on barbed wire are 
base, stock shipments. 


OVENS.— The fall buying has not 
started and sales are rather light. 


Cleveland jobbers quote: 
Security ovens, No. 40, $3.35; 
30, $3.05. 


PAINTS AND OILS.—The demand for 
mixed paint, which has been good, has 
slowed down. Linseed oil has ad- 
vanced 5c. a gallon and white lead has 
declined %c. per gallon. 


Jobbers quote f.o.b. Cleveland: 


No. 


Turpentine, in bbls., $1.08%4; less 
than bbls, $1.18% per gal. 

Linseed oil, in bbls., $1.14; less 
than bblis., $1.24. Boiled, 2c. extra 
per gal. Denatured alcohol, 66c. per 
gal., in wood bbls. 

English Venetian red, in bbls., 3%c. 
_ Ib.; in 100-Ib. kegs, 434¢. per 

White lead, in 100-lb. kegs, 14%c. 
per Ib.; in 50-lb. and  25-kegs, 
14%,¢c. per Ilb.; in 12%-lb. kegs, 15c. 
per Ib.; in 500-Ib. lots 10 per cent 
discount; other prices are net. 


POULTRY NETTING.—Seasonal buy- 
ing is pretty much over. Prices are 


firm and unchanged. 


Jobbers quote f.o.b. Cleveland: 

Poultry netting, Cleveland stocks, 
45 per cent; f.o.b. Pittsburgh, 45 per 
cent. 


ROLLER SKATES.—Sales have been 
heavy, but with the buying season near 
a close jobbers’ orders have fallen off. 
Stocks are still good. 


Jobbers quote f.o.b. Cleveland: 

Roller skates, children’s model, 
Union No. 4, $1.55; men’s model, 
Union. No. 5, $1.55. Ladies’ model, 
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Union No. 6, $1.65. 
per pair. 
Sidewalk skates, 78c. per pair. 


SPRAYERS.—Some pick up orders are 
being placed, but the seasonal demand 
is nearing an end. 


Jobbers quote f.o.b. Cleveland: 
Sprayers, =e ressed_ air yw 
galvanized, 3 gal., $4.90 each; 
$3.25 each. Same type, in wo ig 3 
gal., $7.25 each; 1 gal., $4.50 each. 
Atomizers, tin, 1 quart, $3.75 per 
doz.; 1 pint, $3.00 per doz.; ™% pint, 
$2. 50 per doz. 


STOVE PIPE AND ELBOWS.—Sales 
continue good and jobbers are now 
starting to ship fall orders. While pre- 
vailing prices are guaranteed only to 
Aug. 31, no change is anticipated. 


Jobbers quote f.o.b. Cleveland: 

Stove pipe in crates of 25 joints, 
Security blued, 28 gage, 3 in., $3.35; 
4 in., $3.50; 5 in., $3.80; 6 in. $4; 
7 in., $4.65. 

Elbows, Security blued, corrugated, 
28 gage, 3 in. $1. “ 4 in., $1.25; 5 in., 
= ‘ae 6 in., $1.55; 7 in., $2. 10, all per 


"Sas hods, galvanized, 17 in., $5.25 
per doz. for open models. Same size 
closed with funnels, $6.50 per doz. 

Stove boards, Crystal, 33 in., $12.25 
per doz.; 30 in. . $18 per doz.; "28 in. ” 
$15.50 per doz.; 26 in., $13.25 per doz. 

Crystal boards, wood lined, — 
shape, 20 x 30 in., $15 per doz 
36 in., $16.65 per doz.; 26 x 32 in., $16 
per doz. 

Crystal boards, paper lined, square 
shape, 24 in., .65 per doz.; 26 in., 
$7.25 per doz.; - 28 in., $8.10 per doz.; 
30 in., $9.65 per doz. 

Crystal stove boards, paper lined, 
oblong shape, 18 x 30 in., $7.90 per 
doz.; 20 x 30 in., $9. 30 per doz.; 24 x 
36 in., $10 per doz. 26 x 30 in., $10. 50 
per doz.: 28 x in. ., $10.75 per doz. 


TACKS. — enetiaiaiien have ad- 
vanced prices from 10 to 15 per cent, 
but jobbers have good stocks purchased 
at the old prices and have made no 
price changes. 


WINDOW GLASS.— The demand is 
fair, being improved somewhat recent- 
ly. Prices have advanced one point. 


Jobbers quote f.o.b. Cleveland: 

Window glass all brackets single 
A and B, 85 per cent off list; same 
double, 86 per cent off list. 

Single AA paper wrapped, 85 per 
cent off list; double AA paper 
wrapped, 85 per cent off list; lights, 
AA paper wrapped, 85 per cent off 


list 
in 12%-lb. $6.75 


All prices are 


Putty, pure, lots, 
per cwt.; in 25-lb. kegs, $6 per cwt.; 
in 100-Ib. lots, $5.50 per cwt. Com- 
mercial grade, in 12%-lb. lots, $4.75 
per cwt.; in 25-lb. lots, $4.25 per cwt.; 
in 100-lb. lots, $3.75 per cwt. Glaziers’ 
points range from 20c. to 22c. per Ib. 


WIRE CLOTH.—tThere is fair demand 
for filling in stock. Prices are firm and 
jobbers’ stocks complete. 


Jobbers quote f.o.b. Cleveland: 
Wire cloth, 12 mesh, $2.10 per 100 
sq. ; 
,. wire cloth, 12 mesh, 
$2.65 per 100 sq. ft.; same, 14 mesh, 
$3.10 per 100 sq. ft. 

Black wire cloth, 12 mesh, $2.10 per 
100 sq. ft. 

Copper wire cloth, 14 mesh, $7.25 
per 100 sq. ft. 

— wire cloth, $5.25 per 100 
sq. ft. 
WRENCHES.—Sales are holding up in 
very good volume and prices are firm. 


Jobbers quote f.o.b. Cleveland: 

Trimo and Stillson take discount 
of 70 per cent. Coes take discount 
of 40 and 10 per cent. 

Snap-On wrenches f.o.b. Pitts- 
burgh, No. 50, radio and electrical 
set, $4; No. 101, master service set, 
$15. 25: No. 202, heavy duty set, $8.80; 
No. 303, Ford master service set, 
$14.85; No. 404, flexible socket set, 
$8.75; No. 505B, screw driver blades, 
$3.40; No. 900 set, square socket, 
$3.70. All Snap-On wrenches less 40 
per cent f.o.b. Pittsburgh. 
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ELL this Masterpiece of 

Flashlights to Boy Scouts, 
Trainmen, Traffic Officers, 
Boat Owners and all others 
who have need for signaling 
at night. 


It is fast coming into wide- 
spread use. 

** * * 
One! Two! Three! Either 
Red, White or Green light 


at instant command. Can be 
used independently or all 
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ashlight 





together. Or, if preferred, 
three clear white Mazda 
bulbs may be had —thus 
making it the most powerful 
darkness- dispelling flashlight 
on the market. 


If one bulb burns out, there 
are two others for immedi- 
ate use. 


Write concerning this Yale 
Flashlight No. 3401 E , giving 
us the name of your nearest 
jobber. , 
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YALE MONO-CELLS 
Fit All Standard Tubular Flashlights 


HE patented construction of the Yale 
Mono-Cells makes a short circuit im- 
possible in a flashlight. 


They are “chock” full of dark-dispelling 
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HARDWARE AGE 


July Sales Volume in New York 
Shows Substantial Gain 
Over Previous Month 


Early estimates of metropolitan 
jobbers in New York indicate that 
the sales volume for July will repre- 
sent an increase of at least 8 to 10 
per cent over June figures. In some 
cases this may be larger when final 
figures have been compiled. From 
indications so far this month jobbers 
believe August sales will be better 
than they were in July. 

Business in the New York market 
is becoming more active. Buyers are 
displaying more confidence, and are 
placing orders for early fall and win- 
ter shipments. There is nobody, 
however, placing any large orders. 
Most of the current buying continues 
on a hand-to-mouth basis, but it is 
unmistakably more active than it was 
earlier in the month. 

According to jobbers, retailers are 
making more frequent inquiries 
about futures, and it is believed that 
many of the recent orders have been 
placed as a result of jobbers’ quota- 
tions on fall and winter goods. 

The United States Steel Corpora- 
tion dividend and report of earnings 
has strengthened confidence through- 


Wire in Pick-Up Demand 


Demands for wire remain virtually 
unchanged, most of the business being 
of a pick-up nature. 


Jobbers’ ees 
f.o.b. New Yo 
Baroee Wire. —50-ft. coil, 52c.; 100- 
ft. coil, 95c. 

Wire. —Annealed Line Wire, 12-Ib. 
stone, plain, No. 16, 85¢c.; No. 18, $1; 
No. 19, $1.06. 

Galvanized wire, No. 16, $1.08; No. 
18, $1.25; No. 19, $1.35. 

Galvanized steel wire, 100-}b. bun 
dies, No. $5.75; No. 6, $5.75; No. 
5.75; No. to. $6; No. 2 "$6.35; No. 12° 
6.65. 10-lb. bundles, No. 6, $7. 50; No 

$7.55; No. 10, $7.80; No. 12, $8. 10: 
No. 14, $8.35. 

Stapies. — Poultry netting staples, 

1-lb. package, 


A: -in., 10c. per Ib.; 
-lb. box, 9c. per lb.; 100 Ib. keg, 


% . r Ib. 
ed wire staples, 1%-in., 25-Ib. 
to the box, $7.50 per : ~e keg, 


to retailers, 


$6.75. Barbed wire staples, 1%-in., 
> lb. to the box, $7.60 per 100; 100- 
keg, $6.75. 
PRibbon wire staples, 1%4-in., $6.75 
per keg. 





Interest in Sprayers 


There is still good interest in this 


market for sprayers. Prices are firm 


and stocks are fair. 


Jobbers’ quotations 
f.o.b. New York: 

Sprinklers.—Sheet brass, 8 in. in 
diameter, 59c. each; sprinkler, cres- 
cent shape, top polished wrought 
brass, bottom guivanized steel, 
throws all water to the front and 
sides, 8%-in. base, 58c. each; sprink- 
ler, il . high, mounted on heavy 
malleable iron sleds, brass arms, 


to retailers, 





out the hardware market, 
opinion of many authorities. 
Steel Corporation’s unexpectedly 
good earnings in the second quarter, 
says The Iron Age, leaves $8,575,- 
000 for surplus after dividend. This 
was largely because of its stocking 
of semi-finished steel 
three months against an expected 
spring demand. This steel, produced 
at low cost, under the high rate of 
operations, in the first quarter was 
turned into finished product in April, 
May and June, with only the cost of 
a final rolling charged against that 
quarter’s operations. July bookings 
of structural steel work promises to 
exceed the June tonnage by one-sixth, 
making the month the largest in| 
|more than a year, except for last 
December. 

It is practically a truism that 
whenever the steel barometer goes up 
business generally is stimulated. 
That belief is more or less prevalent 
at present. Jobbers look for better 
business this fall and winter, and are 
making plans accordingly. 





| 
| 
| 





other parts, japanned, $1.38 each; 
sprinkler, 20%-in. high, 3 brass arms, 
$2.25 each. Rain King lawn sprink- 
— $2.33 each. 

prayer.—Tin. will spray all kinds 
of “lige uid, gen 4 1 pt., length 10 

c. each; same capacity, 1 qt., 
clade 14 in., 3lc. each. 

Junior Sprayer. — Galvanized steel 
tank, 20 in. long, 7% in. in diameter, 
riveted and soldered, brass pump ahd 
valve, capacity 4 gal., shoulder strap, 
heavy rubber tube, automatic shut- 
off nozzle, $5.25 each; bucket pump, 
working parts all brass, handle and 
foot rest malleable iron, equipped 

t. %-in. hose with spray 
nozzle, $3 each; continuous sprayers, 
— 90c. each; brass, $1.15 
each. 


Drills Steady 


There is still a good demand for drills 
at steady prices. Stocks are apparently 
ample. 

Jobbers’ quotations 

f.0.b. New York: 

Straight and round shank drills, 60 
per cent from standard list 

Wire gage drill, 60 per ait from 
standard list 


to retailers, 


Millers Fails No. 1, 12 in. long, 

aw een 7 3, 11 in. long, $2.30 

5, Py long, $2.49; No. 

$450." 1034 fh. ins each: No. "1530, 
1014. -in 4.6 


Hose Still, Moves 


Hose and hose accessories continue to 
attract buyers. Prices are firm; stocks 





fair. 
Jobbers’ Semone to retailers, 
f.o.b. New 
Molded Shain lic. per ft. for 35-ft. 


in the | 
The | 


in the first | 
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lengths and 10%c. for 50-ft. lengths. 

Garden Hose.—4-ply, 8%4c. per ft.; 
o-ply, 94%ec. per ft.; 6-ply, llc. per ft. 
Good Luck brand, lic. per ft. Milo 
brand, 12%ec. per ft. Bull Dog brand, 
l34ec. per ft. 

Nozzies.—53c. each; less 5 per cent 
for boxes. 

Couplings.—Brase, 1%, % and %-in., 
10%c. each 

Hose Clamps. — Galvanized, %%, 
and %-in., $2, $2.05, $2.15 re ae er 
per 100: brass, same aizes, $3, § 3.10, 
$3.20 respec tively per 100. 

Hose Menders.—(Cooper’s), % a 
6c. each; (Perfect. Clinch), and 
sf and %-in., 7 Cc. 7“ 

$2.95 


& 
, $3. 90 each; No. 36, $4.45 
each. V ictor, $2.05 each 


Solder Demand Stronger 


Demands for solder are increasing. 
Prices still show upward tendencies. 
Stocks are moderate. 

Jobbers’ quotations 

f.0.b. New York: 

Bar solder, 32c. per lb. Strip solder, 


38c. per Ib. Kester solder, acid or 
rosin core, 58c. per lb 


to retailers, 


Winter Quotes 


Ames long-handle snow shovels are 





being quoted locally at 82c. each. Sled 
backs are being quoted at 75c. each. 
| Saw bucks are being quoted at 54¢c. each. 


Freezers Strong 


Freezers are very active, sales in- 
creasing again during the past week. 
Stocks are fair; prices firm. 

Jobbers’ quotations to 

f.o.b. New York: 


Freezers, triple action, $1.15 each. 
Auto vacuum freezers, 1-qt., $3.33 


retailers, 


te sors $4 Oa 3-qt., $5. 35 each; 

ite biounsatn freezers, 2-qt., 
$2.83 each; ost. $3.83 each; 4-qt., 
$4.12 each; 6-qt., $5.03 each; 8-qt., 
$6.75 each: 10- -qt., $9 each; 12-qt., 
$10.78 each: 15-qt., $12.80 each: 20-at., 
$16.50 each. 


Tree Stands Being Ordered 


Christmas tree stands are being 
ordered by some local dealers at the 
following prices: 

Jobbers’ quotations to retailers, 

f.o.b. New York: 

Tree Stands (Crown).—No. 2, 66c. 


each; No. 3, $1.10 each. Gem 36c. 
each, 


Radio Batteries Down 


Radio batteries were reduced consid- 
erably during the past week, some re- 
ductions being as much as 15 per cent. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Ratteries.—Red seal, 26c. each. 

Radio batteries, No. 771, 42c. —_: 
No. 768, $1.05 each; No. 768, $1.33 
each: No. 764, $1. 22 each; No. 766, 
$1.40 each: No. 767, $2.62 each. 


Wire Slow 


Wire cloth and poultry netting are 
being picked up in small lots by local 
retailers. Interest, however, is slack. 


Jobbers’ quotations to _ retailers, 
f.o.b. New York: 

Poultry Netting.—rrom New York 
stocks, 45 per cent; f.o.b. Pitts- 
burgh, 45-5 per cent. 

ire Cloth. — Jobbers’ 
f.o.b. New Yo 


ae, quotations, 
Black wire cloth, 12-mesh, 


$2.30 per 





100 sq. ft. 


Reading matter continued on page 70 
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Tied together 
asa 
fast selling unit 










The Growp Sale 
Plan applies to the 









Products: 

Casement Windows. 

1-A Lath for homes 

Bepanded Corner 
Bead. 
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Standard Lintels 
{( Angles) 

Basement Windows, 

¥%-inch Hy-Riband 
Diamond Lath. 

Standard Doors and 
Frames. 
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SEVEN PROFITS 
ON ONE SALE 


The new Truscon group sale plan enables you to make 
seven profits on one sale to every prospect. Truscon is 
always planning new ways of helping dealers secure a 
greater volume of business and handle it in shorter time, 
thus producing more rapid turnovers and bigger profits 
on a minimum stock investment. 

One of the most important things we have ever done 
along this line is the inauguration of the Truscon Home 
Building Products Group Sale Plan. 

This offers to all Truscon Dealers the advantage of mul- 
tiplied results from each average sale. When you sell 
any one of the Truscon Home Building Products, you 
have convinced your customers as to the prestige of the 
company, quality of the product and the service behind 
it. 

Having done this, it’s a simple matter to sell him more 
items in the line right at the same time, because practi- 
cally every customer needs several or all Truscon Home 
Building Products. 

Pro and Con is our monthly magazine which gives com- 
plete instructions and shows Truscon dealers how to 
sell Metal Lath and other Truscon products. Each 
issue contains articles and a list of questions and 
answers of particular value to dealers. If you are not 
getting this sales help write us. 


TRUSCON STEEL COMPANY 
YOUNGSTOWN, OHIO 


USCON 
HOME BUILDING PRODUCTS 
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cloth, 12-mesh, 
14-mesh, $3.25 


14-mesh, $7.25 


Galvanized wire 
$2.75 per 100 sq. ft.; 
per 100 sq. ft. 

Copper wire cloth, 
per 100 sq: ft. 

Bronze, 14-mesh, $7.50 to $7.75 per 
100 sq. ft.; bronze, 16-mesh, $8.95 per 
100 sq. ft. 

Wire cloth, galvanized square mesh 
cloth, %-in. mesh, $5 per 100 sq. ft.; 
%-in. mesh, $5.25 per 100 sq. ft.; 
%-in. mesh, $5.50 per 100 sq. ft. 


Sash Cord Up Again 


Phenix and Etna brand sash cord 
have advanced between 4 and 5 cents 
per lb. during the past week. Phenix 
is now being quoted at 52 and 5Slc. 
per lb. and Etna 45 and 44c. per |b. 





Prices vary in different parts of the 
city, according to different brands. | 


| 
j 


Sidewalk Cleaners 
More Active 


Advance orders are being received 
for sidewalk cleaners at the following ; 


prices: 
Jobbers’ quotations to. retailers, 
f.o.b. New York: 


No. 24, $4 per doz.; No. 26, $5.95 
per doz.; No. 27, $8 per doz.; No. 28, 
$9.50 per doz. 


Scoop Demand Better 


Local jobbers reported a stronger 
buying movement for furnace scoops. 
Prices are firm and stocks are appar- 
ently in good shape. | 

Jobbers’ quotations to retailers, | 


f.o.b. New York: apa 
No. 2, steel “D’’ handle, $5.50 per 











doz.; No. 2, wood “D” handle, $7.25 
per doz.; long handled furnace 
scoops, $5 per doz.: Ideal “‘D’’ wood 


and long handle, $10 per doz. 





Crab Traps Still Attract 
Local Buyers 


Crab traps continue to attract buy- | 
ers, although the demand has slackened | 


somewhat. | 


Jobbers’ quotations to _ retailers, | 
f.o.b. New York: 
Crab traps, 60c. each. Nets, wood 


handle, 35c. each. 


Builders’ Hardware Steady 


Continued interest is reported in the | 
demand for builders’ hardware in the | 
New York market. Prices are firm and 
stocks sufficient. 


Jobbers’ quotations to retailers, | 
f.o.b. New York: 
Mortise inside lock sets, square | 


bevel, round end, 68c. per set. 
Front door sets, single door, square 
bevel and round end, $1.85 per set. 
Bathroom sets, glass knob, 7 
per set. 
Butts, 3% xe3% in., F and D2, 
244%4c. per pair in case lots; 27c. per 
pair for less quantity. 


Garbage Door Sets 
Selling Well 


Jobbers report large sales for garage 
door sets. Prices are unchanged. Stocks 


are fair. | 
Jobbers’ quotations to _ retailers, 

f.o.b. New York: 
Garage Sets. — (Stanley, 1776J). 
Lots of 6, $2.95 per set. In lots of 


less than 6, $3.10 per set. 


| cappers. 
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Lawn Rakes Slowing Down 


Wooden lawn rakes are being bought 
by local retailers in small pick-up quan- 
tities. 


Jobbers’ quotatious 
f.o.b. New York: 

Wooden Rakes.—Wooden hay rakes, 
12 teeth, two bows, 40c. each: same 
with three aluminum steel bows, 14 
teeth, varnised head, 63c. each. 

Lawn Rakes.—Three wood bows. 
24 teeth, 55c. each; same with 3 
aluminum steel bows, 24 teeth, 72c. 
each. 

Ladies’ Lawn Rake.— Two wood 
bows, 18 teeth, varnished head, 5-ft. 
handle, 50c. each. 

Wire Lawn Rake. — 24 wire teeth, 
20-in. head, malleable socket, se- 
curely fastened to head, pinned teeth 
and head, 55c. each. 


to retailers, 


Genuine Yamada lawn rake, 95e. 
each. 
Steel Rakes.—Medium steel garden 


rakes, bronze finish, straight teeth, 
®%-ft. ash handle, 12 teeth, 77c. each; 
li teeth, Sle. each; 16 teeth, 89c. 
each. Malleable, 12 teeth, 32c. each: 
14 eee o6c. each; 16 teeth, 40c. 
eacn, 


Pail Queries Fair 


_Inquiries for galvanized pails con- 
tinue to be received by local jobbers. 
Prices are firm and stocks ample. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 7 

Galvanized pails, 8-qt., 19%c. each; 
10-qt., 22%4c. each; 12-qt., 24\%4c. each: 
1l4-qt., 274ec. each; 16-qt., 33%4c. each. 


Bottle Caps and Jar Rubbers 
Strong Local Items 


in good demand. 
are 22c. per 


Bottle caps are 
Prevailing quotations 
£Tross. 

Jar rubbers are being quoted in the 


local market at 80c. per gross in 12 | 


gross lots, and 85c. per gross for less 


than 12 gross lots. 


Bottle Cappers Active 


Keen demands are reported for bottle 


be good, and prices are firm. 


Jobbers’ quotations to. retailers, 
f.o.b. New York: 
Eveready metal base, No. 3, 88e. 
each; Rimeo bottle capper, $1.46 


each: Crown bottle 5-lb. bag, 


$1.10 per bag. 


cap, 


Cider Presses in Season 
Cider presses are in season now, and 
are being bought in fair quantities by 
the local trade. 


Jobbers’ quotations to retailers, 
f.o.b. New York: 

Cider presses (Boss), No. 1, $6.25. 
each; No. 2, $7 each; No. 2%, $9.50 


each; No. 3, $12 each; No. 4, $15.50 
each. All of these have either wood 
or iron bars. Presses with hinged 
tubs add $1.50. 

Cider crushers, $6.25. 

Fruit presses, 2 qt., 
4 qt., $4.85 each; 6 qt., 
12 qt., $9 each. 


Machine Screws Down 5% 


Machine screws dropped 5 per cent 
during the past week. Demands are 


$2.98 each: 
$6.50 each; 


fair; prices firm; stocks apparently 
|ample. © 
Jobbers’ quotations to retailers, 
0. ew York: 
Screws, flat head, steel machine 


screws, 70-10 per cent. 


Jobbers’ stocks are reported to | 
| 
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Round head steel machine screws, 
70-10 per cent. 

Flat head brass machine screws, 
60 to 60-10-5 per cent. 

Round head brass machine screws, 
60 to 60-10-5 per cent. 

Flat head _ steel wood _ screws, 
a full packages, 75-20-5-5 per 

en 


Galvanized iron 60-20-5-5 per cent. 

Flat head brass, 70-20-5-5 per cent. 

yg head blued, 721%4-20-5-5 per 
cent. 

Round head nickel plated, 6214-20- 
5-5 per cent. 

Round head brass, 67%-20-5-5 per 
cent. 

Prices vary in different sections of 
the city. 


Nails Weak 


Blue lath nails are now being quoted 
in the local market at $5.60 per keg. 
No other changes have been made in 
this market. 


Jobbers’ quotations 
f.o.b. New York: 
Nails.—Wire nails, $3.75 base per 


eg. 
Cut nails, $4.35 base per keg. 
Wire nails and brads, in small lots, 
,  %0-10 per cent off list, in 1-lb. papers. 
Roofing nails, 1 x 12, plain, $5.20 
per 100-lb.; galvanized, $8.20 per 100. 
American felt roofing nails, % x 
10%, plain, $6.50 per case. Galvan- 
ized, $10.25 per Keg. 


to retailers, 


Bolts Unchanged 


Bolts are fairly active; prices are un- 
changed; the supply is for the most 
part adequate. 


Jobbers’ quotations 
f.o.b. New York: 

Boits. — Common carriage bolts, 
small, 50 per cent; large, 40-10 per 
cent. 

Machine bolts, small, 50 to 50-10 
per cent; large, 50 to 50-10 per cent. 
Lag screws, 50 to 50-10 per cent. 
Stove bolts, 70 to 75-10-5 per cent, 

both flat and round head. 
Sink bolts, 75 to 75-10-5 per cent. 
Tire bolts, 45 to 50 per cent. 
Step bolts, 3344 per cent. 
Screw anchors, 75-10 per cent. 
Lag screw shields, 80 per cent. 
Machine bolt shields, 65 per cent. 
Prices vary in different sections of 
the city. 
Spring cotters, 30 per cent, 
Copper rivets and burrs, 


to retailers, 


40 per 
cent. 

Round head iron rivets, 60-5 per 
cent; 10-in. rivets, black and tin, 


60-10 per cent. 
Cap screws, 80 per cent. 


Pump Chain Moving 


Pump chain is being quoted locally at 
$8.75 a keg. -Demands are fair. 


Butts Active 


Butts continue very active. Stocks 
are fair, prices unchanged. 
Jobbers’ quotations to _ retailers, 


f.o.b. New York: 

Butts.—3% x 3%, case lots, 24%c. 
per pair; in less than case lots, 27c. 
per pair. 


Pulleys Steady 


A steady pick-up demand is reported 
for clothes line pulleys. Stocks are 
fair; prices are holding. 


Jobbers’ quotations 
f.o.b. New York: 

Superior Clothes Line Pulley, 6-in. 
wheel, $2.25 per doz. 


to retailers, 
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The Ferry NO-SOUN Shackle Bolt Nut 
eliminates shackle bolt squeaks and rattles. It 
also acts as a shock absorber, adding to riding 
ease and comfort. 


The assembly is made entirely of steel, well 
designed and rigidly constructed, consisting 
of four simple parts only: a blind hexagon nut, 
a two piece telescoping case, and a heavy coiled 
spring. To install, the case, containing the 
spring, is packed with heavy grease, slip 

over the original shackle bolt, and the new 
blind nut put in place and taken up. Sizes 
are the same as those of nuts replaced. 





Announcing — 


HE appointment of THE EATON AXLE Eaton Axle & Spring 
AND SPRING SERVICE COMPANY, Service Company 





6515 Carnegie Ave., Cleveland, Ohio, as sole Branches and 
distributors for the United States for FERRY Service Stations: 
NO-SOUN SHACKLE BOLT NUTS. a Ohio P 

6 arnegie Avenue 
The reception of this new Ferry product by a Z y 
the automotive trade has been so cordial and iia Saat nian 
so immediate that our main concern has been ; 
that of getting distribution facilities to take ee os ciceet 
care of the trade. sical ee 

oston, Mass. 
We have now happily solved this problem by 162 Brookline Avenue 
this new arrangement. The Eaton Axle and Chicago, 11. 
Spring Service Company is exceptionally well Calumet St. at 29th Place 


equipped to handle all sales, distribution and 
service matters, and all inquiries should be 
addressed to them. 


Dealers and users will find this product 
which permanently ends shackle bolt rattles, 
squeaks and noises, to be up to Ferry standards 
—which means the highest standards of 
quality and design. 


THE FERRY CAP AND SET SCREW COMPANY 
Cleveland, Ohio 


FERRY 


=-IWo-Sou 


SHACKLE BOLT NUTS 





on 
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Seasonable Dullness Prevails 


in New England Markets 


(Boston office of HARDWARE AGE) 

EASONABLE dullness prevails in New England 
S wholesale and retail markets. The wholesale houses 

will crowd into August vacations for all employees. 
Which means salesmen will be off the road for practically 
a month—the first two weeks on vacations and the last 
two in business conferences and in getting familiar with 
goods to be sold for fall and winter distribution. Enough 
help will be held at wholesale houses to care for any 
orders that may be received by telephone or mail. 

Retail dealers are frank in stating it will be a relief 
not to see salesmen for three or four weeks. August also 
is the chief vacation month with the retailer, and in 
addition so many people are out of town business is 
poor and does not warrant purchases of any class of 
goods on an extensive scale. The credit situation is not 
as good as heretofore. This condition may be expected 
at this time of the year. Many of the best customers of 
the retail dealer are out of town, consequently are in no 
hurry to pay their bills. That naturally makes the retail 
dealer short of ready cash and he, in turn, slows up on 
payments. Some of the largest and most important 
retail dealers say collections are unusually slow this year, 
and their explanation is interesting. A few say the auto- 


mobile is accountable for delinquent, payment of bills. 
Others say the credit situation is due to high rents. A 
majority say slow collections from heretofore prompt 
pay customers are due to both the automobile and high 
rents. 

Certain it is that Massachusetts alone has something 
like 150,000 more automobiles on the roads than last year. 
It is equally certain that fewer country and seashore 
houses and camps have been iet this season than last 
year, It is natural to assume, therefore, that people are 
staying at home and running a car. And if, as the retail 
dealer says, they do not pay their bills, the finger of 
suspicion can justly be pointed at the automobile. On the 
other hand, New England collectively is prosperous. The 
increase in savings banks deposits proves that statement 
to be true. It is all the more significant when one takes 
into consideration the large amount of unemployment due 
to the depression in the woolen and cotton goods and the 
shoe and leather industries. Those who make a study of 
such problems say that people during and since the war 
developed a spirit of carelessness. They will get back 
on their two feet before long. So, after all, it does not 
seem reasonable to become exercised at this time of the 
year over slow collections. 





BOLTS AND NUTS.—During the lat- 
ter part of July and the first few days 
of August there was quite a free de- 
mand for bolts and nuts from the retail 
hardware trade. It was rather unex- 
pected. Wholesale houses believe il 
was due to the retail trade allowing 
its stocks to get down to practically 
nothing and to the retail trade’s sudden 
conviction that prices are more likely 
to be higher than lower. The demand 
for bolts and nuts from manufacturers, 
on the other hand, is almost nil, indicat- 
ing business is slack and places closed 
either for that or vacation reasons. 


We quote from Boston jobbers’ 
stocks: 
Boits.—Machine bolts, with H. P. 


nuts, % x 4 in. shorter and smaller, 
50 and 10 per cent discount; larger 
and longer, 50 and 10 per cent dis- 
count; with C. T. & D. nuts, 40 and 
10 per cent discount; tap bolts, list; 
common carriage bolts, 40 and 10 per 
cent discount; Eagle carriage bolts, 


50 and 10 per cent discount; stove 
bolts, large lots, 70 per cent dis- 
count; small lots, 50 per cent dis- 


count; bolt ends, 40 and 10 per cent 
discount; tire bolts, 45 per cent dis- 
count. 

Nuts.—H. P., all kinds, list: C. P. & 
F., all kinds, lic. off list; check nuts, 
list; semi-finished hexagon nuts, *- 
in. and smaller, list; larger, list; 
semi-finished, case-hardened nuts, 
50 per cent discount. 


BRADS.—Manufacturers of wire brads 
have reduced prices about 5 per cent 
and jobbers have taken similar action. 
They are now 70 and 10 per cent dis- 
count. 

BUTTS.—One of the leading New En- 
gland manufacturers is out with new 
prices on butts, which indicate a slight 
downward adjustment. 


We quote from Boston jobbers’ 
stocks: 

Butts.—3% x 3% in., in full case 
lots, 26%c. per case net; in lots of 
five cases, 24%c; 3 x 3 in., in full 


case lots, 26c. a pair; in lots of five 

cases, 24c. 
CLOCKS.—Manufacturers of clocks 
are now looking forward to future busi- 
ness with considerable confidence. The 
New Haven Clock Co. has the following 
to say: 

“It is very easy to answer any ques- 
tion as to how business conditions are 
in the clock industry by stating that up 
to, say, three or four weeks ago, they 
have been extremely poor, but we note 
a marked improvement during the past 
few weeks, and though our sales for 
the past three months have fallen be- 
hind the corresponding months of 1928, 
nevertheless our total for the first six 
months—because of an extremely good 
first three months—is quite a bit ahead 
of the corresponding period last year. 
It is our opinion that stocks through- 
out the country are low. The buying 
seems to be held back by managers, 
who seem to have given strict orders 
to buy from hand to mouth. In the 
anticipation of a good fall, however, we 
are stocking up and feel hopeful for 
the fall.” 


COPPER AND BRASS.—tThe leading 
producer of copper and brass products, 
such as sheets, tubing, etc., has an- 
nounced a general uplift in prices, 
ranging from ‘4c. to %c. a pound. 
Jobbers, as a rule, are still doing busi- 
ness on the old price basis, and say 
there is little likelihood of their ad- 
vancing their lists within the near 
future. 


FIRE CLAY, ETC.—Stove lining, fur- 
nace clay, cement, burnsoot and similar 
products are showing signs of activity, 
notwithstanding the general inactivity 
of the hardware market. Wholesale 


houses attribute business conditions to 
low stocks being carried by the retail 
trade and to the general repairs needed 
in summer homes, as well as to the 
large amount of building throughout 
New England. 


We quote from Boston jobbers’ 
stocks: 

Stove Lining.—No. 3, two doz. to 
case, $3.60 per doz. list; No. 6, one 
doz. to case, $6; No. 10, one doz. to 
case, $8.40. Discount, 40 per cent. 

Patching Plaster.—No. 3, $3.60 per 
doz. list; No. 6, $6; No. 10, $8. Dis- 
count, 50 per cent. 

Black Furnace Cement.—One Ib. 
containers, 36 to the case, 18c. per 
lb. list; five lb. containers, 12 to the 
case, 14c. Discount, 50 per cent. 

iron Cement.—3% oz. containers, 3 
doz. to case, $14.40 per gross net. 

Crack Filler Paste.—No. 1, $1.80 per 
doz. net; No. 2, $3; No. 3, $4.20; No. 


- Sorneset.—$3.50 per doz. net. 

HOSE AND ACCESSORIES.—Manu- 
facturers of garden hose are out with 
new prices that become effective Sept. 
1. According to jobbers, they show an 
average decline of about 1c. per foot. 
Jobbers have not put into effect changes 
made by manufacturers some time ago, 
and because of the continued lack of 
rain are doing a big hose business. The 
use of hose, however, has been re- 
stricted in various New England towns, 
whose water supply is going down 
rather rapidly. Jobbers’ stocks of lawn 
sprinklers have been practically elimi- 
nated. Wholesale houses were obliged 
to turn down some business the past 
week because of this fact. New prices 
also are out on nozzles, showing re- 
ductions in some instances of 40c. to 
50c. a dozen. Coupling prices remain 
as heretofore. 

We quote from Boston jobbers’ 


stocks: 
50-ft. 


Rubber Hose. — %-in., in 
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Vacation Time is Clipper Time 


Now is a good time to push Hair 
Clippers. Folks are planning vaca- 
tions and purchasing supplies for 
their trips to mountains, seashore 
and country. They'll need Clippers 
to keep the hair neat and trim when 
barber shops are far away. 


The Brown & Sharpe “Bressant” 
is a universal favorite for personal 
use. It is simple to operate, easy to 
clean and stands up a lifetime. 


Display Brown & Sharpe 
Hair Clippers and anticipate 
your customers’ vacation 
needs. 


Brown & Sharpe Mfg. Co. 


Providence, R. I. 














BROWN & SHARPE HAIR CLIPPERS 


‘“Standard of the World’ 
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lengths, Commercial, 8c. per ft. net; 
Pointer, 9%c.; Leader, 94c.; Olympia 


(wire wound), 10c.; Good Luck, llic.; 
Vim, 10%c.; Milo, 12%c.; Bull Dog, 
13%c. For 25-ft. lengths add ‘%c. 
per foot. 

Reels. — Hose, Reel-Ezy, $18 per 
doz. net; Victor, $2 each net; Wirt 
& Knox, $3.75 each net. 

Tape.—Bulldog friction, 45c. per 
lb. net. 

Washers.— Good Luck, 60e. per 
gross net. 


Sprinklers. — Rain King, $2.33 net. 


KEGS.—The demand for kegs ap- 
parently dried up unexpectedly, and 
wholesale firms now say indications are 
sales will fall considerably short of 
those for 1923. Last year, it will be 
recalled, sales were smaller than for 
1922. The general public evidently 
have become largely fed up on kegs. 


We quote from Boston jobbers’ 
stocks: 

Cider Kegs.—5-gal., $1.45 each net; 
10-gal., $2; 15-gal., $2.25; 20-gal., 
$2.50; 25- 7 $2.85; 30-gal., $3.15, and 
50- gal., $4.25. 

LAWN MOWERS.—Manufacturers of 


lawn mowers are out with prices for 
next season. The new lists represent a 
decline of possibly 10 per cent on the 
average. Wholesale dealers will finish 
out the present season at old prices. 
Their stocks and those of the retail 
trade are down to narrow limits. 
We 
stocks: 


Lawn Mowers. — Hut, 
each, net; 16- in., $6.25 net; Jewel, 
14-in., $13.7 75 list; 16-in., $14.50; Co- 
lonial, 8-in. wheel, ballbearing, 16-in. 
$17.50 list; 18-in., $18.2 Newport, 
§-in. wheel, plain bearing. 16-in., 
$16.50 list; 18-in., $17.25; Lakewood, 
%-in. wheel, ballbearing, 16-in., $19.25 
list; 18-in., $20; Imperial, plain bear- 
ing, high wheel, five blades, 14-in., 
$26.50 list; 16-in., $28.50 1s8-in., 
$30.50; Imperial, ballbearing, 14-in., 
$29 list: 16-in., $31; 18-in., $33; 20-in., 
$35; Caldwell lawn trim, 8-in., $16.50 
list. Discount, 50 per cent 

Motor Lawn Mowers. — No. L, 
$292.50 net; No. H, $360 net. 

Lawn Rollers.— Water weighted, 
18-in. diameter x 24-in. long, $414.84 
each, net, 24-in. diameter x 
long, $17.17. 

Sprinklers.—Lawn, 
per doz. net; fountain, half circle, 
$6.65; Brooks, $8; Rain King, $2.34. 


LETTER BOXES.—A fresh spurt in 
the demand for letter boxes is reported 
by the wholesale trade. They look on 
the buying with considerable misgiving, 
however, being of the opinion it is the 
last of the season and but temporary. 
Wholesale stocks are low, and it has 
been necessary to secure rush ship- 
ments from manufacturers to fill cur- 
rent orders. 


We quote 
stocks: 


Letter Boxes.— Corbin line, No. 
2477, $8 per doz. net; No. 2406, — = 
No. 2416, $12; No. 2418, $12; 
$14.50: No. 4, $18; No. 2437, NSS. 40" 
Hessler rural delivery, $11 per doz. 
net. 


NAILS.—Jobbers have put into effect 
new prices on wire nails, which show 
a decline of 5c. per keg from store and 
of 10c. from mill. More or less price 
cutting on nails has been in vogue in 
various parts of New England for some 
time, and the action of local jobbers 
simply represents the meeting of trade 
conditions. 


quote from Boston jobbers’ 


14-in., $6 


24-in. 


fountain, $7.75 


from Boston jobbers’ 


——. quote from Boston jobbers’ 
stock 
Nails. —Wire, $3.85 per keg, base, 


HARDWARE AGE 


from store; from mill in less than 
carload lots, $3.15 per keg base, and 
in carload lots, $2.90 per keg base, 
f.o.b. Pittsburgh. Galvanized wire 
nails, l-in. and longer, add $2.50 per 
keg; shorter than l-in., $2.75; cut 
nails, from store, $4.15 per keg base; 
hardened steel, $8.10; direct ship- 
ments from mill, car lots, $3.50, less 
than car lots, $3.65, f.o.b. Pittsburgh; 
Tremont, in less than car lots, $3.85; 
hardened steel, $7.60 f.o.b. Wareham, 
Mass.; galvanized, 4-pennyweight 
and smaller, $6.30 f.o.b. factory base; 
larger, $7.05; from store, 4-penny- 
weight and smaller, $6.80 base; 
larger, $7.55; cement coated nails from 
mill, in less than carloads, $3.75 per 


keg base; in carloads, $3.45; hard steel 
nails, from store, $8.10 per keg 
base; from factory, $7.60; blued 3- 
pennyweight, light sterilized lath, 
$2.05 per keg. Galvanized roofing 
nails, %-in. head, $8.10 to $8.70 per 
keg net. 


PAINTS.—The demand for mixed 
paints holds up remarkably well, al- 
though it is less insistent than a month 
or so ago. Retail buying at the mo- 
ment appears to be confined largely to 
small containers, although occasionally 
a wholesd&le house receives a_ stock 
order and a real replacement order 
from the retail trade. It is said, by 
people who ought to know, that a re- 
markably small number of old houses 
were painted this season; that the 
greater portion of the paint consumed 
this summer was for small jobs, but 
that the number of small jobs was ex- 
ceptionally large. 


RIV ETS.—Brass rivets are lower. For 
instance, 5/16 in., heretofore costing the 
retail trade $2.50 net, are now $1.78. 


We quote jobbers’ 
stocks: 


Rivets. — Structural, button head 
in 200-lb. kegs, $4.10 per 100-lb. base; 
for lots of less than 200 lb., but not 
less than 100 lb. an extra charge of 
40c. per 100 lb. is made. Iron rivets, 
small, 40 and 10 per cent discount. 


ROOFING MATERIAL. — ‘Sales. of 
shingles are fairly active, according to 
jobbers. Requests for other kinds of 
roofing material are few and far be- 
tween, however. A big tonnage of 
material has been moved so far this 
season, 
We 
stocks: 


Roofing Paper.—Japroid line, slate 
surface, imprinted, $3.40 per roll; 
plain standard, $2.40 and $2.65; Lead- 
er, light (35 Ib.), $1.70; medium (45 
lb.), $2.15; heavy (55 Ib.), $2.65; 
Rockroid, light, $1.05; medium, $1.45; 
heavy, $1.60. 


Shingles. — Japroid line, 
$5.25 per square; super giant, 


from Boston 


quote from Boston 


jobbers’ 
/ 


lock top, 
12%- 


in., $9; individual, $6.25; super strip, 
$7.25; strip, 10-in., $6.35. 
Paper.—Bermico sheathing, $85 a 


ton; Japroid sheathing, $67.50; tarred 
felt, larger rolls, $64.50 a ton; smaller, 
$65.50 a ton. 


Roof Coating.—Stormtight, 
green and red, 5-gal., $3.40 per gal.; 
l-gal., $3.50; plastic roof cement, 5- 
gal., 32c. list; l-gal., 35c. Discount 
3344 per cent. 


Roof Coating. — Liquid, black, in 
drums or barrels, $1 per gal. net; 
in half barrels or drums, $1.07 per 
gal.; in 20-gal. lots, $1.20 per gal.; 
in 15-gal. lots, $1.20; in 10-gal. lots, 
$1.20; in 5-gal. lots, $1.27: in 1-gal. 
lots, $1.34. Other colors cost consid- 
erably more. 


Roof Cement.—Plastic, black, in 50- 
lb. lots, $12.67 per 100 Ib.; in 25-Ib. 
lots, $12.74; in 10-lb. lots, $14; in 5- 
lb. lots, $14.67; in 1-lb. lots, $16.67. 
Other colors cost more. 

Primers.—In l1-gal. lots, $1; 
gal. lots, 94c. a gal.; in 10-gal. 
84c. a gal. 





liquid, 


in 5- 
lots, 
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Roofing Cement.—In 1-lb. cans, 32 
to the case, 15c. per Ib. net; in 3-lb. 
cans, 12 to the case, 13c.; in 5-Ib. 
cans, 12 to the case, 12c. 


SANDPAPER.—Jobbers have reduced 
both sandpaper and emery cloth 5 per 
cent, following the receipt of new lists 
from the manufacturers. 
We 
stocks: 


Sandpaper. —In less than %-ream 
lots, 35 and per cent discount; 
in lots of %-ream or more, 40 and 
5 per cent. Emery cloth, 5 and 5 
per cent discount. 


SASH CORD.—Because of the recent 
buoyancy of the raw cotton market, 
rumors have come thick and fast that 
sash cord is to be advanced within the 
near future. Since these rumors were 
put into circulation the raw cotton 
market has been going off about as fast 
as it went up, consequently the whole- 
sale trade does not know what to be- 
lieve. 

We quote 
stocks: 

Sash Cord.—Acme, No. 6, 53c a 
lb.; No. 7, 5lc.; Nos. 8, 9, 10 and 
12, 50c. Sachem, No. 7, 48c. a Ib.; 
No. 8, 47c. Sampson spot, No. 7, 
85c. a lb.; Nos. 8, 9 and 10, 84c. 

SHEET LEAD.—tThe price of pig lead, 
on the other hand, has been consistently 
advancing of late, and the wholesale 
trade is of the belief that prices on 
sheet lead may be higher before long. 

We 

stocks 


Sheet Lead.—Per Ib., 
list. 


quote from Boston jobbers’ 


from Boston jobbers’ 


quote from Boston jobbers’ 


14%c. base 
SHEET ZINC.—A fairly active market 
for sheet zinc exists, say jobbers. The 
volume of business, they say, is unusu- 
ally good for this time of the year, and 
naturally pleasing. 


band quote from Boston jobbers’ 
stock 

shent Zinc.—From store, 14%4c. per 
lb. base. 


WINDOW GLASS.—Some shipments 
of window glass from jobbers stocks 
for retailers’ fall requirements are 
noted, but there is no snap to the move- 
ment and the wholesale houses do not 
look for any real volume of sales until 
after Sept. 1. Then, it is believed, the 
market will be active, for retail stocks 
are said to be small and badly broken. 


We quote from Boston jobbers’ 
stocks: 


Window Glass. — Single A, 25 
bracket, 85 per cent discount; 34 to 
40 bracket, 84 per cent discount; 
larger, 82 per cent discount. Double- 
A, all sizes, 83 per cent discount. 
Single B, 25 bracket, 85 per cent dis- 
count; 34 to 40 bracket, 85 per cent 
discount; larger, 83 per cent discount. 
Double B, all sizes, 86 per cent dis- 
count. 


WINDOW WIRE.—The market for 
cellar window wire is 25c. per 100 sq. 
ft. lower, manufacturers and jobbers 
having adjusted their prices that much. 
New prices to the retail dealer follow: 


We quote from Boston jobbers’ 
stoeks: 


Cellar Window Wire.—Galvanized, 
in 100-ft. rolls, 24 in. to 48 in., 2- 
mesh, $5 per 100 sq. ft. net; 2%- 
mesh, $5.25; 3-mesh, $5.30; 4- meee. 
$5.60; 5-mesh, $5.60; 6- mesh, $5.95; 
7-mesh, .60; 8-mesh, $6.60. Extras 
—Under 24-in. or over 48- in., 25c. per 
roll; 50-ft. rolls, 10c. per 100 sq. ft. 
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For Sure - Fire Profits/ 


Gold Seal 


RUGS 


Beautiful-Economical-Durable 





Modern housekeepers prefer Gold- Seal Congoleum 
Stove-Rugs to the old-fashioned metal stove board. They 
cost a lot less. They come in designs and colorings of 
unusual beauty, are just as waterproof, rot-proof and fire- 
resistant, and lie absolutely flat without fastening. The 
Gold-Seal Guarantee appears on each and every one. 

You can sell Congoleum Stove-Rugs any time, but 
right now is the best time to buy. 

There’s a substantial turnover on Gold-Seal Congoleum 
Stove-Rugs in the early fall—for what you don’t sell for 
use under stoves go like hot cakes for use in doorways, 
vestibules, and in dozens of other places about the house 
where excessive traffic is encountered. 

Write our Hardware Division Headquarters for infor- 
mation about Gold-Seal products and profits—but order 
your Gold-Seal stock from the nearest jobber listed below. 


All sizes of Stove-Rugs available in two assort- 


ments. Asst. No. |—patterns 234, 236, 238. 


CONGOLEUM COMPANY Asst. No. 2—patterns 240, 242, 244. , 


INCORPORATED 6'x 6' (3 different patterns to a carton). 


Hardware Division Headquarters, Philadelphia, Pa. 4144'x 4%' and 3'x 3' (6 rugs to a carton, 2 
each of three patterns). 





Order Gold-Seal Congoleum from these Jobbers 


EASTERN JOBBERS Miller-Jackson Co. . ° P Oklahoma City, Okla. 
Ballou, Johnson & Nichols Co. . Providence, R. I. Morley-Murphy Hardware Co. -__ Green Bay, Wis. 
Beckley Hardware Co. . ‘ . Beckley, W. Va. Northern Hardware & -“\yngeaal Co. Rea mee Mich. 
Hall & Knight Hardware Ge. « , - Lewiston, Me. J. Pritzlaff Hardware Co. . Milwaukee, Wis. 
H. M. Hodges & Brother . . . New Haven, Conn. Saginaw Hardware Co. . Saginaw, Mich. 
F. P. May Hardware Co. . ’ Washington, D. C. Standart Bros. Hardware Corp. | ‘ Detroit, Mich. 
Persinger Hardware Co. Williamson, W. Va. Townley Metal & ae eee Co. . Kansas City, Mo. 
Rice & Miller . é ; : . : Bangor, Me. Van Camp Hardware Co. ‘ Indianapolis, Ind. 
Swank Hardware Co. . . . - Johnstown, Pa. m. Volker & Company . ° - Kansas City, _— 0. 
Talbot, Brooks & Ayer. . ; - Portland, Me. Weiss-Muessel Co. ° ° wees Bend, 
John B. Varick Co. . ‘ Manchester, N. H. Woodward Hardware Co. . ° Cairo, Tl. 

CENTRAL JOBBERS WESTERN JOBBERS. 

‘ Arizona Hardware Supply Ce. . ‘ Phoenix, Ariz. 

Ee i : reed Goce aoe Marshall-Wells Co. . ‘ ‘ Spokane, Wash. 
eee Hardware & Mfg. . Co. ° Louisville, Ky. a ney * Co. : 7 7 ’ Portland, Ore. 
Blish, Mize & Silliman Hwe. Co. . Atchison, Kan. ee ae iy ' my lt 
Boetticher & Kellogg Co... . . Evansville, Ind. Win V Seeger yo Hwe. Co. . Sa poy aes — 
Edwards & Chamberlain Co. ° Kalamazoo, Mich. Wm. Volkec & en rtd : ’ ; S + a Cal. 
Excelsior Stove & Mfg. Co. ° ° ° Quincy, Ill. Win, Volker & are ted : : — A ene wag _ 
Farwell, Ozmun, Kirk & Co. . . St. Paul, Minn. — oe © : attle, Wash. 
Fones Bros. Hardware Co. - - Little Rock, Ark. SOUTHERN JOBBERS 
Wm. Frankfurth Hardware Co. ‘ Milwaukee, Wis. Momsen-Dunnegan-Ryan Co. . ; El Paso, Texas 
Harper & McIntire Co. . . Ottumwa, Ia. Morrow-Thomas Hardwarc Co. . Amarillo, Texas 
Harper & McIntire Co. "Cedar napiee, lowa Nash Hardware Co. ° Fort Worth, Texas 
Hibbard, Spencer, Bartlett & Co. o, Ill. Sullivan-Markley Hardware Co. - Greenville, S. C. 
Janney, ‘Semple, Hill & Co. . ° WOM... lise. Tampa Hardware Co. . ° - Tampa, Fla. 
Lambert-Grisham a Co. - Henderson, Ky. Wm. Volker & Company . ; ‘ Houston, Texas 


Marshall-Wells Co. ‘ " Duluth, Minn. Wm. Volker & Company ‘ ° ‘ Dallas, Texas 


























ROM the first cold day 

to the last snowfall, 
steady sales of FELT 
Weather Stripping will be a 
big feature of this winter’s 
trade. 


Universal popularity is now 
assured to Felt Weather 
Stripping. Every household 
must be kept warm and com- 
fortable amidst the cold and 
draughts of a windy autumn 
and a stormy winter. 


FELT WEATHER 
STRIPPING 


The most. satisfactory 
weather stripping yet de- 
vised, 

One of the best-selling 10c 
necessities on the market. 
—The only practical and in- 
expensive safeguard against 
cold and draughts. 


I-asiest to attach to doors 
and windows. 


—Most flexible and durable 
made. 

—Offered in attractive 
cartons that help sales. 



































\ a. . an »{NG 
HER 


Ask your wholesaler or write 
us today for profitable dealer 
offer and sample. 


Gerstein Brothers 


517 Broadway 
New York 
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Important Improvements to 
Woodrow Tilting Washer 


Several important improvements 
have recently been made by the Wood- 
row Mfg. Co., Newton, Iowa, affecting 
its line of Woodrow Tilting Tub Wash- 
ers. These include the Saf-T-feed 
which makes the wringer perfectly safe 
and prevents clothing from winding 
around the rolls. The use of this at- 
tachment permits the operator to stand 
erect, making the operation easy and 
more rapid, and eliminates the neces- 
sity of even putting the hands in the 
water. 





New Special Adjustable 
Wrench | 


No wrench has ever been manufac- 
tured before combining as many ad- 
vantages as the Hoe wrench, says the 
Hoe Corporation, Poughkeepsie, N. Y.., 





in an announcement regarding the 
wrench they have recently put on the 
market. 


Among the advantages enumerated 
by the makers are that it saves time 
and money; that it is equally good for 
outside work in mud and sand; on 
overhead work, for close quarters, 
against a flat wall, or for turning a 
difficult nut anywhere. 

The Hoe wrench, it is said, is a one 
hand wrench. It can be applied or 
taken off faster and easier than most 
adjustable wrenches, according to its 
maker. Furthermore, it is claimed that 
it will grip any object, any shape, 
round, flat, square, hexagon, or irreg- 
ular within the opening of the jaws and 
into which the teeth can bite. Descrip- 
tive circulars may be obtained from 
the Hoe Corporation upon request, to- 
gether with illustrations and list prices. 

The handles and jaws are made of 
drop forged manganese high carbon 
steel, hardened and tempered. The 
spring is of the highest quality music 
wire. The links are hard rolled high 
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carbon steel, hardened and tempered. 
It runs in sizes from 6 to 18 in., the 6 
in. size taking any nut off pipe from 
1% in. diameter to % in. diameter. The 
18 in. size will take any nut off pipe 
from % in. diameter to 3% in. dia- 
meter. Intermediate sizes are propor- 
tionately gaged. 


New Catalog 


The Stowe Supply Co., Kansas City, 
Mo., has issued a new catalog No. 30, 
showing its line of hardware, agricul- 
tural supplies, auto accessories and 
various lines of specialties. 





Soldering Outfit for the 
Radio Constructor 


The Burnley Radio Outfit, made by 
The Burnley Battery & Mfg. Co., North 
East, Pa., is designed to afford the 
radio constructor a means of securing 
perfectly soldered connections. As 
good soldering largely depends on the 
equipment used, the company has as- 
sembled this outfit with a view of get- 
ting maximum results with a minimum 
of effort. 





Clippers 
Recognizing the merchandising 
axiom “goods well-shown are half 


sold,” H. K. Porter, Inc., has already 
for distribution a very striking and 


PORTER'S 


DULY CLIPPERS g 
# 











Gor mye 














effective display stand, showing four 
popular models of Porter’s bolt 
clippers. 

This display, measuring 16% in. by 
22% in., is lithographed in yellow, red 
and black upon heavy sheet steel and 
can be used either as a counter or 
wall display sign. 





New Handy 


The Handy Pocket Torpedo Level, 
made by Mayes Bros. Tool Mfg. Co., 
Port Austin, Mich., is a well-made and 
accurate tool that should appeal to all 
level users. It is 9 in. long, fully brass 
bound, made of black walnut and is de- 







signed to fit into the vest pocket. The 
level is made of high-grade material, 
and as in the case of the company’s 
aluminum levels, is guaranteed against 
any fault in workmanship and against 
breakage. 





Pocket Level 


The latest improvements in the manu- 
facture of the company’s level is the use 
of a marked vial which does away with 
the old method of marking by means 
of wire rings. The company manufac- 
tures, in connection with its line of wood 








and aluminum levels, wood and alumi- 
num hawks, wood and aluminum dar- 
bies, cork and wood floats and wood 
paddles and hods. These tools are also 
guaranteed. 
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The live hardware 
dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 
Cambridge, Mass. 


Makers of these famous 
brands of Garden Hose 
BULL DOG, 
GOOD LUCK 
and MILO 
Also 
Good Luck Jar Rings 
Good Luck Hose Washers 
Bull Dog Friction Tape 














“How Traditions Stick! 


‘Years ago when the cheapest possible 
jar rings came packed with the jars, all 
good canning instructors advised throwing 
the rings away. 


“Today the makers of high grade glass 
jars pack a dozen GOOD LUCK rings 
with each dozen jars, yet every now and 
then someone asks me if it is safe to use 
these rings. 


“GOOD LUCKS are GOOD LUCKS 


whether they come with the jars or in the 
little red box, but be sure the jars are a 
type which carry GOOD LUCKS with 


them.” 
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Orders Increasing; Crops Look Good; 
Tourist Trade Heavy in Northwest 


HERE is no question but that business is coming 
back, not only in hardware lines, but in all lines, in 


the Northwest. 


rather small. 


AXES.—Sales of axes are only fair, 
with plenty of stocks on hand to meet 


all requirements. Prices have not 
changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit axes, 


base weights, $19. 


BOLTS.—Call for bolts has not shown 
any change at this time. Stocks are 
well filled. Prices have been lowered 
slightly, but there seems to be a feel- 
ing that they may again advance at 
any time. 

We quote from 
f.o.b. Twin Cities: Carriage bolts at 
60 per cent; machine bolts at 60-5 
per cent; stove bolts at 75 per cent 
and lag screws at 60-10 per cent 
from standard lists. 

BRADS.—There is no change in the 
prices on brads, and stocks are well as- 
sorted. Sales are at an even rate. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 

BUILDERS’ HARDWARE.—Builders’ 
hardware continues to move at about 
the same rate as it has for some weeks 
past. There is a call for certain classes 
of hardware, but others are not moving. 
Residence building is proceeding at an 
average rate, with prospects for better 
business in the next few weeks. 


CHURNS.—There is still a fair call for 
churns, although at this time of the 
year there is usually a falling off in or- 
ders. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns, 

40 per cent from standard lists. 
HOSE.—With the warmer weather the 
sale of lawn hose has increased to a 
marked degree, even though there have 
been frequent rains. Stocks are still 
in fair condition, with some sizes and 
brands rather low. Prices have not 
changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Garden hose, com- 
petition grade, 3-ply, %-in., 9c. per 
ft.; 5-ply, 10%c. per ft.; %-in. molded 
hose, 12c. per ft.; %-in. hose is about 
one cent less per ft. 

LANTERNS.—Sales of lanterns are 
normal for this season of the year, with 
stocks well filled and no change in 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz.; Embury lanterns No. 210, $7.75 
per doz.; No. 240, $12.75 per doz.: No. 
— Midget vehicle lanterns, $17 per 
OZ. 


jobbers’ stocks, 


Orders have been increasing in num- 
ber, even though the individual orders have remained 
The merchants are beginning to stock up 
slowly, still feeling their way along the lines of trade, to 
be sure that there is a real demand for merchandise. The 
real resumption of business will naturally not come until 


the proceeds. 
try. 
rate. 


NAILS.—The drop in prices on nails 
has not stimulated the business to any 
noticeable extent. There is a steady 
call, though not heavy, for nails. 
Stocks are fairly well assorted and in 
good condition. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.90 per keg, base, and 


cement coated wire nails at $3.00 per 
keg, base. 


PAINTS.—tThe increase in sales noted 
last week has continued. It appears 
that the public has resumed buying 
paints earlier this year than for sev- 
eral seasons past. Sales in all lines of 
paint materials seem to be affected. 
Jobbers are finding steady call for 
goods, with stocks still in good con- 
dition. Prices have not changed. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 


paints, $2.80 per gal.; second grade 
house, paints, $2.10 per gal.; best 
white lead, $12.83 per cwt. 


POULTRY NETTING.—Sales continue 
on rather a weak basis, the heavier 
call having passed. Stocks are light, 
and broken. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon poultry 
netting, 45-5 per cent from standard 
lists. 

ROPE.—Aside from hay rope, sales in 
this item are running at a fair rate. 
Stocks are well supplied, with no 
change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grades of 
manila rope, 19%c. per Ib. Best 


grades of sisal rope, 16%c. per Ib. 
SANDPAPER.— With some of the 
shops and factories beginning opera- 
tions for the fall, the demand for sand- 
paper is beginning to show some im- 
provement. Stocks are well assorted, 
with prices remaining unchanged. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper, per ream, $5.85; second 
grade, No. 1, per ream, $5.25; Garnet 
No. 1, per ream, $16.50. 


SCREWS.—Sales are showing a slight 
improvement, The prices are holding 
steady, with no prospect of changes. 
Stocks are heavy enough to care for all 
orders at present. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 5-15 per cent; 
round head blued at 75-5 per cent; 
flat head brass at 70-10 per cent; 
round head brass at 65-10 per cent 
from standard lists. 


SASH CORD.—There is no change in 
the sale of sash cord as yet, and the 


the crops are harvested and threshed, but with some of the 
early grains already in shock, and showing a good yield, 
the tendency is for the public to plan on purchases from 


Tourist travel is at its height in this section of the coun- 
Everywhere the trails are well traveled, and the 
merchants are reaping that crop at a very satisfactory 
The tendency is to welcome the tourist. 


stocks on hand are sufficient to more 


than care for present business. Prices 
have not been changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grades No. 8, 
86c. per lb.; ordinary grades No. 8, 
45c. per lb 
SASH WEIGHTS.—Sales are nominal 
on sash weights, with plenty of weights 
in stock. Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sash weights, $2.50 
per cwt. 

STEEL SHEETS.—Sales are fair, with 
plenty of stock in jobbers’ hands. The 
demand is for repair work to a great 
extent, although there is an occasional 
new job. Prices have not changed. 

We quote from iobbers’ stocks, 
f.o.b. Twin Cities: 28 ga. galvanized 
sheets at $5.85 ecwt., and 28 ga. 
black steel sheets, $4.75 cwt. 

WIRE.—Wire still is selling at only a 
fair rate. There is little demand from 
the farms for barbed wire at this time 
of the year. Stocks are well filled, 
with no further change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: barbed painted 
hog wire $3.73 per 80 rod_ spool, 


barbed painted cattle wire at $3.49 
per 80 rod spool, barbed galvanized 
hog wire at $3.94 per 80 rod spool, 
barbed galvanized cattle wire, $3.68 
per 80 rod spool, No. 9 plain fence 
wire, $3.90 cwt., and No. 9 galvan- 
ized fence wire, $4.35 cwt. 


WIRE CLOTH.—tThere is only a nom- 
inal call for wire cloth, the greater 
portion of sales being for repair work. 
Stocks are rather light, and prices un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black wire cloth, 
12 x 12 mesh, at $2.10 per 100 sq. ft.; 
galvanized wire cloth, 12 x 12 mesh, 
$2.60 per 100 sq. ft 


WRENCHES.—Sales of wrenches are 
improving slightly. Shop and garage 
trade is better. Stocks are in good 
condition, with no change in prices. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 

Agricultural wrenches, 65 per cent; 
Coes’ wrenches, 40-10 per cent; en- 
gineers’ wrenches, 62% per cent from 
new lists; knife handle wrenches, 
40-10 per cent; Stillson and Trimo 
wrenches, 60 per cent. Snap-on 
wrenches in sets, Master Service No. 
101, $15.25; No. $8.80; No. 404, 
$8.75; No. 505B, $3.40, No. 50 radio 
and electrical set, $4; No. 101 Master 
Service Set, $15.25; No. 202 Heavy 
Duty Set, $8.80; No. 303, Ford Mas- 
ter Service Set, $14.85; No. 404 Flex- 
ible Socket Set, $8.75; No. 505B 
Screwdriver Blades, $3.40; No. 900 
Set square socket, $3.70, less 40 per 
cent. 
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A Timely Tip To Hardware Dealers! 
| -——____._ ____ 
Display and Push This 
Outfit NOW while 
Women are Preserving 
You can sell all the *Everedy 
Jelly Bags and Stands you have 
in stock with very little effort. ' 
This outfit takes all the hard tag IR ne yn gp, Sabena 0d 
work out of preserving. House- ee ee 
wives will buy the Everedy if *Everedy Bottle Capper 
you display them in windows and iting ng “omg oem 
* EV ° - aps any size ote Wwitnou 
a ap ~_ a — cn — breaking. Over half million in 
Price 75c wn eaier ne ps wi eac eo “— hag —— = 
ase. etalisS or 1.50. ain 
ee Cage Soe —— base $1.25. Order six in box. 
A Talking Point That Everedy ita “r Bag 
ell The Evered ae 
Helps Sell Th y Home-beverage makers like this 
* The Everedy Jelly Bag and Stand (as well as outfit. Bag mapped. You can sell 
the Everedy Bottle Capper) has been tested and agg pice pe ae retails 
approved by Good Housekeeping Institute. x » i 
% Advertised in Good Housekeeping Magazine. 6 rnegcen ees ee 
Slight increase in prices in Canada and Far West 10¢ aoe rag siineiasat — 
Everedy Fish Scaler for 
Kitchen or Camp ————————— 
THE EVEREDY COMPANY Rust-proof metal blade. Sells 
1 East Street easily at 10¢. 
FREDERICK, MARYLAND 
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LEVER 





PLUNGER ROD END 


for home use. 


PLUNGER ROD LINK END 


LINK 
STUFFING - BOX NUT 


ROD PACKING AIR CHAMBER TUBE 


plunger rod and 
AIR CHAMBER 


BIBB COCK HANDLE CYLINDER TOP SECTION 


p / 
COMPRESSION VALVE STEM easy to sell! 


COMPRESSION VALVE NUT 
COMPRESSION VALVE 
COMPRESSION BIBB COCK 
SPOUT NUT 

HOSE TUBE 


PLUNGER CAGE 

BACK OUTLET 

POPPET VALVE 

PLUNGER CRIMP (Leather) 
PLUNGER FOLLOWER 


BRASS CYLINDER 


UNION NUT 
LINK END 


TRIP VALVE WEIGHT CHICAGO, 


CYLINDER FLANGE 


EATHER VALVE 
. DETROIT. 


KANSAS CITY. 


BASE 


BRASS VALVE SEA . English 


a Re 


Deming “‘Blue Special 
House Force Pump’’ 





a 


Will lift and force 50 feet. 
large air chamber; 
swinging fulcrum, to make pumping easy ; brass cased 


DALTIREGE< cc ccccece Southern Supply Co. 


Henion & Hubbell, 217-221 N. Jefferson St. 
DENVER, Hendrie & Bolthoff Mfg. & Supply Co. 
.Standart Bros. Hardware Corp. 


UMPS— 










a 


MAND AND POWER PUMPS FOR ALL USES 


You'll Sell Lots of These Pumps 


The Blue Special is one of our most popular hand pumps 


Has 3-inch brass tube cylinder; 
bolted base; back outlet; extra long 


brass valve seat. Painted in blue and gold. 


It’s easy to look at, easy to install, easy to operate, and 


Complete Pump Catalog Free. 


THE DEMING CO. 


The nearest distributor will work with 


EST. 
1880 


SALEM, OHIO 


you for mutual profit. 


LOUISVILLE eeecseeoeoeeeeeeeesesers Laib Co. 
MINNEAPOLIS ........- Central Supply Co 
RICHMOND....... Sydnor Pump & Well Co. 


PITTSBURGH, 
Harris Pump & Supply Co., 316 ome Ave. 
OR 


Tool & Supply Co. Crane Co. 
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Washington News 
(Continued from page 52) 


=(Glass-Ha rdware= 


With any commodity the GEN- 
UINE article is always the best and 
safest to buy. 




















Ask your Jobber for 
‘“*TEGCO”’ Glass 
Knobs. 


These knobs are 
made in four sizes, 
of the very finest 
crystal and opal 
glass. 


The faces are all cut 
and polished and the 
bottoms are studded, 
absolutely prevent- 
ing them from turn- 
ing, slipping, or be- 
coming loose. 


Cuts Show Actual 


Size 





For sale by 
All the leading 
Wholesale 
Hardware 
Jobbers 
in U. S. A. 

and Canada 








This cut shows 
studded bottom 


ecCCeeeeedeneateiocecacies 


Manufactured by 


TECHNICAL GLASS CO., Ince. 
48th St. and Santa Fe Ave., Los Angeles, Calif. 

















for re-election next November, the terms of only one- 
third of the Senate will expire next March; hence but 
thirty-two Senators will be voted for in November. Thus 
two-thirds of the Senate will remain without possibility 
of a change. 

The Senate is now made up of 51 Republicans, 43 Demo- 
crats and two farmer-laborites. The apparent plurality 
of eight Republicans is offset, however, by the La Follette 
insurgent group which has always been able to muster 
from eight to eleven votes on occasion. 

Of the 32 Senators whose terms expire next March, 
17 are Republican, 14 are Democrats and one is a farmer- 
laborite. Three of the Republicans are pronounced radi- 
cals, while two or three others show tendencies in that 
direction. 


No Change Likely In Senate 


To eliminate the insurgents it would be necessary for 
the Republicans or the Democrats to elect twenty Senators 
in November, but political conditions in the States af- 
fected are such that neither party can hope for any 
substantial gains. The Senate in the Sixty-Ninth Con- 
gress, therefore, is not likely to differ politically from the 
present Senate to such an extent as to affect legislation. 

It is an interesting fact, however, that while the pro- 
gram of the House Committee on Interstate and Foreign 
Commerce was blocked at the recent sessions by the 
insurgents, a majority of the radical Senators, are be- 
lieved to favor price protection legislation, a so-called 
“honest” paint bill and a general misbranding measure. 
There is, therefore, some encouragement to believe that 
in the Sixty-Ninth Congress a conservative House will 
temper the radical tendencies of the champions of mis- 
branding and paint legislation while the radicals in the 
Senate will be disposed to assist in the enactment of price 
protection legislation. 


Canadians Want Higher Tariff 


The practical effect upon the industries of Canada of 
the Fordney-McCumber tariff law, supplemented by Presi- 
dent Coolidge’s proclamation increasing the wheat duty, 
has started an agitation in the Dominion for higher tariffs 
on all manufactured articles and for an export duty on 
wheat. Joint debates are being held throughout the 
Dominion between representatives of Premier MacKenzie 
King, who favors a low tariff, and those of Rt. Hon. 
Arthur Meighen, leader of the conservative party, who 
is the chief champion of the protective policy. 

The low tariff advocates disavow the principle of actual 
free trade, but argue for a tariff for revenue only, claim- 
ing the Canadian manufacturing industries are over- 
developed and only desire protection to enable them to 
pay interest on excessive overhead. The protectionists, 
however, argue that the people of the United States are 
today more prosperous than those of Canada and point 
to the fact that large numbers of Canadians are crossing 
the border to find employment in our manufacturing indus- 
tries and even to take up farms in the northern tier of 
States. 

It is contended by the protectionists that the difference 
in conditions is chiefly due to the fact that while the 
United States has increased her tariff on many articles 
since the war, Canadian industry has suffered from no 
less than five successive tariff reductions. 


High Duty Cuts Wheat Imports 


The action of President Coolidge in raising the import 
duty on wheat from 30 cents to 42 cents per bushel has 
had a peculiar effect upon the production of wheat and 
flour in Canada, The importation of wheat from Canada 
has been brought to a standstill except that wheat for 
milling in bond is being brought in in even larger volume 
than before the duty was raised. 

This wheat is turned into flour and exported to foreign 
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countries with benefit of draw-back of 99 per cent of the 
duty paid thereon. As this flour goes to neutral foreign 
markets, Canadian millers find themselves facing the com- 
petition of the product of the American mills made from 
Canadian wheat. 

To meet this situation the millers are agitating for an 
export duty on wheat. The wheat growers, however, are 
not convinced that it would be to their advantage to shut 
off the exports to the United States in the hope of 
stimulating the sale of foreign flour made in Canadian 
mills. A bird in the hand looks better to them than two 
in the bush. 


Big Deficit In Canadian National Railways 


As the result of existing tariff conditions, it is alleged, 
the Canadian railroads have suffered a decline in traffic, 
especially in the export movement of Canadian products. 
The Canadian National Railways during the year just 
closed showed a deficit of $52,779,000, including interest 
and fixed charges. 

Inasmuch as the government-owned railway system ran 
behind no less than $58,690,911 in 1922, before the Ford- 
ney-McCumber Tariff Act began to get in its work, it 
would look as though these deficits were due rather to 
bad management than to the tariff. Certainly they con- 
stitute a pretty strong argument against the governmental 
operation of public utilities. 


Japan Threatens Higher Tariff 


The State Department is in receipt of cable advices to 
the effect that the Japanese Government has introduced 
in the Diet a bill providing for an ad valorem duty of 
100 per cent on two hundred and fifty articles listed as 
luxuries. These include cameras, films, phonographs and 
records, precious stones, watches and other jewelry, tex- 
tiles, wool, leather goods and liquors. 

While at first blush it would seem that American trade 
with Japan would be hard hit by the threatened legisla- 
tion, it is an interesting fact that the Japanese buy few of 
the luxuries listed from this country, but import chiefly 
staple products, such as iron and steel, machinery and 
cotton. ‘ 

During the first six months of 1924 Japan ran up an 
adverse balance in its foreign trade of $330,000,000. This 
would approximate $660,000,000 for the current calendar 
year and is in sharp contrast with our own favorable 
trade balance, which for 1924 will run close to $800,000,000. 
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Face to Face Selling 


Is your product one that will lend it- 
self to the most direct type of promotion 
—face to face selling—house to house, 
office to office or factory to factory? 


We have had some remarkable expe- 
riences with this class of work. 


It is intensive in the highest degree. 
It proves beyond a shadow of a doubt 
what a market may be made to absorb. 
You can have no idea of your real mar- 
ket possibilities until you’ve tried it. 


If this suggestion fits your business 
we can provide both the plan and the 
organization to put the plan into action. 


—The Spade 
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A FULL LINE 
FROM WHICH 
TO CHOOSE 


E believe it is cheaper to buy Turner, 

Day & Woolworth handles and here’s 
why. First, concentration of purchases—2000 
patterns in stock, a full line to choose from. 


A standard of grading that we know is un- 
excelled, that cannot be beaten. Naturally, it 
gives us a variety of grades which in turn 
gives you a variety to choose from. 


That’s what our trademarks mean—a variety 
of uniform grades. And we carry a full line 
of handles so you can find what you need right 
here. One red-headed stamp gets the full de- 
tails on a full line, one order, one account, one 
dependable service. °* 


We want your complete business; we offer a 
complete service. 


Copyrighted Brands 


DANIEL BOONE PERFECTION 
AMERICAN BEAUTY TRIUMPH 


DAISY HERCULES 
SUNFLOWER SUCCESS 
PEERLESS EAGLE 
BEAUTY ROYAL OAK 


Turner, Day & Woolworth 
Handle Co. 


Incorporated 
Kentucky 


“Since 1855” 
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This Display Board 
Will Make YourStore 
Plier Headquarters 


chinists, electricians, motorists, 
householders—the cream of the 
plier trade—from near and from far. 


, chia will attract mechanics, ma- 


The most desirable and profitable cus- 
tomers to cater to, for they usually 
come back not only for more tools, but 
to make other purchases as well. 


Requires Little Space— 
Accomplishes Big Things 


“Red Devil” Display Board No. 39 comprises a com- 
plete selection of the most popular selling pliers ever 
assembled. Thirty-nine tools in all—ranging from 
the long chain nose plier for delicate work, to the 
lineman’s sturdy side cutting tool. Size of board 18 
x 36 inches—made of oak. 


SMITH & HEMENWAY CO., Inc. 


“Red Devil” Tools 
Irvington, N. J. 


Manufacturers of 


98 Coit Street 
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SALESMEN ON COMMISSION 


(Continued from page 44) 





certain part of their work for the future and there 





is no immediate return for this work. If a salesman 
_is working on a salary he feels that he is compensated 
for this time that he devotes to his missionary efforts 
‘but, if he is working on a straight commission the 
f uture, in the way of compensation for this missionary 
| work, is too far away and dim. Therefore, you can 
_put it down as almost a certainty that salesmen work- 
| _Ing on commission basis will not do work today in 
the hope of returns some time in the future. 

| Then, if a salesman on a commission basis re- 
ceives credit for the mail orders that his customers 
| send direct to the house you will find commission 
salesmen constantly asking for good accounts. <A 
‘commission man, naturally, likes to make arrange- 
ments to get easy commissions. He is especially 
gratified when he sees a monthly statement and re- 
ceives commission on goods bought from the house 
when it was not necessary for him to devote any 
time and energy in selling these goods. It will, there- 
fore, be found that commission salesmen are usually 
very troublesome indeed in claiming extra territory 
and extra accounts. 

Again, it is always necessary that salesmen do 
some institutional work for the house. They should 
have a general interest in collections. They should 
have a desire to fix up and get disagreeable claims 
out of the way. Every loyal salesman who is work- 
ing, not only for his own interest but for the interest 
of the house, expects to devote quite a good share 
of his time to these things that do not directly re- 
flect in sales. The man drawing a regular salary has 
the feeling that he should attend to these things. He 
feels his time is paid for. The commission man, very 
naturally, has a feeling that he is only paid for the 
actual sales he makes, therefore, he usually dodges 
wasting his valuable time watching collections, settling 
claims or explaining the situation when his customers 
get the wrong idea of his house. 


Send for the *‘Red Devil" 
Section of Display Board Book— 
Vo. 39 y a _ Shows Just the Boards to 


Display / Clinch Your Tool Sales. 
Board i 

i : up the salesmen as it is when they work on flat 

A y Vy WH, Aan “eg NIL Rg salaries. He, naturally, thinks that if they do not 

AL i yg GA GA) Pte oF ry FOL Ee work the house is not paying them anything. But, 

i 4 Yi | “4i7/. | on the other hand, if a salesman draws a salary the 

salesmanager feels that he should account for what he 

is doing with his time that the house is paying for; 

ty therefore, salesmanagers handling salesmen on flat 

"We f. Wi DS i salaries usually are very much more careful in hiring 

fit 7 eee, eee =C| the salesmen in the first place and then, after these 

i j i Ahi is salesmen go to work, they devote more time and at- 

“pt iy. if tention to checking up their results. Often, when a 
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Another objection to the commission system, from 
the standpoint of the house, is that the sales manager 
who has salesmen working for him on commission 
does not feel that it is necessary for him to check 























salesman states that he will work on a commission 
he is immediately hired without very much investiga- 
tion into his antecedents simply because the sales 
manager figures that the house is not out any money 
even if the salesman does not make a very brilliant 
success. 

To sum up the whole matter of paying straight com- 
missions to salesmen I must say I am opposed to the 
system! It does not build up the business on a firm 
foundation. It does not develop loyalty. It does not 
work out for care and thoughtfulness in the handling 
of the sales of the business. It does not lead to any 
work being done for the future. 
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FORTY YEARS OF HARDWARE 


(Continued from page 51) 





amined them. One padlock especially attracted my 
attention. It was made of cast iron with the name 
of “Yale & Towne” cast in the side. It was a large, 
heavy lock. The shackle was of brass and there were 
two steel keys. Sitting near me was one of the Yale 
& Towne salesmen. I got up, went over to his desk, 
carrying this lock, and asked him the price. “Our 
regular price’—said he—‘“to jobbers is $2.00 per 
dozen.” I went back to my chair and as I waited, 
I played with this padlock. It did seem to me a very 
cheap lock at $2.00 per dozen. It looked big and 
strong. It had weight and in addition to that, it 
had the celebrated name, “Yale & Towne” all over 
it. 

“TI wonder why they sell it as cheap as $2.00 per 
dozen”—I thought to myself. “I wonder, if I were 
running the business of The Yale & Towne Manu- 
facturing Company, whether I would put the name 
of the concern on such a cheap lock.” Mr. Towne’s 
visitor ahead of me detained him so I had quite a 
little time to play with that lock and think about it. 
As I waited, it occurred to me that it would be a 
good idea, if a house wished to make a drive on a 
certain padlock, to just have the salesmen fasten this 
lock in the ring of the handle of their catalog case. 
If every salesman would do this, then of course every 
customer upon whom this salesman called would be 
sure to see the padlock. 


A Padlock Sales Idea 


“IT guess that would be a pretty good idea to sell 
padlocks”—I said to myself. “We have 250 salesmen. 
If each salesman calls on five customers per day, that 
padlock would be shown to 1250 retail merchants per 
day. Figuring twenty-four working days per month, 
that padlock in one month could be shown to 30,000 
retail merchants. How easy!’—I thought. Just about 
this time Mr. Towne came out of his office and apolo- 
gized for keeping me waiting. 

I have forgotten what I went in to see him about 
but I do remember that I carried this padlock into 
his office with me. As we talked, I put it on the 
flap of his desk. When we had finished our conver- 
sation, I said to Mr. Towne—“You know, I like this 
padlock. What would you sell me 1000 dozen for?” 
Mr. Towne sent for their cost book and made me a 
price considerably less than $2.00 per dozen. I then 
suggested to Mr. Towne my plan of sending a sample 
to each of our salesmen and asking the salesmen to 
attach it to their catalog cases. ‘“‘Why—said Mr. 
Towne—“‘that padlock is carried by almost every hard- 
ware jobber in the United States. There is nothing 
special or exclusive about it.” “I do not think that 
would make any difference’—I said. ‘I believe if I 
should turn my bunch of pirates loose on this pad- 
.lock with the request that they give it the ‘once over,’ 
that they would sell several thousand dozen. Now, 
Mr. Towne’—I said—‘“sharpen your pencil and make 
me a price on this padlock for an order to be given 
you immediately for 5000 dozen.” Mr. Towne got 
up, went out and consulted some one in the outside 
office. He returned and made me a very low price. 
I immediately placed the order with him for the entire 
quantity. I told him if he did not have that quantity 
of padlocks in stock to immediately have the factory 
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It Adds To Your 
Sales Force 
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Ohe 
Cheney Display Stand 


is an inexpensive, result-getting salesman who 
specializes in increasing your sales of the 
Popular Cheney and Royal Grinders. 


The Cheney stand attractively displays these 
grinders in a manner that invites a trial. A 
trial of a Cheney or Royal sufficiently con- 
vinces prospective grinder customers of the 
powerful and smooth-running qualities. 


Dealers cannot afford to neglect this market. 
Write your Jobber, he will tell you more about 
the stand and why it means better grinder 
business for you. 


A Catalog Upon Request. 


S. CHENEY & SON 
Manlius, N. Y. 








Royal and Cheney 
GRINDERS 
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Hatchets 
for 
Every 
Requirement 





Don’t be afraid to give ample space 
and prominent display to Collins 
Hatchets. 


The steel used, the workmanship em- 
ployed, the fine finish given them—all 
are reflected in a strictly quality product. 


Collins Hatchets which are made for 
every requirement are worthy of your 
best sales efforts. 


If your Jobber is not supplying you—write us 
direct. 





The Collins Company 


Established 1826. Incorporated 1834 


Collinsville Conn. 
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make them up. I requested that they send us at 
once 500 padlocks for samples and that they send a 
good, round shipment by express. 

When I arrived in St. Louis and told our buying 
department what I had done, they shook their heads. 
They could not see anything whatever special in this 
padlock. 

I sent a sample to each salesman and I wrote each 
salesman a special letter telling him exactly how to 
sell the lock. Attached to each sample was a linen 
tag and on this tag were the printed selling instruc- 
tions. We offered the padlock at $2.00 per dozen in 
any quantity or 162/3 cents each. Then on the linen 
tag I invited any dealer to go through his stock and 
match up any other padlock of any brand that for 
appearance, weight and general selling quality would 
compare with this padlock. I also referred to the 
value of the name, “Yale & Towne” on a padlock that 
every dealer should not hesitate to retail at 50 cents. 
I asked each salesman to attach this padlock to the 
ring of his catalog case and make it a point'to carry 
the keys in his pocket, unlock the lock, show it to 
each customer and read what we had to say on the 
linen tag. That was all. 

The orders for these padlocks started rolling in. 
We cleaned up our stock in no time. We were soon 
telegraphing the Yale & Towne Manufacturing Com- 
pany for more supplies. The first 5000 dozen were 
soon gone. I do not remember how many of these 
locks we sold before the end of the year. | 

I, however, do remember that the next time I met 
Henry R. Towne, he told me that his entire selling 
organization were surprised at what we did with this 
one padlock. Now the curious point about this story 
is that this was an absolutely staple padlock, carried 
by all jobbers, and not one of our salesmen ever wrote 
us anything about any other jobber selling this lock. 
You would have thought we had the entire territory 
all to ourselves. 

This little experience taught me a lesson. It made 
me realize that in selling, everything depends upon 
the power of concentration. Any force of good sales- 
men cah sell anything, regardless of competition, if 
they will just get behind it. How much all of us do 
over-rate our competition! How much time almost 
every salesman does waste thinking about competition! 
As‘a matter of fact in the realms of real salesman- 
ship, such a thing as competition actually does not 
exist—not even in selling staple goods. Of course | 
know this statement will meet with a howl of dis- 
approval but time after time in my business experi- 
ence I have proved that intelligent selling, backed by 
an energetic force of salesmen, can almost accom- 
plish the miraculous. 

Naturally it must be admitted that this padlock 
was excellent value for the money and while I am not 
a manufacturer of hardware and know nothing about 
manufacturing costs, I have always suspected that 
this padlock for some reason was put out by the 
manufacturer at too low a cost. Probably they for- 
got to add the overhead to it. Such things some- 
times happen, even in the best regulated manufac- 
turing families! 

One Sunday afternoon I was sitting in my front 
yard when the child of one of the neighbors came 
up to me pulling a broken red iron wagon. The poor 
little fellow was in tears and asked me if I could 
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not fix his wagon. This led to my studying the wagon 
very carefully. It was miserably made and put to- 
gether. It was a cheap, trashy job from start to 
finish. In this particular case, the wood in the bottom 
of the wagon was of very poor quality and the bolts 
holding the front wheels had pulled right through 
the wood. The wagon could not be fixed without the 
services of a blacksmith, so I was compelled to tell 
my little friend that I could not help him in his 
serious trouble. | 
The next day in my rounds through the house, I | 
reached the department where we carried red iron | 
wagons in stock. I examined this stock. It con- 
sisted of exactly the same poor quality wagons owned 
by my little boy friend. “It is a shame to sell such 
trash”—I said to myself as I walked down the stairs. 














Going to the buying department, I asked our buyer 
why it was that iron wagons were so poorly made. 


“It is on account of the competition’”—he answered. N ( f / 

“A number of different concerns are manufacturing e Ww a ad OL U C 
iron wagons and the prices are cut all to pieces. As 
a result of the low prices, the manufacturers have 

sacrificed the quality.” “All right’”—I replied—‘“the ( / d - D 

next time the manufacturer of iron wagons calls on of O r awn 
us, tell him I want to see him.” 


Orders Quality Wagon HOLLOW SCREWS 


In a few weeks this manufacturer was brought to 
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my office. Then I took up with him the question of —awaiting word from our friends 
making a first-class iron wagon, heavy material, heavy 


wheels, washers under bolts, sustaining plates where in the trade who may not have 





50 cents per wagon”’—I said. “Surely a good wagon 


would be worth 50 cents more to any user than’ the wrench sets. 
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the strain came. “Of course’”—he replied—‘“we can gotten a copy—or copies enough! 

make such a wagon for you but the price would be 

so high that you will have difficulty in selling it.” The book catalogues not only the | 
“Now’”—I said to him—‘“how much would such a No. ° ° . 

1 wagon cost more than the trash you are now making P roduct, but aan of interest in : ) 
for us?” “Well, I guess’—he replied—“it will cost the manufacture and use both of 
you about $6.00 per dozen more.” “Why, that’s only hollow set screws and_ socket 














poor quality we are now selling.” “Yes”—the manu- I . P 4. 
facturer answered—“I myself would be willing to t carries convenient charts of the 
pay more than this difference for a good wagon.” styles, sizes and prices of the cold- | 
“So would I’—I replied. “Now, will you make up i 
for us samples of a line of extra strong, extra well- drawn screws—hbesides the Allen 
made wagons.” This manufacturer did. wrenches with the’ cold-drawn | 

We placed a large order with him for the wagon, sockets. 
paying him the price he asked. We added an extra 
profit for ourselves on top of his extra price and we To you who are Dealers in Allen 
told our salesmen to sell samples to our customers, ; 
even small lots, and to tell them to add an extra products, the book has a well- 
profit for themselves to the advance—then to allow known value for its salable con- 
the buyer to decide whether he did not really want t And 
a good wagon, even if it was necessary for him to ents. nd to you who say, 
~ more for 4 ia a i “i “We're not handling ALLENs but 

e named this wagon “The trong.” e ’ . ” 

pushed it and advertised it. Against the judgment _— II consider them,” the book 
of those people who believed in competition, we built will be sent with very many thanks 
up a very large and profitable business on these goods. : ° 

I am telling this story in detail because it has been for amd consideration. 
my experience that a great many salesmen, jobbers, 
jobbers’ salesmen and retail merchants never give the 
consumer a chance to buy what he wants. They are The Allen Mfg. Co. 
all doing the buying for the consumer. They decide 
in advance what the consumer wants and what he 139 Sheldon St., Hartford, Conn. 


does not want. If some of these gentlemen would 
just give the consumer an opportunity to see goods 
of real quality, they would be surprised at how little 
the price counted. 
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(Continued next week) 
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Every Set Uses a Condenser | 





Bremer-Tully “Lifetime’’ Condenser 


A condenser in the radio business is as staple 
as sugar in the grocery business. It’s the most 
bought item in radio. If you are going into 
Radio you'll stock condensers. Bremer-Tully 
“Lifetime” condenser is accepted as Electrical- 
ly Perfect and Mechanically beyond compari- 
son. You can’t lose on this item. A quick 
seller, no dead stock. 


Send for “20-point” folder—it gives you the 
details. 
Carried by jobbers. Send in your order. 


BREMER-TULLY MFG. CO. 


NN 532 S. Canal St., Chicago Wz 























A MONTHLY STOCK LIST 
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Will be sent you regularly each month if you will just drop us a 
line telling us to send it. 


This stock shows the great variety of ‘‘BUFFALO”’ Wire Cloth, 
‘a better wire cloth,’’ constantly carried on hand to take care of 
your Special and RUSH orders, which should be of great value to 
you. 





“RUFFALO” Wire Cloth, ‘‘a better wire cloth,’’ is made in many 


sizes of wire and meshes, in Plain Steel, Galvanized, Brass, Bronze, 
Copper, Tinned, Monel Metal and many ‘other serviceable metals for 
all hardware and manufacturing purposes, and is known for its 
QUALITY, SERVICBD and SATISFACTION. 

Regular Hardware Grades also heavier grades of Galvanized and 
Steel Wire Cloth filled promptly from our large assorted stock. 

No orders too small. None too large. If your jobber cannot 
supply you write us direct giving us his name, but be sure to ask 
for “BUFFALO” Wire Cloth, ‘‘a better wire cloth,’’ the original 


QUALITY, SERVICE and SATISFAOTION Wire Product. 


Our No. 8-AB catalog, fully illustrating and describing our en- 
tire line of Wire Cloth, Wire Work and Artistic Metal Work, mailed 
gratis upon request. 





Trade Mark Reg. U. S$. Pat. Office 


“BUFFALO WIRE WORKS CO.Inc. 


erly SCHEELERS Established ft. 


518 Terrace, Buffalo, N. Y. 
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and should have plain hardware, in plain natural brass 
or dull brass finish. 

For opening number 1—front door—a sectional © 
handle (205) with a cylinder front door lock having 
stops in the face and operated from the inside by a 
knob to match the other interior knobs. A plain 
knocker (206) for the center of the door, with a push 
button having a very small plate would, with the butts, 
complete the trim. 

The French windows (2, 3, 4) may be furnished 
with brass butts of lighter weight than those for the 
front door because these doors will not be used so much. 
The locks may be of the mortise, bit key, narrow stile 
kind—1%% inches to center, and should be of medium 
weight. The knob should match the other interior 
knobs and the lever handle mentioned should be of 
simple design with oval roses and the key hole es- 
cutcheon may be oval (207) as will be the thumb knob 
plate for the inside of the front door (208). These 
doors may have surface top and bottom bolts (209) 
for the standing leaf. For the outside door—number 
2—additional similar bolts for the top and bottom of 
the lock leaf gives added security for the night or 
when the house is not occupied. 

Door number 5, from the coat closet, should have 
a knob on the hall side to match the other knobs. For 
this house suppose we use small plain brass‘ knobs 
about two inches in diameter. Glass knobs are very 
commonly used in Colonial houses, and look very well, 
but because of their very cOmmon use it is rather 
good to sometimes use something else, and as long as 
the small brass knobs are “good Colonial” we will 
suggest them here in combination with oval key hole 
escutcheons (210). 

For the double acting door, number 6, there should 
be, in addition to the floor spring hinges, a glass push 
plate about 3x12 inches for each side. The glass is 
better than metal ones as they are more easily kept 
clean. 

The kitchen, breakfast nook, pantry and entry, will 
probably be painted white and for such rooms it is 
well to have all the hardware nickel plated on brass 
—it would not wear satisfactorily if on steel—and 
with knobs of white porcelain with round roses and 
round cornered key hole escutcheons will give a very 
pleasing effect and at the same time show a decided 
difference from the living portion of the house. For 
the outside of door number 11, it would be better to 
use a brass knob rather than one of porcelain, and 
this knob, rose and escutcheon, may well be of pol- 
ished brass instead of nickle plated. 

The hardware for the cupboards, numbers 7 and 12, 
was covered in the list (211) except to mention that 
it, too, should be of brass nickle plated to match the 
other kitchen hardware. 

The doors to the bedrooms on the second floor, num- 
ber 18, should have good four and one-quarter inch, 
three tumbler, mortise locks with knobs, roses, and 
escutcheons to match those in the living rooms of the 
first floor. 

The closet doors, number 21, being thinner than 
the bedroom doors, may well have a lighter lock, with 
knobs and escutcheons to match the others. 

The room side of the bath room doors, numbers 
19 and 20, must match the rooms, but the bath room 
side may have a glass knob, rose and thumb knob, 
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all the metal parts nickel plated (212). In bath and 
toilet rooms, generally, it is better to use glass knobs 


rather than metal knobs because there is usually NDRETH’ 
considerable dampness and the glass will stand up LA : 


better under such conditions, at the same time having 


= setieorte mapas appearance in company with Garden and Flower Seeds, 
the bath room ures. ° 
Door number 22 should have the knobs, rose and Onion Sets and 
escutcheon on the hall side like the other closet doors Mixed Lawn Grass 
but the lock must have a narrow backset on account 
of the narrow stile. — is oe fee yess Seed em if 
asi . you have not done so, for next Winter and Spri 
Door 23-24-25 should have similar locks as described, cute: 1 cues othe ecb neice tn andl netily 
but for number 25, the knobs should be of glass, while us, and, if possible, we will have him do so, or 
23 and 24 should have metal knobs, all these knobs —_— us a list —- one en a we 
. n . will quote you on Garden an ower Seeds in 
. _ ld be = ee "(216). about one and one-quarter bulk, in Lithograph Cartons of | lb., 14 Ib. and %4 
inches in diameter pry, ng lb., and in Flat Packets. 
The double hung windows throughout should have 
medium sized sash fasts of brass or nickle plate and We will also quote you on Mixed Lawn Grasses 
the flush sash lifts may be of oval design to match and Onion Sets. Please give us the opportunity 


the escutcheon, except for the kitchen portion, where " quoting. 


they should be of a round cornered design to match 
the escutcheons in these rooms (218) and of course 
in the same finish. The pulleys for the double hung 
sash should be of good quality, and if it can be af- 
forded may have brass faces, however, here is a good 
place to use economy without sacrificing utility, as 
pulleys with polished iron faces can be secured that 
are otherwise as good as the brass face pulleys, and 
they will not cost as much. However, do not use small, 
poorly made cheap pulleys as they will not prove satis- D. Landreth 
factory. For what is more annoying than a window 
that does not operate easily? The sash bead screws Seed Co. 
tia may be very simple but should be of Pn Bristol, Pa. 

The casement sash, number 138, should have light 
slide bolts at the top and bottom of at least one leaf, 
and a casement fast (214) for the other leaf. The 
adjusters may be of the friction type that stay and 
hold the sash in any position it is put. 

The hooks for the closets (215) should be strong 
and in the interest of economy may be of iron, brass ee 
plated, but those used in the baths should be of brass la 
nickel plated; also for the same reason, economy, the ~ Demand for Mop Wringers Increasing 
interior butts, except those in the bath room, may be : ; 
of iron or steel, plated to match the other hardware. The widespread use, of linoleum on floors in all 
This is not recommended as the best, but simply sug- rooms in the house is mcreasing the need for a 
gested as a reasonable means of keeping the price satisfactory mop wringing device. 
down, having in mind that this is a rather small house 
and it may be necessary to economize where it can 


We are the oldest Seed 
House in America, this 
being our 140th year in 
the business, Had we not 
given good goods, satis- 
factory attention to busi- 
ness, apd fair prices, we 
would not have existed so 
long. 


Business Established 1784 























be done with reason. MOP WRINGERS 
exactly meet this need. _ It 
MU Ma MTT 1 liz squeezes the water completely 





out or leaves the mop just the 
desired dampness. It shortens 
the time and reduces the work 








The concluding article in the series ? of cleaning floors. It takes the 
‘ dread drudgery and back 

“Builder’s Hardware from the Ground ‘ we. 

Up,” by W.N. Thomas, will appear in 3 Every housekeeper and every 

. . ° | janitor or cleaning woman 

the August 21 issue. In his final in- | should have a White “Can't 
stallment Mr. Thomas offers vital sell- <a Mop Wringer. 

‘ . . our Jobber sells them. Ask 

ing facts which should greatly aid the , Ss him about the FREE silent 

. . salesman and advertising mat- 

hardware merchant and his staff in 3 ter with your name imprinted 

nets sffaatn oo. cell -wiere Baildec’s : | | or write us for details and illus- 


trated folder. 


Hardware at a profit to the seller, with 
insurance of satisfaction for the buyer. 
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in the living room is the aim 

of the Advance Appliance Co., 
Waterloo, Iowa, in placing on the 
market the “Servette” an extremely 
attractive and practical item for the 
housefurnishings department. 

Servette consists of a well made 
cabinet, 24 in. wide, 18 in. deep and 
46 in. high, with a self contained 
automatic kitchen, dining table, 
ironing board, pantry, reading and 
serving table, all in one article of 
furniture. 

Servette is both convenient and 
economical. On the inside of the 
hinged doors are hooks for culinary 
utensils, a towel rack and containers 
for salt, pepper, spices, etc. The sec- 
ond shelf is fitted with a sliding tray 
box, which holds six covered metal 
cans, suitable for coffee, tea, sugar, 
flour, cereal, etc. The lower shelf is 
equipped with a sliding metal bread 
or cake box, with a cutting board 
fastened on the outside of the lid. 


CC OMPLETE kitchen convenience 








Chest for 


linen and silverware 


HARDWARE AGE 


The arrangement on these shelves is 
compact, allowing ample room for 
dishes and food. 

The drawer at the extreme bottom 
of the cabinet is arranged to ac- 


commodate table cloths, napkins, 
table ware, etc. 
The electrical equipment is all 


combined in a _ nickel plated box 
mounted on the inside of the top 
container. It is fitted with a two 
unit electric stove of standard make, 
and an electric light mounted on a 
self-adjustable nickel plated arm. 
The connections are such that when 





Detachable, folding ironing board 


the lid is raised the current is auto- 
matically turned on; when closed the 
current is automatically cut off. The 
stove is detachable. When space is 
needed to prepare food, the shelf 
may be folded down and the stove 
removed. 

A twelve-foot heater cord is con- 
nected to the box, passing through 
the outside at the back, with a fibre 
bushing. As the top container is 
asbestos and zinc lined, it is safe and 
fireproof. A two burner gas plate 
may be had in place of the electric 
stove at the same price, if desired. 
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SU eM ead 


“SERVETTE 


Unique, 
Complete, — 
Kitchenette 











Servette is also equipped with plug 
receptacles for connecting other elec- 
trical household appliances which 
operate on a regular lighting current. 

On the back of the cabinet, out of 
sight and out of the way are hung 
an ironing board and serving table. 
These may be quickly removed and 
attached to the side of the cabinet 
in proper position for use. The table 
is large enough to comfortably seat 
three persons. The one nearest the 
opening of the cabinet has access to 
the bread box and can conveniently 
operate the stove, as well as reach 
every part of “Servette” without 
getting up. 

Servette is ideal for persons com- 
pelled to live in one or two rooms as 
it allows them to prepare and serve 
meals in a limited space. 

Servette is mounted on casters, 
and all hardware is nickel plated. It 
comes in the following finishes: wal- 
nut, brown mahogany, French gray 
and white enamel. All models are 
furnished inside with waterproof 
white enamel. 





Three control electric range 
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EMPRESS AUTO ASH TRAY 


A handsome and at- 


—— pn ot display Dealers 
in three colors contain- , 
ing ten Empress Auto Counter Display 


Ash Trays packed in 
individual boxes 
matching the display 
case. 




















Manufactured by 
N ornamental and handy com- 
bination ash receiver and match 
box holder which can be fast- Bowen Products 
ened at any convenient point in the Corporation 


car. 
: eee , Auburn, New York 
trong and well made. it 1s presse : : : 
from heavy sheet brass and finished Minneapolis, Minn. 
with heavy, durable nickel plate. 
Write To-day for 
The extra deep ash receptacle is Folder No. L-AF38 
made in two pieces and is easily re- 
moved from the frame and taken 
apart for cleaning. A strong metal 
clip holds the match box firmly in 
place. 


Packed singly in neat pasteboard 
boxes together with screws for at- 
taching. 


List Price $1.00 Each 
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More Sales—More Profit—Mr. Retailer! 


A mighty good volume of business and a larger 
margin of profit awaits the dealers who stock 
CHAMPION LAMPS. The brilliant long life built 
into every CHAMPION will put new life into. your 
Fall business. Order from your jobber or write us 
direct—Now! 


2 
~ 


- 
-@ 


| 


a ® 


CONSOLIDATED ELECTRIC LAMP CO. 


208 Maple St. 
DANVERS MASS. 


YE 
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= 
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FOR SURE REPEAT BUSINESS 
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MYERS<3sPUMPS 


\ 7 PATENTED ROLLING MOTION COG GEAR 
If You Want to Sell More Pumps 


REMEMBER 


that the name Myers on a Pump guarantees dependable long time service. 


REMEMBER 


that the patented Myers rolling motion cog gear head on Myers Well, 
House and Cistern Pumps, Tank and Spray Pumps actually saves 33-1/3% 
of the pumping labor. 


REMEMBER 


that the patented Myers non-corrosive glass valve seat lengthens the life 
of the leathers doing away with the necessity of frequent replacements. 






& MALLEABLE IRON 
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MALLEABLE IRON 








MYERS PATENTED NON-CORROSIVE GLASS VALVE SEAT 


REMEMBER 


that the patented Myers adjustable base simplifies and lowers the cost 
of installation, 


REMEMBER 


that the full size and full weight cylinders with which Myers Pumps 
are fitted last longer and insure full volume, 


REMEMBER 


that these and other exclusive features of equal importance are responsible 
for the unbroken success of Myers Pumps over a period of nearly fifty years. 


REMEMBER 


that if you are not already a Myers dealer and are anxious to have 
your pump — show a healthy growth, it’s time to write us for 
catalog and pri 


F.E.MYERS & BRO.o. 


ASHLAND, OHIO. 


ot tod eed ee en 2 ee OO) SY Ye) - 1 So 
ALBANY-HARRISBURG- MILWAUKEE -CEDAR RAPIDS -ST.LOUIS-KANSAS CITY-NEW YORK 


er Sales 
M66 on Repeat Orders 


HEN you reorder Superior Screen Door 
Catches from your jobber, ask for the new 
counter display carton. It holds an even dozen of 
these enameled black Screen Door Catches, each 
one contained in a separate compartment. The car- 
ton is attractively printed in three colors, green, 
black, and orange. You can keep one of these dis- 
play cartons in your window and place one on 
your counter, where customers will “sell” them- 
selves. 








THE 
























HE Superior Screen Door Catch by nature is a quick 
seller. Displayed in this new, attractive carton, Superior 
Catches will sell better than ever! We have taken particular 



















pains in developing this display carton. The colors are at- She 
tractive. The Catches are. compactly arranged. The dis- Superior 
play “flap” is held always in an upright position. 


Ask your jobber—or write to us direct. S cr een 
SUPERIOR DOOR CATCH CO. _ Door 
Superior, Wisconsin Catch. 
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When Words Fail—Tests Prove 


Thousands of wrench owners know the strength 
of Coes Steel Handle Wrenches—they use them. 


You don't have to talk ““COES” 


to them. 


But there are many others who are wrench cus- 
tomers for the first time—they’re from Missouri. 
You have to show them to sell them. 


Refer them to facts. 


The Harvard University 


Testing Laboratory has thoroughly tested Coes Steel 


Handle Wrenches. 


J. C. McCARTY & CO. 


A Coes 12” Steel Handle Wrench withstood a 
testing strain of 1,790 lbs. before it crippled— 
nothing was broken. 


An Imitation 12” Steel Handle ‘Railroad 
Special’’» Wrench was put to the same test. At 
1,075 lbs. it pulled apart—tthe handle shell was 
forced off the bar. 


The sale of such wrenches usually ends with the 
first sale—Coes Wrenches and Coes customers 
repeat. Take your choice. 


COES WRENCH COMPANY 


“In Business Since 1841” 


WORCESTER, 


MASS. 


Selling Agents 


29 Murray St., New York 
FENWICK FRERES 


JOHN H. GRAHAM & CO., 113 Chambers St., New York 


8 Rue de Rocroy, Paris, France 
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Cyclone Gates 


They Get the Business 
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HUES RUTEAALU UAE EAT ) 
AND vvsesnasninivinineie 

LLPAETLA HEAT 
? Le | Style “A” Farm Gates 


Frames extra heavy steel tubing. Built in 


Double-Drive Gates 


Built in standard heights for openings 8 to 18 
ft. Furnished with wood post hinges, also fittings 





Ornamental 
Walk Gates 


Frames made of heavy 
steel tubing with scroll 
top. Furnished with 
hinges and spring latch 
for wood posts. Frames 
painted green. 


to hold one-half of gate while other half is used ft. 


as walk gate. 


There’s a big market and a 
steady demand for Cyclone 
Gates. The Cyclone line in- 
cludes Gates for every purpose. 
Built in a variety of patterns in 
standard heights and opening 
sizes. 


Fabric securely woven into frame work. 
Can’t sag. 


Sell Cyclone Ornamental Fence, 
too. Every home is your pros- 
pect. So are schools, 
teries, parks, etc. 
Cyclone Fence and Gates will 
help you get this business. Write 
for catalog and discounts. 


ceme- 








CYCLONE FENCE COMPANY 


Factories, and Offices: 


ag ang Ohio; Newark, N. J.; Fort Worth, Texas; a Calif. (Standard 
e Co.); Portland, Ore. (Northwest Fence Wire Works) 


CY CLONE FENCE 


PROPERTY ° PROTECTION ° PAYS 


48 and 54-inch heights for openings 8 to 16 


ie na TOrsite 
ua 
The Ser - Waukegan, Il; 
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OVER FIFTY YEARS 
OF CONTINUOUS MANUFACTURING 1S THE 


GUARANTEE 


BACK OF 


WICKWIRE PRODUCTS 
SCREEN WIRE CLOTH 


CorRTLAND PAINTED WirRE CLOTH WHITE METAL FinisH W1rE CLOTH 
WICKWIRE PREMIER WiRE CLOTH WickwirE Bronze Wire CLOTH 
Gray-Wick WiRE CLOTH 


POULTRY NETTING AND FENCING 
Hex. Nettinc “Wickwire BRAND W W Pouttry FENCING 
GRADUATED POULTRY FENCING 
OTHER WIRE PRODUCTS 


Wire Rops Wire Nalcs WIRE Wire STAPLES 
MerA.tic Coat SIEVES Corn Poppers DisH Covers 
CopPERAS OR SULPHATE OF IRON 


WE MAKE SPECIALTY IN WIRE NAILS PUT UP IN \% to 25 Lb PACKAGES 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 


ENTIRE FACTORY AND OFFICES 
CORTLAND, NEW YORK, U.S. A 
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IG5E 


J 
— that are Increasing Padlock Sales | 


DWARDS attractive steel enameled display cards are silent salesmen working every 
minute to multiply padlock sales. They require only a small amount of space on 
the retailer’s counter or wall, and are a real ornament to the store. Two of the 14 exes eee 


Elam seh elas lictlatstlasltce lac littice:tcas me leleha ar 


Card No. 105E contains exceptionally good 25c sellers. 
Card No. 145E contains exceptionally good 50c sellers. 





Stock Edwards display card assortments for faster turnover. The cards cost no more than the old 
impractical cardboard cards. A trial order will convince you of the splendid sales that result from 


the se display cards. 
| 


Fee A 60)... INC. 0 08 SYRACUSE, N.Y. 
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GIRIFFIN— 


S ) 
x. 
; 





the hinge that is designed 
and made for lasting beauty : 
of finish, pleasing simplicity . 
in design, lifelong endur- 
S4 ’ Ss dur sige pnie-eolagers -— in We also manufacture 
ance im service—the result gion cock butt aapnci . Cellar Window Sets, Hauge 
° in moisture proof paper an and = Safet Hasps, Door 
of more than thirty years Of faced one pair ina box Handles and Door Holders, 
with screws to match. Brackets, Push Plates, 


experience In the manutac- Weilte cade Ser cur néhic Drawer Pulls, Door Stops, 
Sash and Screen Jifts, Bar- 
list and the catalogue of the 


ture of hinges. complete Griffin Line. rel Bolts, Corner Braces, 


Corner Irons, Washers, etc. 






GRIFFIN MANUFACTURING CO. 


45 Warren St.NewYork ERIE,PENNA. 7awaket.Chicago, Ii. 














*“Perfea’ 
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The “Tomorrow” Customer 


“Really don’t expect to buy today. I saw some of that 

Screen Cloth you have in your window so I came in out 
- . . . o 2 . 9 ‘ 

of the rain—been putting it off ‘til spring. 


That’s something like the trend of conversation. He 
should be encouraged! Tell him something about “Per- 
fect” and “Nikolite” quality and durability. 


It won't take long to sell him. He wasn't quite ready to 
buy, but “Perfect” was too much of a temptation to “put 
off ‘til tomorrow’ what was just as easy to do today— 
with the assistance of “Perfect,” a sale is made. 


See your Jobber. 


PUA LLL A A LL LAA LLL 


Ludlow-Saylor Wire Co. 


St. Louis Missouri 


STU TUIIUAUALAL PUTT 
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Bulldog 
Ohio Pattern 


Cash In On 
COW TIES 


Wise dealers carry only profitable quick 
turning chain specialties. Hodell Cow 
Ties known and used for years by far- 
mers and dairymen sell with an ever 
growing demand. 


You should stock Bulldog Brand Cow 
Ties in the Ohio Pattern. They are ex- 
tremely flexible, very strong, and prac- 
tically free from kinking. 


Also supplied in the popular Bull- 
dog plain Y style and Samson Ohio 
patterns, with the polished bright finish. 


Liberal prices upon request. 


WHS SHAM PRODUETS £9 


Cleveland, Ohio 


Nodell. Chains 
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Where Sales Reach 
400 Batteries a Month 


When a Hardware store in a city of 138,000 
population sells 6n an average of 400 Dry 
Cell Batteries a month it proves the great de- 
mand for things Electrical. 


This store has built up a wonderful business 
in Dry Cell Batteries, Flashlights, Bulbs, Elec- 
tric Light Bulbs and other Electrical Goods. 


They carry a large stock, display it promi- 
nently and tell customers how to get real serv- 
ice and satisfaction out of the articles they buy. 
They regard the use of Novel Fixtures and 
Display as one of the chief factors in mak- 
ing sales. 


Every Hardware store in a locality where 
Electric Current is available can do a propor- 
tionately large business if it employs the right 
methods. 


Hardware Age is the medium that will tell 
you which methods to employ. 


HARDWARE AGE 


239 West 39th Street 
NEW YORK CITY 
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Through unity of effort, 
large scale production, 
the elimination of waste 
through the use of ef- 
ficient machines, the 
hearty cooperation of 
satisfied employees and 
through specialization, 
the Tubular Rivet and 
Stud Company has for 
over 50 years manu- 
factured rivets that are 


the recognized standard 
in their field. 


THAT TT 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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Firmness, Durability 


and Attractiveness 


Three important factors that make 
American Brand Bronze Screen 


Wire Cloth preferred by the trade. 


MERICAN Bronze is made of 

highest grade hard drawn wire, 

90% copper and 10% non-corrosive 

alloy. American Bronze is a cloth 

of endurance. It will not sag, bulge 

or pull out of shape as is the case 
with copper cloth. 


Dependability is woven into every 
mesh of American Bronze. Abso- 
lute satisfaction among consumers, 
year after year, has won for this 
brand pre-eminent favor. 


Your trade will appreciate this 


good-will builder. 


American Wire Fabrics Corporation 
Subsidiary of 


Wickwire Spencer Steel Corporation 


General Offices 
41 East Forty-second Street, New York 


Western Sales Office 
208 South LaSalle Street, Chicago 


Worcester Buffalo Philadelphia 
Detroit San Francisco Los Angeles 
Seattle 
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66Q°99 This is the Bemis & Call Improved Ad- 
The Standard S justable S Wrench. Graceful in design, 


an all-around wrench, but especially 
Wr ench useful in corners and confined places 
where the ordinary wrench is useless. 
Easily adjusted by thumb of hand hold- 
ing it, as nut is of sufficient diameter. 
Carefully hardened and tempered. 
Guaranteed B. & C. = Quality sells it. 


Write for prices. 


BEMIS & CALL CO. 
Springfield, Mass., U. S. A. 


A Better Blow-Torch 




























“Old 
The Baffle Lie _ RCE Fashioned”’ 
eats: flared Are inter 


in the Burner 






Quality 


gasifies 
present-day fuel. 
No openings 
below the fuel line. 


HESE features are all patented and will not be 
licensed. Each is so practical and so necessary 
that your trade will recognize these improvements 
instantly. Then there’s the Safety Valve—no 
danger of explosions! Pistol Grip Handle is com- 


fortable and convenient. You will need the No. 45, May We Refer Customers to You? 
so order TODAY. 


Turner Plumber’s Furnaces have the same We are getting consumer inquiries every day— 
improvements—therefore QUTSELL others we send catalogue and refer to our dealers. Are 


——- you willing to take care of these inquiries and 
(' HE Tumsnn BRASS WOE £6 
Edgewood Ave., 


- have yqu our catalogues ? 
Sycamore, III. 





The World’s Largest Exclusive Manufacturers Let Us Know Right Away. 
of Blow Torches, Fire Pots and Brazers 
DISTRICT REPRESENTATIVES 
sn ra SEMEE REPRISTTATIOE THE L. & I. J. WHITE CO. 
A : -Hitt Co., 324 N. S c St. . 
Seattle: Rice-Hitt Co., 1427 L. C. Smith Bldg. 125 Columbia St. Buffalo, N. Y. 


New York: The Turner Brass Works, 36 Murray St. 




















Shelby Door Holders 


Have taken the place of the old style wooden wedge for holding 
a door open because they hold it securely, are always in place, 
their rubber tips will not mar your floor, and they are easily 
released with the foot. Made in two sizes for heavy and light 
doors and finished to match all Builders’ Hardware. Besure 
to specify “the Shelby.” 

MADE BY 


The Shelby Spring Hinge Co. Shelby, Ohio 
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CORBIN 


SCREW 
PRODUCTS 








Wood Screws—Machine 


Screws—Cap and Set 
Screws—Saw Screws, 
and Special Screws of 
every description. 
Stove, Tire, Sink, and 
Agriculture Bolts — 
Nuts—Escutcheon Pins 
—Jack, Safety, Plumb- 
ers, Register, Sash and 
Ladder Chains. 





We shall be pleased to 


furnish quotations im- 
mediately upon receipt 
of samples, blueprints, 
or specifications. 


The CORBIN SCREW 


ee “EE “P ° 


CORPORATION 


The Amerie a Hardware Corporation 
Successor 


229 High Street, 
New Britain, Conn. 





Branches: 
New York Chicago Philadelphia 
Western Factory: Dayton, Ohio 








HARDWARE AGE 








97 


#4 
A LA 
ay 


Real Air Service 
in This Curtis 


T= above illustration is the Curtis Style 
V Two-stage Outht—one of the family of 
popular Curtis Outfits—the last thing in air 
compressor design—free of complicated parts 
—built for hard usage and will be on the job 
all the time. 4 to3 H. P.—automatic. 


Single and Two-stage 
Many Sizes and Styles 


We manufacture a com- 
plete line of single and 
two-stage outfits. You 
are sure to find one that 
will meet your particular 
needs in style, size and 
price. Write at once’for 
full information and de- 
scriptive literature. Use 




















Oo 


Style “S” Single Stage 





the coupon below, or a =_— Outfit. Belted only. Five 
; sizes— 4 to 3 H. P. motor 
postcard will do. rn We 


CURTIS <cproguagmaaaa MACHINERY CO. 

1581 Kienlen Ave. - St.Louis, Mo. 
Branch Office: 

530-W Hudson Terminal - New York City 


Established 1854 
Gentlemen: Please send me full details on Curtis Air Compres- 
sors—your proposition and prices. 
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Manufacturers of | {@ 





THE H. L. BROWN FENCE AND MFG. CO. 
CINCINNATI, OHIO 


All Pickets Made of No. 9 Heavily Galvanized Wire 


Me Mow 
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Ornamental Lawn (gies! SeRapeeeeee ee turing Capacity 
b/d ca RAM ADAD Airy nananannnanaiAReneana © 1011 
Taal SVC Be ra are 
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Farm Gates Reentry terre Miu 4 Prompt Shipments. 
Rubbish Burners PUUSEEIGYHIUUEEAQUUI Let Us Submit 
Trellis Te ees Prices Before 
Flower Border beheld! ASA ee rears You Place 
Tree Guards Spring Orders 
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There’s No Maybe 
About Radiovise Sales 


Turn the “every now and then’”’ sale into a more 


profitable trade slogan: 
“SELL EVERY ONE OF THEM!’ 


There is no questioning the buying power of radio and 
auto owners. The home work bench is coming more into 
vogue every day. The new “Radiovise” is the latest vise 
for the old and young “boys” with their little repair shops. 





Swivel Base— 
Anvil Type— 


Jaws 3.” 
Open 4” 





The attractive bright red finish makes “Radiovise” a 
prominent and profitable quick seller. Get your share of 
this business. It will liven up your vise display. 


Write for prices and details. 


ROCK ISLAND MFG. CO., ROCK ISLAND, ILL. 


VISES 2s 

















Will stand 
a tremen- 
dous pres- 
sure of 
500 Ibs. 
applied 

on the 
handles. 











Super-Pliers—Due to their sci- 
entific design and offset jaws, 
these pliers provide the power 
of a wrench with the convenience 
of pliers. With a capacity = 
to 1 in. on square and 1% in. 
on round material, they will 
loosen practically any nut or 
connection on an automobile. 


Made of finest quality steel. 
drop forged. machined and pa 
hardened, they will withstand 
long, hard usage. A pair should 
be in = xy hip 
pocket and every car’s tool box. 
Retail price, $1. 25. Liberal 
Discounts—Write. 


od “—— and Westbrook Mfg. Co. 
Hartford, Conn. 


60,000 


in Use 











Sample Dis- 
play Carton 
of 6 Pliers 
(each in an 
individual 
box) sent 
on money- 
back terms. 








CARLSON 


SUPER-PLIERS 





the poultry yard. 





405 N. Ashland Ave. 


Top-Fill Fountain 





Send for New Catalog and Prices. 


necro 2 34 i 


HOEFT & COMPANY, Inc. 


Everything for 


MOE'S LINE OF GOOD POULTRY SUPPLIES 


A fine, complete line, designed by specialists and very 
popular with poultry raisers. 
A clean, profitable and satisfactory line to sell with 
your wire netting and garden tools. 


Chicago, Ill. 








Grit Feeder 
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WOOD 
SCREWS 


SCREWS 


SPECIAL 
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(Reg. U. 8. Patent Office) 


WOOD SCREW CO. 
New Bedford, Mass. 





RIVETS 


























Sets of 9, 11, 17 bits are fur- 
nished In compact. cases for 
the convenience of the user. 








It isn’t hard. Every mechanic needs the — set in his work, end 
resolves itself to a question of selling him once seventeen times. Bring 
out the value of the case, its use in beeping t the | bits in order and near at 
hand, preventing loss, . Key it. 

Forstner Bits are the only atts that are not dependent on a center or & 
level to guide them. They cut from the outer rim. The entire surface is 
at work all the time; no jageed 4 every ay of the work is smooth and 
polished. They bore their way through hard, knotty, cross grained wood, 
leaving a smooth hole and clean, polished surface. 


Let us send you catalogues. Order through your jobber or direct. 


The Progressive Manufacturing Co. 
TORRINGTON, CONN., U. S. A. 
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this 1s some tool ! 


Show the Simore screwdriver or combination knife and 
screwdriver to your customers, let them see just how handy 


and well built a tool it is, and then you'll hear “this is 


some tool.” Right after that the cash register will make a 
noise you like to hear. 

Each tool has three blades in the handle always ready for 
use—the blades are selected and produced by gravity action 
through the chuck and cannot be lost or misplaced—you 
change blades almost instantly. 

Every customer you have would be glad to have one, be- 
cause the tool is so handy for all kinds of work and it is 
built to last a life time. 


Write for full information about these tools and 
the Simore Automatic Trysquare. 


The Simon & Skidmore Mfg. Co. 


Dept. 1-8, Santa Ana, California 


























criminating dealers. 
material. 
sell Sherman Fittings. 


Sherman Hose Couplings. The best that 
can be made. Of fine appearance with 
accurate machine cut threads and deep, 
clean corrugations. Made in %—%—% 
and % inch sizes. 


H. B. SHERMAN MFG. CO. 





(Patented) 


They offer longer wearing features. 
They cost no more. 


Sherman Heavy Wrought Brass Clamps. 
No other material will 


satisfaction. There is a clamp for every 
purpose and any size. 


The Hose Is Not Always to Blame! 


Leaky garden hose can often be traced to the fittings—im- 
proper coupling or carelessness in clamping play an important 
part in the life of a garden hose. 


Sherman Wrought Brass Fittings are the standard mainstay of dis- 
Permanent, rust proof and of the highest quality 


When you sell hose 


Genuine. Rust-proof clear through. 
last on hose like 


Sherman Clamps are made to give 


BATTLE CREEK, MICH. 


(Patented) 
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Heller Shelving in Payne-Cummings Haréware Oc., North Adams, Mass. 





Quicker Selling 


The speed with which you can serve a customer is a 
factor that brings him in to you again. With Heller 
Swing Door Cabinets you can do more than serve a 
customer promptly, you can also create a prosperous 
appearance that advertises your service to every shop- 
per. Because Heller equipped stores are so thor- 
oughly prepared for quick selling, they get the busi- 
ness. Write for catalog No. 26-A TODAY. 


W. C. HELLER & CO. 


Main Office and Factory Eastern Display Rooms 
700 Wabash Ave. 20 Vesey St. 
Montpelier, Ohio New York City 
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‘‘Why take chances when 
it costs no more to 
buy the best’’ 


Middletown, N. Y. 


WE HAVE SOMETHING TO TELL YOU ABOUT 
HACK SAWS. WRITE FOR BOOKLET. 





CLEMSON BROS., INC. 


STAR 


HACK SAWS 





ATHOL VISES 





PAT. DEC. 19.1911 





Athol Ratchet Handle Plumbers’ 


This vise is constructed of malleable iron, and is 
extra heavy throughout. The screw has buttress type 
thread. The pipe jaws are made of tool steel, milled 
from the solid bar, and carefully tempered and drawn 
in oil. 

Furnished with Athol ratchet handie only. 

Pipe capacity, % in. to 3% in. 

Weight, 20 pounds. 


Have You Catalogue 36-C? 


Athol Machine & Foundry Co. 
Athol, Mass., U. S. A. 
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Elastic Tip Co. 


Tips For Hardwood and Marble Floors 


Stetson’s Combination Cushion Chair Tips are made from 
selected sole leather. The chair is able to move about freely with- 


out noise or scratching the floor. 


The felt washer acts as a 


cushion. This line is only one of our big sellers. Write for 


catalog. 


370 Atlantic Ave., Boston, Mass. 








A Profitable 





Drawing Tables, 
Boards, Scales, 
T Squares, Tri- 
angles, Curves, 
Instruments, etc. 


. 
Line 
to add to your stock now and 


one that will build your sales 
rapidly at a small investment is 


DIETZGEN 


Drawing Materials 


Many of your customers buy 
Instruments, T Squares, etc. 
Get their business by a display 
in your window or show case. 


Watch the results! The trade 
obtained will quickly prove the 
merit of DIETZGEN goods. 


Catalog and discounts on request 


"It’s easy to sell DIETZGEN Goods” 


EUGENE DIETZGEN CO. 


Right goods at right prices 
continuously since Year 1885 


Branches 
New York 


New Orleans Pittsburgh 
San i 


Francisco 


Milwaukee 
¥ Factory ‘ 


7 








Philadelphia Washington 





LIDSEENF22SOILERS 
Mr. Jobber: 


Just a few of the rea- 
sons why manufacturers 
are equipping their plants 
with LIDSEEN POSI- 
TIVE FORCE FEED 
OILERS: 


1. LIDSEEN POSITIVE 
FORCE FEED OILERS re- 
duce overhead and SAVE 
50% of OIL and TIME. 


2. LONGER LIFE—LID- 
SEEN OILERS are all steel 
and all welded. They will stand abuse and outlast any 
other make of oiler. 

3. The oil may be positively controlled, the operator 
securing a drop or a quantity at his option. 

4. Dependability—LIDSEEN POSITIVE FORCE 
FEED OILERS may be depended upon to operate at all 
times and under any condition. The spouts cannot be- 
come clogged or seams open up. 

There are many more reasons why LIDSEEN OILERS are 
preferred to those of any other make. . Show the LIDSEEN 


POSITIVE FORCE FEED OILER to your trade, explain its 
operation, and watch the results! 





Catalogs gladly furnished upon request. 


LIDSEEN PRODUCTS 
832-840 So. Central Ave. _ Chicago 





“COLD HANDLE” FRY PANS AND SKILLETS 








io 


FS Made in the “L. & G.” 
QUALITY, both in FIN- 
ISH and WEIGHT. Or- 
der a Sample Line and be 


convinced. 








NEW YORK 





LALANCE & GROSJEAN MFG. CO. 


CHICAGO 


BOSTON 
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For Every Small Door 


Dealers—When your customers’ 
specifications call for invisible 
efficient Small Door Hardware, 
you can safely recommend— 


Frost’s 
Friction Catches 


Used on Cupboards, Closets 
or the finest Cabinets. They 
give that “Height of Perfec- 
tion” appearance and are un- 
excelled for durable service. 





Adjustable and 
Non - Adjustable 
types and many 
stvles and sizes to 
fill vour trades re- 
quirements. rite 
for Sample Catch 
and Catalog. 
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Your Jobber Can Supply You 
C. L. FROST & SON 


28-30 Ionia Ave., S. W. Grand Rapids, Mich. 














Genuine Armstrong 
Stocks and Dies 


Are always in working order. They rep- 
resent the utmost simplicity and effici- 
ency in operation. 





All genuine Armstrong stocks and dies 
bear this trade-mark: 








'oo= io 
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Be Sure You Get the Genuine 


The Armstrong Manufacturing Co. 
Bridgeport, Conn. 











Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel Hod 
with its one-piece ends. You would go 
a Id on your way while the other fellow 
SU . 


There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not been 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio 

















Out on the Counter 
wf — Bins! Another 

$2.50 in the Cash 
Register! 





That’s theway “Jiffy” is sold! Profits? You said it! 
Easy to stock,easy to display—and sells in a jiffy! 

“jiffy” is going to open up a lot of new ac- 
counts for you. You know this radio fellow? 
He’s the chap who stays home nights and 
does a lot of tinkering. He needs a good solder- 
ing outfit and $2.50 is just about his speed. 

Stack a few “Jifly’s” in your window and 
watch him come in. You are going to find hima 
pretty good customer after you get him started. 
There are a lot of things in your store he needs. 

Let “Jiffy” bring him in and you’ve got him! Write 
today and let us tell you about “‘Jiffy-Profits.” 


Apex Stamping Company 


Dept TY Riverdale. IIl. 
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STOP HEED 


Replenish 
Hardware Your 
for Stock 
Hard-wear with 


BOMMER 


BOMMER 


SPRING HINGES 


ARE THE BEST 


Your dealer handles them, get 
New Catalog 47, you need it. 











BOMMER SPRING HINGE COMPANY 
BROOKLYN, N. Y. 


Manufacturers 
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NEW CARDED 








Nos. 1775-1776-1781-1782 


Makers of Super-Quality Cast Shears 
and Scissors mounted on Display Cards 
and packed in cartons 


“Their sharp cutting edges go with them and stay with 
Hea 













TRACE “ann 


WEE COMPANY 3 


tho BRIDGEPORT, CONN..U.S.A. 


be THE LARGEST MANUFACTURERS OF 
SHEARS AND SCISSORS IN THE WORLD 
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Big Profits “ rom 1A Smalt Line! 


Hardware’ _ dealers Bi q! 
will appreciate the ‘“* 
fact that although — 
Zimmerman § Fasten- 
ers have a large and 
steady sale—they take 
up very little space in 
the store. 


This compactness, 
the ease with which 
they sell and the gen- 
erous margin of profit 
make it one of the 
“bread and . butter” 
lines of the hardware 
dealer’s business. 


Zimmerman Fasten- 
ers are the most satis- 
factory shutter and 
casement regulators 
made. They control 
the amount of air and 
sunlight in the home 
and prevent the an- 
noyance of swinging 
and banging case- 
ments. 


7IMMERMAN 


Fasteners for Shutters and Casements 


Newly-built homes and those being remodelled 
are your best bets for increasing your sales of 
these efficient fasteners. Write us today about 
the sales possibilities in Zimmerman Fasteners. 


THe G. F. S. ZimMERMAN Co., INC. 
12 Broadway, Frederick, Maryland 


























Show this Dead 
Bolt Night Latch to 
customers — explain that 
one turn of the key back- 
ward locks the bolt and in- 
side knob so teh: bolt cannot 
be forced back, or the door 
opened from either inside or 
outside without the key. 

Can also be operated same as an 


ordinary night latch. 

Besides a complete line of Padlocks 
we also make 1000 different patterns 
of quality Key Blanks. Send for 
Catalog 6 and Prices. 


(i> INDEPENDENT IOCKCO.@D 


Leominster Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 
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ANKS that know the hardware business from a 
hardware man’s point of view are not many in the 


United States. 


The Mechanics & Metals National Bank of the City of 
New York is particularly fortunate in that its official 
staff numbers those who have had actual experience in 
the hardware business. 


This experience is at your service. Write us about 
your banking problems; call on us when in New York 
and permit us to show you what a combination of know- 
how and ample resources can accomplish. 


THE 
MECHANICS & METALS 


NATIONAL BANK 


OF THE CITY OF NEW YORK 





Capital, Surplus and Profits, $26,500,000 

















Brings Boat Owners 


to Your Store 


We guarantee every can of 
Jeffery’s No. 7 Marine Glue to 
stop all kinds of leaks and make 
any boat perfectly watertight 
and leakproof. 


Equally adaptable for wood 
boats or steel—from a canoe to 


JEFFERY’S 


Our 
Waterproof Marine Glue 


<4 a big seller wherever boats are used—lakes or sea- 
shore. 


It is Nationally advertised and our famous slogan, 
“Does your boat leak?” has brought responses from all 
parts of the world. 

We furnish dealers and marine supply stores with 
Booklets bearing .their name and address that tell all 
about this glue and bring boat owners to your store. We 
refer all inquiries to the nearest dealer. Write for 
discounts. 


L. W. FERDINAND & CO. 
150 Kneeland St. Boston, Mass. 














Walden-Worcester Display 
Boards Will Make Money 


for You 


The board illustrated con- 
tains five each of eight of 
the fastest-selling stock 
numbers. 


It takes up little space in 
your store—3’9” x 1’, 


It will hang on a wall or on 
a post. 


The investment is small. 


The turnover should be at 
least five or ten times a year. 


Whether you are a large or 
small dealer, you will find 
our display boards profit- 
able. 


Walden-Worcester 


INCORPORATED 
General Offices and Factory 


Worcester, Mass., U. S. A. 

















ONE way in which a 
firm is represented is 
by the appearance of its 
business letters. Did 
you ever stop to realize 
that the box in which you 
pack your goods is an- 
other and very important 
form of representation? 
You can assure for your 
product the ideal form of 
presentation to the buy- 
ing public by adopting 


Warren’s X-Ray Display 


Container 
Send for illustrated folder, ‘‘ X-RAY FACTS”’ 


PR Warrenlo. 


FOLDING PAPER BOXES 
BOSTON, MASS. 











WARREN'S X-RAY DISPLAY CONTAINER manufactured 
exclusively in Canada by RUDD PAPER BOXCO., Ltd., Toronto 
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The lasts are lock bearing. One 
last is especially adapted for ladies’ 
pointed-toe shoes. 

Order the “Ohio” and you will have 
the most popular sets on the mar- 
ket. Write for prices. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 
N. Y. Office, 90-92 West Bdw’y—D. N. Winner, Mgr. 














— 
“OHIO” 
Shoe Lasts and Stands a 
WIRE 
MADE —P GUARANTEED BRUSHES 
SEMI-STEEL Pa anearaan se hago of different 








CHRADE ()AFETY 
Push Button knife 


No Breaking of 
Jinger na 4] S 





Cun, afet 
Lock.” 


*» 
~ 
~ 
* 
~ 


Sure to sell on sight. 

Absolutely safe in pocket and in use 
or convenience you can’t beat i 

) Pit, operated with one hand. 

The safety slide locks the button. 

Y ov can't afford co be without it. 


rane FVERLASTINGLY SHARP marc 
Schrade Cutlery Co, 


Manufacturers of Superior Pocket Knives 
Factories: Walden, N. Y.. Middletown, N. Y.. 
Main Office: Walden, N. Y. 

ORDER THROUGH YOUR JOBBER OR DIRECT 


























Send for Catalog covering a 
complete line of Brushes and 
Brooms especially made for 
the Hardware Trade. 


MILWAUKEE BRUSH MFG. CO. 


MILWAUKEE, WIS. 











1661 














SELLS EASILY 


No tedious “demonstration” needed. When the house- 
wife sees it—she buys. It is priced reasonably—she 
quite often buys two or more for her home. 


THE ADJUSTO RACK 


Does away with unsightly nails and hooks. Easily adjusted 
to any. width or relaxed and folded down out of the way. 
Made in three and six arm sizes—hardwood arms, stron” 
metal parts. 


THE ADJUSTO RACK 







Endorsed by the Good Housekeeping Institute 
and Priscilla Proving Plant. 


Order from your jobber or write us for description and prices 


FERNALD MFG. CO. _  Dept.A North East, Pa. 


itr ZERNAD 5 <cill = sill 


HOUSEHOLD 


EL PS 
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We offer, subject to sale: 
100 Shares 
| Millers Falls Company 


7% Preferred Stock 
at 98 


J. A. DECAMP & COMPANY, INC. 


Investment Securities 


120 Broadway, New York Rector 3797-98-5174 






















































American Bessemer, American Open Hearth and 
KEYSTONE COPPER STEEL 
Black and Galvanized 


SHEETS 


We manufacture SHEET AND TIN MILL PRODUCTS for all pur- 
poses— Black Sheets, Galvanized 
Sheets, Corrugated Sheets, Culvert 
and Flume Stock, Formed Roofing 
and Siding Products, Special Sheets 
for Stamping, Stove and® Range 
Sheets, Automobile Sheets in all 
rades, Electrical Sheets, Roo 
erne Plates, Bright Tin Plate, Etc. 


AMERICAN SHEET AND TIN PLATE COMPANY, Pittsburgh, Pa. 
Sens for set eof revised weight cards and beoklete, and watch fer eur large ade 






























Ask your Jobber for 


Rocking Table 
Apple Parers 


and 


Little Star and Daisy 
Apple Parers, Corers 
and Slicers. 


Mfd. by 


HUDSON PARER CO, 


Leominster, Mass. 









Sole Agents 
Livingston-Cooper Corp. 
131 East 23rd Street New York City 






Best Two Needle Torch Made 


Quart size two needle _ torch. 
Burner, underfeed type, is one 
casting of high quality generator 
metal, Upper needle regulates flame 
and keeps orifice free from carbon 
or dirt. Lower needle used to ex- 
tinguish flame when through using. 


Has Patented Reinforcement at 
top of tank and heavy tank ma- 
terial. 


Sold by leading Jobbers. 
for Catalog F 


Detroit Torch & Mfg. Co. Detroit, Mich. 
New York Office: 45 Warren St. 


: — Ga.—A. H. Deveney & Co. Cleveland, Ohio—Apple-Fried Sales 
20 Fourth Nat. Bank Bldg. Co., 10017 St. Clair Ave. 


RING 


4\ 


Send 


























You Can Anchur Sales 
with 3 in | Cement 


Rubber Cement offers Dealers great op- 
portunities for repeat sales. nee cus- 
tomers know you carry it, you become a 
source of supply. Cobblers, Saddlemakers, 
Bicycle and Automobile tire repairers are 
in constant need of cement for sticking 
and patching. 

Every household has rubber and leather 
articles that need repairing. 3 in 1 is the 
best cement of its kind that can be sup- 
plied. 

Furnished in quantities from 1 oz. bot- 
tles to 10 gal. cans—for every purpose. 


Write for Jobber and Dealer 
proposition. 


ST. LOUIS RUBBER CEMENT CO. 
3951 Laclede Ave. St. Louis, Mo. 
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Leather Russet ® 
“Sincere cae 
her, Cieth ge RvOO® 
Cloth te Crew 




















The Better Selling Kind 


The Hardware Dealers who keep the 
kitchen tool and utensil counter on a 
on good, profitable basis know that 


HANDY CAKE TURNERS 


are among the Sales Leaders. Their 

strong, substantial make and neat pat- 

terns appeal to every housewife and as- 
sure satisfied customers. 


You will find the complete Handy Line 
of Home and Kitchen Furnishings most 
m@ desirable merchandise for speeding up 
sales and satisfying your trade. . Write 
for our Catalog and prices. 


HANDY THINGS MFG. CO. 


LUDINGTON, MICH. No. 50T 
Heavy Tin 





No. 10T 
Heavy Steel 
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VAUGHAN’S KITCHEN TOOLS 


Mean a Volume of Small Sales That 
Will Total More Than Large Ones 













You cannot always judge the amount of money in a 
line by the price of the individual article—it’s volume 
sales that count. 

Vaughan’s kitchen tools—cake turners, spoons, spatulas, 
milk cap lifters, etc., are strongly made—nickel plated—— 
jong lived. Displayed where the housewife can see them, 
they sell on sight. 

Vaughan’s Combination Can Opener and Cork Screw ia 
someone’, aattonetiy in woman’s magazines. Be aure it 

0c 
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Send for Complete Catalog 


VAUGHAN NOV _ iad MEG. CO... Ine. 
3211-25 Carroll Av Chicago 













ANNOUNCING THE NEW 


Toros Bronze Bull Ring 


Found by Test to Be the epg sx, Ring Made 
No. 303%—Weight 6% oz., 3%” diam. Ring, 
7/16” Stock. 

Write Your Jobber Or to Us At Once. 
SEYMOUR SMITH & SON, Inc. 
Oakville, Conn. 

Sales Agents: John H. Graham & Co., 

113 Chambers St., New York 











UNIVERSAL cramp 


Adjustable, ze, sizes will clamp any hose of any 
diameter. Made from — rolled steel out of wire, 
No rough edges to cut 
minute. Everlastingly leak-proof. Order Universal 
Hose Clamps. Trademark on every clamp and car- 
ton. Get them from your jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. 
ackensack,. N. .. 
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CARY’S 
Universal 
Box Strapping 


Made of soft steel through 
which nails can be driven 
easily. Put up in coils of 
300 feet and packed 20 coils 
in a case. Every coil is 
equipped with our patent 
metal hanger which makes 
it a complete reel. 


CARY’S 
Saw Edge Joint Fasteners 


Cary’s Continuous Cutting Saw 
Teoth Fasteners are made or a best 
quality Cold Rolled Strip Steel, noucing 
* ect fastener that will not ben 
driving. You will not find frao 
tures between the corrugations. Special 
effort is made to have the corrugations 
wniform so that they have equal draw- 
ese fasteners are the only fasteners 
manufactured with a continuous cutting 
edge, the patents, process and machines being owned by ourselves. 
Made - verious widths and corrugations, also in coils wound 
right an 


Also Manufacturers of Steel Mats 


CARY MANUFACTURING CO. 


Manhattan Bridge Plaza Brooklyn, N. Y. 


























Profit by the Hot Weather 
That Keeps Houses EMPTY 


The name “Gold Medal’ as applied to Folding 
Furniture for Camping or Outdoor use on Porches 
and Lawns needs no introduction or explanation. 

It has stood for the best for years—and effective 
advertising has made it familiar to millions. By all 
means keep it displayed where people can see it. 


Order from Jobber. 
Write us for catalog and prices. 


Gold Medal Camp Furniture Mfg. Co. 
1706 Packard Ave., Racine, Wis. 


GOLD MEDAL 


TRADE MARK REGO. U.S. PAT. OFF. 


FOLDING FURMITURE 


For 32 Years the Recognized Standard 





Takes the Guess-work Out of Hatching! 


That’s exactly what the new copyrighted Queen Chick- 
Chart does, when vsed with a Queen Incubator. 

The system is wholly automatic and accurate in its 
performance, All that is necessary to secure really re- 
markable results is to follow simple instructions that 
anyone can understand. 


Queen Air-Cell Control 


Insures Full Hatches 


Stop your customers from wasting eggs and time on 
cheap incubators when full hatches of strong, healthy 
chicks can be secured by this new Queen invention. 

We can help you make your incubator department a 
pleasure and a profit. Ask us how we help. 


Queen Incubator Company 
1124 N. 14th St., Lincoln, Nebr. 
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SOLDERING AND TINNING FLUX 


Ruby fluid sells readily and*always repeats. It is the one best 
Flux for every soldering purpose. Ruby fluid is non-explosive, non- 
corrosive and will not injure men or metals. 


Order from your jobber or 


THE RUBY CHEMICAL CO. 
68 McDowell St. Columbus, O. 











Now, More Than Ever Before 


it is essential that you study your 
Market Report carefully and con- 
sistently. Every important price 


change in the trade is recorded in 
these columns weekly. 


The MARKET REPORTS as found 
in HARDWARE AGE are the most 
authentic published. 


Use them as a buying guide. 















CUSHION TIRE 
of [ADDERS 


ih 
Lily 
YW 
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MODERNIZE 
STORE METHODS 



































e* fe OF 2 oa 
5 To provide adequate storage facilities for 
SS shelf stock—to make it accessible and con 


venient for clerks and stock men to handle with 
absolute safety—to insure quick service for whole- 
sale or retail trade — install one or more 
MYERS NOISELESS CU TIRE STORE caer 
Deep tread steps, full length hand grips, rubber tires, 
overhead Roch an firm construction throughout, 
eliminate vibtation and noise and produce a ladder 
of ample strength for safety, convenience and _- A 
efficiency One style only-neat of design— _nC 
Lg attractively finished — any height — -aie 
fi] sy salem STAND 
on request, * Ao” one 
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| Osborne High Grade Punches Besides Punches Our Line Includes: 


A varied and attractive line for the Hardware Trade. Also: Leather Workers’, Trimmers’ 
and Upholsterers’ and Plumbers’ Tools of superior quality. 

The above tools will please your customers as well as our famous Round and Oval Punches. 

Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in mahing our products. 

We stand back of every tool we make, Try us. Write for Catalog and Prices. 


C. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 





— 


Ensign Bickford is the ORIGINAL 
SAF safety fuse—tested and tried by . i at 
time and experience. fin ie GE! ee 
FUSE cearec pal eeai 11_B. Ives C 
rands of fuse, amon A ; , 
which you should fin , ‘ wr -D.1VeS 0. 


one adaptable for your i te - 
work. “ SEO 5 AIT id New Haven, Conn. 


U. S. A. 


Established 1876 
Incorporated 1900 











HIGH GRADE WINDOW AND DOOR 
SPECIALTIES 


The Ensign-Bickford Co., Simsbury, Conn., U. S. A. WRITE FOR ILLUSTRATED FOLDER 


The Barnes Qn BURNLEY 


House Force 
Pumps | = The Soldering 


Attractively finished in bright ' Paste ot 
oe with deep bronze trim. i. satisfied cus - 
No. 200 “Puritan,” illustrated, j . . 

is on wall bracket and can be J tomers for over 
swung out of way when not in ) 23 years. 
use. Has galvanized rod and a a , 
a nickel plated brass cylinder. Sample free. 


Write for trade prices. 


The Barnes Mfg. Co. =aealy © BURNLEY BATTERY & MFG. CO. 


Mansfield, Ohio NORTH EAST, PENN. 









































FULTON DUST PANS 
THE DUST POCKET LINE The Simplicity, Durability 
has taken the Trade by Storm and Practical design of 


ea UTILITY 


from whom you can obtain 


{Son billy eowe bor Gant Wak? SPRAYERS 


John Hoos Company Baltimore 


= ee t 
L. Gould & Company Chicago r ; 
(ZA I. Pick & Company.............22227 Chicago obviates the necessity of 





Kruse Hardware Company Cincinnati lengthy sales arguments. 
Kinney & Levan Company , 
Brinsmaid & Company 3] Mail us your rush orders 
Geo. C. Wetherbee Company ° 
Lilly Hardware Company and get the service you 
Saban tates ovtuere "Gen h ight to expect 
ering-Cortes araware ompany ° 
i: & McIntire Company sp ahtatiatinions P 


ee ter ee 
Corners 





0 a 
T. Moore Philadelphia 
Sees & Faber Company Philadelphia 


Strevell-Paterson Hardware Company. . Salt Lake City ~ ALBERT LEA SPRAYER CoO. 


Morrow-Thomas Hardware Company....Amarillo, Tex. 
Patent Novelty Co., Inc. Albert Lea, Minnesota 


Ask your nearest jebber Fulton, Il. 
or write us. on the Mississippi 


De Lure No. 601 
Also made with 
ordinary handles. 











STEEL — IRON — WIRE 


Of Every Description 


THE HAROLD McCALLA CO. 


Beach St. and E. Columbia Ave. 


PHILADELPHIA 


Large Stock of Black and Galvanized 
CHANNELS PLATES 
SHEETS 








HOOPS 
ANGLES 
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ADE MARK 


" 
Jorg ensen” 


PAT OFF 


tne Hand Screws 


Are asked for by 
name. 















THE HAMMER 
HOLDS 
THE TACK 








Get them from your 
Jobber, or write for 
our Catalogue “B”’ 


6 9? 
Robertson “Horse Shoe Magnet Hammers le 
a high grade line with a good profit to dealers and description. 
jobbers. Catalogues and discounts on request. ADJUSTABLE CLAMP CO. 
ais on eae se manage ti 216 N. Jefferson St. Chicago, Illinois 
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== os | ae 
e 





For Thousands of Mechanics 
and Workers in All Trades 


Made since 1876. Since then, thou- 
sands of dollars have been spent on 
experiments. As the result, ma 
improvements have been Meee | 
The present line is considered the 
most practical, most durable, and 
most economical. 





For cutting bolts, rods and 
wire, ranging in size from 
% inch to % inch. Used in 
garages, repair plants, 
farms, homes, shops, etc., 
saving time and labor. 

The name PORTER is 
assurance of reliability — 
protection against inferior 
material and poor workman- 
ship. 

Every PORTER tool is 
built for efficiency and dur- 





§ Ask for*catalog illustrating and de- 
MPocker ano =. sCribing the many styles. 


Jobbers can furnish from stock or 





FOR KEROSENE. will gladly order for you. ability. 
Covered by Sw yy 
Me. 19 Ge. : 80 Pt. Otto Bernz Co., Inc. H. K. PORTER, Inc. 
Renee neckerosne, Newark, N. J. SVERESS, MM * U. 5. A. ' 























G. F. Wright Steel & WireCo. | | Russell Jennings 
Manufacturers of e 
Auger Bits 


SUPERIOR Two styles of shanks—three threads for 
| 





Geleuteed boring all woods 


Hardware Cloth Patented by Mr. Russell Jennings in 1855 


Wire Clothes Lines—Wire Lathing ° 
Hex Mesh Poultry Netting Russell Jenning . Mtg . Co 


WORCESTER, MASS. 


{ {mn 

















The Secret 
of Good Soldering 


—is a clean States That means: 
Clean it with 


z 3 J 
% e cE o 
& > ae zs 
> ow 
S 


Made by 


Special Chemicals Co. 


Highland Park, Ill. 






Ch TOOLS 


| Ice Tools oy heme equipment 
i for every ice handling pu 
a i 


ae Peers 
itl v ene 


INAH 
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| INDEX TO ADVERTISERS 








THE ADVERTISERS’ INDEX is published as & convenience and not as a part of the advertising eontract. Every care will be taken te index eorrectly. 
be 


Neo allewanse will 


made for errors or failure to insert. 
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“The Toots in Lhe Pudi Bor” 
AMERICAN SAW & MFG. CO. SPRINGFIELD. MASS. © 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 


SJ 


ed 
oo 53335 SECC SCCFCSCSCCSCSCC OCH CC SCE ORE REESE 6 $9998 SESS SCACSC EEC SSC ESE ECE SEHE HEHEHE SEES 








Plain or enameled in 


STRATTO a 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 


STRATTON MFG. CO., Stratton, Maine 











i—$— 





= Ask your jobber for 


DOVER-IMPERIAL STEEL 
AND COPPER EAVES 


trough hangers. Japanned or HOT 
DIPPED GALVANIZED after forming. 
Rod and nut or strap styles—single and 
double bead Rods are electro galvanized. 
Also triple twist. wire hangers furnished 
in COPPER or Galv. wire. 














Welding Compound is best by every 
test. Makes welding of any steel as 
easy as Iron. Stock it and increase 
your sales. 





Made only by 


ANTI-BoRAXx COMPOUND Co. Fort Wayne, Ind. 








Everything in Pocket Knives. 
‘Hammer Brand” 


Pocket Knives 
Made by 


New York Knife Co. 
Walden, N. Y. 











Tested and Approved 


The Hill Champion Clothes Dryer has 
been tested and approved by Good House- 
keeping Institute and Priscilla Proving 
Plant. Advertised nationally. 


HILL CLOTHES DRYER CO. 
39 CENTRAL ST., Worcester, Mass. 
Distributors Metropolitan District 


Herman Kornhrens, Inc. 
111 Murray St.. New York City 








PRIEST’S CLIPPERS 


have been the standard 
since 1865. Style shown 
our Shaver No. oo is a big 
selier for home use. 


American Shearer Mfg. Company 
Nashua, N. H. 
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GLass “JT .R NOX” cutters : 














SAMPLE 





111 














DEALERS WANTED EVERYWHERE 1,0. Fence, Gates 


Lawn Vases 
a Settees 





General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 


Ask for Catalog 
| THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 
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BOLT 
CLIPPER 






“VICTOR” 


Send for Catalog 
| ROBERTS MFG. CO., Somerville Station, BOSTON, MASS. 























PSTUDEUDDULEDAPODTEDTOE REDE D ET Na db eecerei rer trig UUM MAL MES 


PADLOCKS 


FOR EVERY CONCEIVABLE PURPOSE 


| m FRAIM-SLA YMAKER 
i ee : HDW. CO., INC. 
Zi Lancaster 





UDR UL 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 


9 Jones Street Rochester, N. Y. 











For quality trade—the quality ware. 


AGNE 
ARLEL 


For catalog and prices, write 


THE WAGNER MANUFACTURING COMPANY 
Sidney, Ohio 14 


Cast Aluminum 














Q. Lindemann & Co. 


a 
Manufacturers of 


BIRD 
CAGES Established 1863 


35-37 Wooster Street New York 









.~7, 
TRAY} 











If it is a tweezer, we ale it. 
Your satisfaction is our guarantee. 


Bullock Mfg. Springfield, Mass. 


Assoc., 





THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plant at 
BUFFALO, N. Y. id 








1000 MILITARY RD., 
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Classified Opp 


An Effective Low Cost Contract with Hardware Man- 
ufacturers, Manufacturers’ Agents, Jobbers, Jobbers’ 
Salesmen, Retailers and Retail Salesmen. 1 


No illustrations accepted for these pages. 


inch 
Each 


Allow seven words for Keyed Box Number Address. 


5O% 





aS er ee re ae ener 
ne I, a ad ia i dain wll Bie al eee eo 
ee Ss, SS BO WOO, bc kc cvecdce cvbessagaKenses 


Each additional 
**Box’’ 


4 insertions, 
Remittance Must Accompany Order 


off the above 


1924 


August 7, 


word 


eer er eee eee eee eee ee ee eeeeesre eee eeeaneeeeeas 





10% off; 8 insertions, 15% off 


rates for Positions Wanted Advertisements 





Business Opportunities 








. Retail Hardware Busi- 


; ness in Middle West City 
of 55,000 population for 
sale. 

This business has been 
established for fifty years, 
has constantly grown and 
is now and has been a 


profitable business. 


ADDRESS BOX G-216 
care Hardware Age, New York. 





Business Services 








= 
Direct Result Advertising for 
Stores Dealing in Housewares 


and Hardware 


A service that has the cuts, the ideas, the 
plans all ready to add prices and give to the 
printer. For store news, circulars, or news- 
paper advertising. Only one store in a town 
can have it. If you seriously intend to go 
after more business in the only way you 
can get it—write for information and rates. 
HARDWARE AGE SERVICE, 239 W. 39th 
ST.. NEW YORK CITY. 























FOR SALE: Well established Hardware 
business near Elizabeth, N. J. Stock and fix- 
tures inventory about $25,000. Sales 1923, 


$68,000. Will sell 
duce stock considerably. 
or give lease to suit purchaser. 
business. Address Box G-238, 
Ace, New York. 


Dollar for Dollar; can re- 
Will also sell building 

Retiring from 
care HarDWARE 





FOR SALE: Well established Hardware 
business, since 1903, Southern Penna. Monog>- 
hela Valley district. New building, new Duluth 
fixtures. Location the best in town. 
ture. Hustling town. No dead stock. 
opportunity. Good reason for selling. 
hesitate. Address Box G-217, care Harpware 
Ace, New York. 





FOR SALE: Hardware stock in southern IIli- 
nois. Good farming and coal mine community, 
on Midland Trail hard road, All new stock, will 
invoice between five and six thousand dollars. 
Good store room. Reasonable rent. Terms cash. 
About 30 miles from St. Louis. Address Box 
G-199, care Harpware Ace, New York. 








SALESMAN who sells Factory and_ similar 
supplies to consumers in Greater New York. A 
real proposition for a man with vision who can 
deliver. Address Box G-232, care HarpWare 


Ace, New York. 





Well improved and valuable land in North 
Dakota can be obtained through a trade.on hard- 


ware, implements, harness, paint, lumber, or 
merchandise. Trade to include building and 
houses. Excellent land. Interested to trade due 


to change in — plans. Address Box 33, 


Jamestown, N. Da 








CASTINGS 
Hardware manufacturers can get good soft 
castings and good service from us. We 
make high grade, soft, easily machined 
castings. We also do machining, nickeling, 
japanning and assembling. 
Send samples or oriats for quotations. 


mails o> A! HARDWARE & 
OUNDRY ©Co., INC. 
a ittlestown, Pa. 














Let Us Help You Word ) 
| Your “Want.” 


HARDWARE AGE 
) “DEPENDABLE WANT ADS” | 

















RALPH COEN—HARDWARE AUCTION. 
EER—At our weekly trade sales we dispose of 
any and all surplus stocks, liquidation stocks, etc. 
Through us ro turn such stocks into immediate 
he ASH. The N. Y. Market is the quickest “turn 
over” market in ‘the world. The R-C OUTLET, 
303 Fourth Ave., New York, Executive Offices. 





Sales Accounts Wanted 


Manufacturers’ Representative, with Chicago 
office calling on hardware, housefurnishing and 
department stores, is desirous of securing an ad- 
ditional line of merit for Chicago and adjoining 
territory. Address Box G-239, Harpware AGE, 
New York. 








SALESMAN traveling North Carolina with 
Hardware specialties would consider other lines 
that would not conflict. On commission basis to 
general department and hardware stores. Your 
line must have merit. I can furnish best of ref- 
erences. Would consider exclusive line if it 
had bright future. Address Box 92, Denton, 
«Sn 





Reliable old established hardware manufactur- 
ing concern desires to act as factory representa- 
tive or broker for New York and adjacent 
territory for domestic manufacturer of tool and 


kindred articles. If not represented in above 
territory, please address Box G-224, care Harp- 
WARE AGE. 





Help Wanted 








Wanted live wire salesmen with experi- ( 
ence in sporting goods to sell high quality 
baseball bats on commission basis for 1925 | 
season. Men qualifying must be ready 
for service August Ist. Three references 
required and photo. Address Box G 
220 care Hardware Age. 














Positions Wanted 





Christian salesman, 32, married, car owner, 
well acquainted Metropolitan New York, seeks 
change. Experienced cutlery, hardware, house- 
furnishings. Now under sixty day clause con- 
tract. Will work salary or straight commission. 
Furnish own office if necessary. Earned $5,000 
last three years. Replies treated confidential. 
Address Box G-237, Harpware Ace, New York. 





CALIFORNIA Salesman calling on hardware 
and general stores out of Los Angeles has pres- 
ent ce so well established he can give major 
portion of time to new line, and thereby be en- 
abled to cover territory more thoroughly. Pre- 
fers staple repeat line. Address Box 5, care 
amr aae AcE, 320 Market St., San Francisco, 
al. 





ACCOUNTANT of proven ability, with prac- 
tical experience in handling credits, collections 
and office detail, desires permanent connections 
with a high grade hardware concern. Mentally, 
physically and temperamcnfally qualified to meet 
the exact requirements of the wholesale or retail 
trade. Satisfactory recommendations furnished. 
oo Box G-207, care Harpware Ace, New 
ork. 





Buyer for Hardware Jobbing House: High 
class man of strong personality, thoroughly ex- 
perienced in Foreign and Domestic Arms, Am- 
munition, Field Glasses, Binoculars, etc., Radio. 
Location no objection. Kindly write for further 
information. Address Box G-240, HArpware 
Ace, New York. 


Sales Representatives Wanted 





SELL TIRE CHAINS on commission, Wood- 
worth Double-Grip chains grip the road much 
better than others, wear longer and are easier 
on tires. Spring adjustors made on the chains. 
Low in price. Send $1.00 deposit for samples 
and full instructions or write for ee: 
Woodworth Specialties, Mfrs., Binghamton, N. 





Manufacturers’ Agents, State and District 
Salesmen wanted for the Famous Grey Hound 
Line, including HI-Power-IT, the old proven and 
best anti-knock fuel known. Write for details. 
Only reliable dealers and men considered. Cus- 
tom Oil Mfg. Co., 1332 E. 54th St., Chicago. 





Salesmen to sell on commission hardware, 
tools, regular goods, specials and job lots, one 
to cover Chicago and vicinity and one for the 
entire State of Pennsylvania except Philadelphia 
and one fer New York City and suburbs. No 
objection to side lines, providing they do not 
conflict. Will pay commission on mail orders as 
well as orders taken. We have customers in 
both territories. Address Box G-236, care Harp- 
WARE AGE, New York. 


A 


Salesman—Attractive side line, liberal commis- 
sion, sell patented garden implement to jobbing 
trade. Illinois, Indiana, Michigan, Georgia, Ala- 
bama, Florida still open. State experience, age, 
etc. Address Box 156, care Harpware AGE, 
1420 Widener Bldg., Phila., Pa. 








WANTED in each principal city in the United 
States Residential Side Line Salesman or Manu- 
facturers Agents calling on department stores, 
hardware and housefurnishing trade to represent 
Manufacturers of newly patented household ap- 
pliance. Write Active, Box 929, New Orleans, La. 








i =~ ~- 
ADVERTISING——services in catalogs, ) | 
) boeklets, printing, copy writing, letter 
writing, direct mail equipment, advertising | 
eounsel and agency service. | 
) Men of experience and ability in selling 
the hardware field know and follow this 
section. 
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is the total number of replies for 1924 which have been received up to the closing date of this 
issue and forwarded through this department to advertisers using Box Numbers. 
include replies that have gone direct to advertisers using their signature. 


This does not 





Sales Representatives Wanted 


Sales Representatives Wanted 


Sales Representatives Wanted 





Salesmen interested in attractive assortment of 
dog collars, dog harness, etc., to sell direct to 
retail trade. Recently organized manufacturer of 
long experience in this line has good territory 
open for the right men. Only hard workers and 
those with representative lines Fem! apply, giving 
all details, territory, etc., in first letter. 

Box 130, Patterson Post Office, Baltimore, Md. 





Manufacturer of Steel Bathroom Cabinets de- 
sires salesmen on commission basis in the states 
of North Carolina, South Carolina, Alabama, 
Georgia, Florida, Louisiana, Mississippi, Tennes- 
see, Arkansas, Kentucky, isconsin and Min- 
nesota. Splendid moderately priced line, ad- 


vertised direct to the trade. Address Box G-234, 
care HarpwarRE AGE, New York. 








MANUFACTURERS of full line household 
specialties want local representatives in all impor- 
tant cities to handle line on commission. Depart- 
ment houses, premium concerns, are all big users. 
State experience, lines handled and territory 
covered. We want none but those who can 
‘“‘make good.’”” For such our proposition is an 
excellent one. Address “S. H.,” care HARDWARE 
Ace, New York. 








ware Age. 





HARDWARE AGE, 


Do YOU Want a Good Position? 


Right now you may be looking for a good position as Manager, Assistant, 
or Salesman with some responsible Hardware company. 

And right now some one may be looking for you. 

The best meeting place is in the Classified Opportunities Section of Hard- 


Fifty words at a cost of a dollar and a half will put you on the right road, 
in the right paper, for the right position, with the right Hardware concern. 


Send your ad to 


Classified Opportunities Dept. 
239 W. 39th St., New York 











The “TORREY” 
A Real Man’s Razor 


Send for Catalogue ef Full Line 
po ee Se eee 
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Manufactured by 
U. &. Clethes Pim Ceo., Memtpelier, Ve. 


Seles Dept. 
1018 Umien Benk Bide.. Pittsburgh, Pa. 


©: Economy 
Made of best Maple, with Leather 


regen Attachments 
| Lining and Best Block Tin Key. 


ng hose to smooth 
io nim on and off easily. 
Beware of Imitations. Genuine are 
Stamped with Maltese Cross. 


oonamy ony TE Se. 
} John Sommer Faucet Co., Newark, N. J. 











Germantown 
see niladelphin Pa. 











JOHN SOMMER’S 
PEERLESS FAUCETS 











U. S. 3. WASHER MER CO. 
Box 398 














American Can 


TONTAINEAS oF Ti PLATE BLACK IRON GALVANIZEO a 


American Can Company 


SILVER LAKE 
SASH CORD 


NET WEIGHTS FULL LENGTHS 
Sliver Lake Co., Newtonville, Mass. 














If it’s the best tool you can sell 


For Working Stone 


it’s ours 


Trow & Holden Co., Barre, Vt. 








CARPENTERS’ 


—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 


_ ATCC TTT, ;~SSS 








YERDON CAST 
BRASS HOSE BANDS 
give JUST THE SERVICE 
you want Hose Bands for 


on All Hose Connections. 
A trial will convince. 


WILLIAM YERDON, Bex 102, Fert Plain, N. Y. 





Sa amr ee 








BALE TIES 


Best Made — Prompt Shipment 
Baur Bale Tie Co. 


INDIANAPOLIS, IND. 














J. L. THOMPSON MFG CO. 
Waltham, Mass. 


Tubular and Bifurcated 


— RIVETS — 





ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 NewSt., Philadelphia 


"AXES SCY THES 


Pe cy since 1812, Axes since 1800 


RIXF ORD *F East te to Vt. 











Taintor Positive Saw Set 


Fully 
Send 


All steel. 


Guaranteed. 
for Free Book. 





TAINTOR MFG. CO. 


113 Chambers St. N. ¥. City 
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Sell More COPPERED This Year! 


YOUR Trade can afford Milcor “Coppered 
Metal” Products. The first cost is sur- 
prisingly reasonable—and from the stand- 
point of service this superior rust-tesisting 
copper-alloy is decidedly economical. 


Once you get the Milcor “Coppered Metal” habit, you 
will appreciate the value of this scientific copper-alloy. 
It will earn more money for you because copper con- 
tent makes the sheets more pliable and you will find it 
possible to do better work, worth more money, with less 
labor-time than is possible with ordinary sheet metal. 


“Coppered Metal” is uniform in its copper content, 
consequently uniform in its wearing qualities. It is a 
healthy, robust metal —feature it, for the good of your 
business and for the good of your trade. Its cost is not 
heavy — there’s not one of your customers who can’t 
afford it. Write for prices. | 

Your Trade appreciates MILCOR Quality 


MILWAUKEE CORRUGATING COMPANY 
ae MINNEAPOLIS, MINN. 











The Entire Line of 
SMILCOR ‘Products 


is available in 


COPPFRED 
Write for Prices! 
“Crimpedge” Gutter and Standard 
Eaves Trough and Gutter. 


“Interlock” Conductor Pipe. 


One Piece Elbows, Cutoffs, Mitres, 
Ends and Drops, Trimmings. 


Roll Roofing. 

Sheet Roofing and Siding. 
Art Metal Roofing. 
Cornices. 

Ventilators and Cupolas. 
Skylights. 


Stock Tanks, Barn Windows and 
Farm Specialties. 


Metal Lath and Expansion Corner 
Bead and Specialties. 


“Porto” Steel Buildings. 


Everything in 
High Grade Sheet Metal Products 


WRITE FOR PRICES 
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‘The 
ATABOY - BARO 


A 55 Pound Boy with a 100 Pound Load 


ONTRAST this perform- for a barrow that was light, 
ance with any other type of — strong, and which every mem- 
wheelbarrow and you willknow _ ber of the family could wheel. 
the merit and convenience of the Second, it was our purpose to 
Ataboy-Baro forhomeuse. You __ build a small size barrow of the 
will realize the real need of such —_ exact design and with the same 
a barrow as part of your stock. improvements as our standard 
It is a distinct novelty in the — line, so that Sterling. quality 
barrow line. Made fortwo good would reach the home as well as 
reasons. First there was need the industries. 


Catalogue No. 37—Write for tt. 


It Shows a Wheelbarrow for Every Service. 
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OVERSIZE CORD 


Sys -\ \FOR SMALL WHEELS 
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BALLOON- 
FOR PRESENT RIMS 


HEAVY DUTY- 
FOR TRUCKS AND 
EXTRA HARD SERVICE 


ss 
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¢$O0UR NEW TIRES 4 | 
DISTRIBUTORS WANTED ALL OVER THE WORLD~WRITE US. 
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ae 


_- EIGH HARDWARE CO. 


INTERNATIONAL DISTRIBUTORS 


ESTABLISHED 1843 


ST. LOUIS, U.S. A. x. 
A QUALITY PLEDGE 





























